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INFLATION 

AH EAD ! 

What to Do About It 

INFLATION is now definitely under way. Not because of the Gold Decision. Not despite it. 
But because of a constantly increasing number of causes, circumstances, conditions, events. 
In the steady march toward Inflation this decision is merely one of the latest incidents. Among 
sophisticated observers, doubts as to the inevitable Inflation did not exist even before it was 
rendered. Even if it had been "unfavorable" to the Government it would not have prevented 
Infill ion. New Tuules would have been fuunj, 
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W. M. Kiplinger 

Aiillior of iNFi.Aiios Ain-Aii! — 
\Vit.\i lo I>u Auui T 1 1. I\Ltgtui . 
ni[|)li:^her of f^mgus KipWrtgrr 
\V-j:.hingli>n LrUcrs fyr 15 years. 
Shrrwdt accurate iireJtctor of 
trends ;md repurtCT of government 
in its effects on business, \vlio*e 
iJiililishcd fovecastB aie fulbwcJ 
(Mtii'dy by large, iniinortant cli- 
fiiicic; tonfiii.iiilc of WashiiiKtmi 
L>rTtci:>ldDm thruugli several admin- 
iVilraUuns. 

Distinguished for concise pre^- 
cmaliuns t>f complicated stulijccts in 
simpltr hn^u-Lgt'; UMbtiiseil,^ dis 
pias!!iioncitcri, constructive critic iJ 
government puticicnii whit calb 
SlTiidt? 5padtf9. 

Hai Been RIGHT b ifaeFait... 

and Wei! Ahead ofTtme. . .tvith 
These bapodJiit PrediclifiDS Od; 

Gtivrnnm'tit ccutrali^ed toiitral of 

bi^nXiitg and I'tcdit, predicti'd 

iivo yearf ago, 
DcvalHoiion uf th^ dotfar, iiuikated 

as pT&biibte ei^Ut mmitUs oheiid, 
Reci'iit ri-if of foodstuff ptkfSt pre- 

dii fi d SIT muuttiS tiltcad. 
Ruf of NKA^ the clsatt^fSt rff' 

De^iine of interest rates, more thati 

ti yfar ah tad, 
Ri.'0r&afiijr<3tii)n p/ farm jntJi-fijuytf 

tending pulicies, 
L cvcls ofunem ploymcn six mo ii ths 

ahead. 

Fnihtre of fjatd pufchme to raise 
eommcdity prices. 

Rise <tf sih'tr prices. 

On pTJtre ffxinff of aQricaHurat prod' 
wffi, tnantfis ahiad, 
Oil aU AAA policies. 

The fate of scores af important 
hiUs in Conffress^ indicated ac- 
Ciirateiy months in adt'ditce,- — a 
consistent rectjrd far maiiyyears. 




Frederick Shelton 

ivliti a^fji-itrd Mr. Kiiilinger in pre- 
pnring tliis hook. For p3'?t H years 
anaruilyst of guvcrnmeniaj and busi- 
ness trends, Tluironghly grounded 
in politics, efonomics Lawyer. Sea- 
soned oh.'iervcr. AHvsys sound. 
copI. well hftlanced. Ijas wide repu- 
tation among Washington techni- 
cians for his oljjectivc attitude on 
issues when they are at their mo.'^t 
heattrd stages. 



new channels cut. 

To learn how to protect yourself against; In- 
Ratton, and even to luin it to yuur aiivaiiTnge, 
read this new book jnst ■►fF the pri'sa — "INFLA- 
TION AHEAD l-*WHAT TO DO ABOUT IT."* 
Thin 19 not a tcxtbojk of ecunomic thcurif^a. Ir in 
a specific guide far every individual who cither 
earns a salary or draws an income from invest* 
ments — fur business men, lawyurs, doctors, teach- 
erSp farmers, trustees, invcMors- It i» in the 
practical form uf 2S semi-personal letters cover- 
ing every angle — written in simple language by 
W. M. Kiplinger and Frederick Shehon. 

This book is entirely hardboilcd. It wastes no 
time arguing whether InllalLan is good or bad. 
It icUs what WILL be-— ^not what should he. 
These 2$ letters (ace reality and tell yuu what 
to do now. 



Publisher's Note: 

IVe ere booh pitblnlwrf satt-ly. l^eiihrr the 
Quthors nar Wi* at^ tonttectcj ujiith promfftitt{f 
ifr tradittsi iu $e^ufitiei or cummojitit'i. nijr in 
cither furiheriiig or ri'tardijig in^atii^u. IVe fmb- 
tish this bottfc befottie it is fimrty^ becciuse Us 
ii J NJ (ysi's o re artlh tit t ive, diti ii te rested, (i hte, 
and iwf^ifrUrut. a^p SrHi'irrs. Ts*r. 



■■^^^^ TheinfoirmAtion in thiibaakhiLsncver 
W^^^r before appeared Any- 
where, in Any form. 



THIS NEW BOOK TELLS 



How to Protect Yourself | 
Against Inflation | 

—And Turn it To YOUR Advantage 1 

building and loan asso- ^ 




This book answers the {qI- 
Jowing qvsstionSt *nd hun- 
dreds of others, which you 
win h^ve f<f face duting the 
comins weeks and mgritbs: 

What will Inflation nican 
to you personally — baf^cd 
on present income, busi* 
ncss, a^e, savings, taxes, 
debts, insurance, invest- 
ments? 
Huw will it afTect yoiar 
[earnings • — whether yuu 
are the owner qf a busi- 
ness, an executive, Cir m 
employee? 
Will you be safer inbuild- 
ittg a home or in renting 
one — and should yoLi try 
to get a long or abort 
term lease? 
Should you contract now 
far any purcha$e on in- 
stallment payments? 
Is your income within the 
range of those which will 
suffer most, unless yoj 
^tart planning now to 
"beat InRation"'? 
Will your money trow 
be any safer in Govern- 
ment Bonds than in 
savings banks or 



ciations? 
What new factors should 
you now consider before 
deciding whattodo about 
life insurance or annul* 
ties? 

Which is the best hedge 
against Infla t ion--;- 
Atocks, bonds, cummodi- 
tics» or real estate? 

Compared with the cicpe- 
riences of other countries 
— euch as the crises lead- 
ing to the revaluation of 
the franc and the Ger- 
man paper-mark catas- 
trophe — what chances 
h^ve we to ccntf^qK 
hedge, limit. Of coiifine 
our own InHatlon? 

Where are real estate 
prices must likely to rise 
first? 

How is the usual process 
of Inflation after depres* 
sions being further ac'>^ 
celcrated by present 
Governmental policies,, 
plans, actions? 

How should you plan now 
to turn Inflation to your 
advantage in 1925, 1936. 
1937 and 1938? 



ONLY $1 00 
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Ier9. U In <»■ 
ditimi pholu- 

with tieidtl* s I- «.\Vt<^ mrm.w* 

ranilw*^£l L-^_v- ^,26 FOR 

IMMEDIATE AC- 
TtON MAIL THIS COUPON 0^ 

''Inflation Ahead t*' was first published three weeks ago. 
Four large editions have already been almu&t exhausted. 
The 5th edition i$ being rushed Into production as this 
announcement goes to presji.^ 

To get without delsty the nurnber of copies you need 
for yourself or your organizaiion, mail this coupon AT 
ONCE. (Your money refunded unless you are satisfied 
with this book.) SIIi^ON and SCHUSTER, Inc., Book 
Publishers, Dept. I04,3fi6 Fourth Ave.. New York, Y. 



Not a "deposit" 
but the fuUprictf 
of the comfijcio 
book. Tear out 
this coupon NOW. Vour money 
rriunJed un]{f<isyou QrcflUtlefied 
with the book. 



100 
Complete 



FREE! 



t.. linjp- y.^a up- 
r.i lui future 

Ji^Vf JO[rf rju-nCa ot 
IjttlnTLnii, ivi> H'ltl 
send,U'LL]iouti'H>!»t. 
!iuiiplc/i3i'ii(arr r«- 

RUthori E^lmpty 
Ql\ In anJ riMiJTii 
th? tanJ i!iit'ai>tvt|! 
In evcri' cupy ot 
tlm LRiuk. 



SIMON & SCHUSTER, Inc., Dept. 104 

I BOOK FU8LISHERS I 
its Fourth Avenue. New York City. 

IPlEaac send me immtdiately . , copies of I 

"INFLATION AHEADI — WHAT TO DO | 
ABOUT IT " at $1 per copy, for which I en- 

I close my remittiincc. It IS understood that if this I 
book does not answer the questions and give me I 
the advice you itate it will, t may ceturn it and - 
■ you will refund my money. I 

' NAME ' 

I ADDRESS _„ ™„, 

CZTY.„_.„_ STATE 
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OnVii. Wu.iliUiki(vn. I*. C. Bi^lUwrlul. AOvtrUttiis wnJ rircuimiiHi Offlri-^, HJ15 H ^\t^h, N. W, WiihlnKEftn, D i' suh* 
ti'i'Mlun pri'* i'i.iHi unr .Vfur; tT-TiU flirrt? yi-arn: irtii* s rauv- Kntrrra m iswrnt rla)* luaUcr Mwrk 2U. Win ni Hit 
t'dftt Omce al Wu liinkhm. T». (V, liiMltlfiiwil rnli) uT (In rtiwUli, Cunu.^ umlrr tlit Ai l M:if li I!. 



NATION'S BUSINESS for AprU. 193 



COMPLETE LINES OF TRUCK TIRES 
FOR EVERY TRUCKING SERVICE 
AT LOWEST PRICES — GIVING LONG 
MILEAGE AND GREATEST ECONOMY 



FlJtKSTONE pioneered the i-hiji-hy-lruck 
moveineiit in 14115, ami ever hincc has eonsistetitly 
lt><l ill aiitii'ipuliii^ t>\ery r«'<|utri'iiieiit in llit- 
ilcsiju:ii und eon^lriielitdi of tnick und I>iih tire-* 
fur every truiD^fxirlalioii i-oiidititm. To a<'<'<i[ii)»li»li 
lliiM, I'irestone hun eon^i^tenlty fullovved the 
ftiiiduitieiital priiieiplc of tin founder an<l iielivf^ 
bead, Harvey Firestone, '".Vlwaya to find ihe 
wuy to build tires better than anyone clfte." 

^tile there are many reasons why Firestone 
Tires are safer anti more eeonotnit'id, iIhtc are 
two reasontj that btaiul out above all others. One 
is Gum-Dippiu};; and the other is two evtra layers 
of (riini-l)ipped eords iiniler the tread. 



Ity <Mini-lHpf»inf;, every ttrand in every cord is 
Hoaki-d in liquitl rubber, preventing frieiion— 
uddin;; extra ^t ren^th anil hinfj nillea^^e. Uy having 
lwr> extra layers of f iin]i-Uippe<l eorilri placeil 
bet ween the I read and cord body, it is ]»raerii'al 
to uf-e a tread with biyher, more rupficd shoulders 
and a deeper non-*ikid with flu tier contour. 

All ihiii provider) more rnblwr on the road, 
giving loiifier v^ear, greater traelion and tpiii'ker 
slops. These tvi'o extra einist ru«'l ion fi'aliires are 
pat<-nteil aiitl used only in Firestone Tires. Take 
a forward step in nminlaining Hchetlides and 
r<-<lu('in;< operaling eost!«. Clall on the Firesttnie 
Service Store or Firestone Serviee Dealer today. 




7ire$totic 'fire$tone Tire^tone 



GROUND GRIP TYPE 

!r>uiMT Irorlion tin- fur 
ti III 111 prut fill ruadi>. 



OLDFIELD TYPE 

Till' liri- lliid limglit 
llirift tu iiiilliunii. 



SENTINEL TYPE 

Vuluiuc |>ru(liiction 
tire fur light txuckii. 



HIGH SPEED TVPf 

Greatest tire ever hiiilt fur 
uLl-rikiiiid service. t'ni'qtiulU-il 
fur Iii(:ti t>t>ee«l!j aitd iiedvy 

llUllllllg. 

***** I.iii(<-n l<> Ihr I iiWu/ 

t^tlv^^rirrv j>lo/it/dv nigitt ai^r 

A.B.t:.— -ITY. I* ^rtuark 

A Star f'riijrrqrfi 



AUTO SUPPLIES FOR TRUCKS AND BUSES 



FIRESTONE TRUCK 
TYPE BATTERIES 


FIRESTONE 
HEAVY DUTY 
<f( SPARK 
PLUGS 


FIRESTONE BRAKE 
BLOCKS ond HEAVY 
DUTY LINING 


FIRESTONE >^ 
FAN J 
BELTS^^ 

FIRESTONE 
RADIATOR 
HOSE 




J^^B^ Fur quick 
^^^B solaria and 

mileage. 


Fur heller braking 
ronlrola 
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CUT FUEL BILLS 12% TO 20% 

FOR NATION'S SALESMEN 



Plymouth's new High-Efficiency Motor answers 
Business Men's need for Lower Transportation Costs 




So EASV TO URIVF, ... it V.vt\n 
mva Ifesh even aficr ull-iluy 
driving on ri»ugh country roads. 



Many Factors of operating- cost lowered! 



BUSINESS MEN . . . and salesim'ii par- 
tiL'ularly . . . have had □ hand in 
building the new 1935 Plymouth. 'I'hey 
showed our engineers their cost sheets. 

One item stood out. One fact was ob- 
vious. Bu!.iness needed u new kind oTcar 
that could be operated at lowt-r cost. 

How Plymouth met this netd starts 
with the new 1935 engine. Its compres- 
sion ratio was increased until it is the 
liighest in any low-prit ed car today . . . 
yet, with calibrated ignition and a revo- 
lutionary new cooling system, premium 
gasohne !s not needed, And consumption 
of gas and oil is actually cut 12% lo 20%! 

Plymoutti's famed genuine Hydraulic 
Brakes were given Centrifuse Drums . . . 
and bigger brake facings. This makes 



them not only smoother-acting and safer 
than ever, but also much more econom- 
ical in upkeep. Plymouth's all-steel body 
also contributes to economy as well as to 
safety ... it lengthens car-life . . . cuts 
down repairs. 

Corn-ct ilistributiiin of weight in this 



Only Plymouth gives 
you All Four: 

1. GENUINE HYDRAULIC BRAKES 

2. SAFETY- STEEL BODY 

3. WEIGHT RE-DISTRIBUTION 

4. 12% TO 20% LESS GAS & OIL 



Right: THK NBW 

permits maximum 
spark utl«ani-e for 
utmi^Kl Fuel eciin- 
amy HitJiuur ai^c^-l- 
eratii>ii **pijig", 

new Plymouth is based on more than a 
hundred million miles of road e.vperience 
with the Sensational "Airflow" cars. En- 
gine and seats are moved forward . . . 
giving more room and comfort . . , and 
a better-balanced, longer-lasting car. 

Salesmen say that the new "Floating 
Ride" mulcts Pl^'inouth t!ie most com- 
fortable and least tiring car they ever 
drove, Al.w, the cross steering is shock- 
less. Gear-bhifcing is easy and quiet in 
nil speeds. 

These are tl)e highlights only. Get the 
full story on the new Plymouth from any 
Dodge. De Soto or Chry.sler dealer. 



PLYMOUTH S '510 



AND UP F.O.B, FACTORY OETROtT 
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Cuts Order Writing Cost 25% — Eliminates Errors, Reduces Delays 

By E. hi. Barnum, Director of Produclion, The IngersoU-Walerhitry ('umpany. Walerbury, Connnlicul 



01 R orders nime entirely fiorn jobbers who 
buy from 100 U) 10,000 of a single iu-ni at a 
time. While the number of orders each day is not 
liirj;r% accuiat-y and servire are of primary impor- 
liinci^ in filling Ihi-tn — Thai's Jtliy tve iiixlaUrd Dillo, 

"Before Ditto came on the job we used the 
l urboii melhod for making nine copies of each order. 
I f <^xlra cojiies wore requirrd forcustomer.s'invoieesor 
fur our own office we had to retype them, causing 
errors and delays. Our back order problem, too, 
caused much confusion, especially in the rush season. 

"\Vil}i I>Illi), back orders arc no longer a prob- 



Ifin. We make as matiy cttpies of ibe order as we 
iKH'd from one writing — extra copies are made 
ea.sily and quickly — errors and delays have been 
eliminated. Ditto saves us twenty-five per cent, over 
the cariHiii inetliuil, in>uri'.s prunipl shipments and 
lu-lps ininieasurably in building customer goixl will. 



lliirnirttl.1 of biisini'M rorireriis. Uilh lariji' tinrlsma!!. iise the 
Ihiiti Orif Wnttriij Onirr Mil/ani to s[Mrd hitlitiij and 
shippimj. liilUi's n marknljle Jlrjtbilily adapts ilsrif best to 
Ifuae syslrms on vltiih ullu r inelhods are shut and riifnbcr- 
foine. Find out u tiitf a liillo order sy-tlem can do fur ytmr 
orgiuiizalum. Thrri's no euxt w olJojutian 
atid tlie safimjs may tie a receUilion to ywi. 



DITTO, INC()UPOR.\TKD, 22i;l W. lIiirriKon St., CliUiigo, 111. N. B.^-3r. 

ficnlU'nicn: Please give me full farts nlnjut Dilto . . . liow il cuts cttsU in BilUiiK luiil Sliippinj; . . . olso i 
many olhtT u-^i-s. No oLligalion, of cl)ur^4L■. 



.Tiiie. 



Naiitt 

Concern Address 

City 



DITTO INCORPORATED • HARRISON AT OAKLEY BLVD. • CHICAGO, ILLINOIS 
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The National Situation is such that, if business 

and [>olilics do not coopt'rate, a national cataslrophf 
is inevitable. 
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covering tliat America lias not been guaranteed eternal 
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jy^ASHINGTON'S Ch*;rry Blossoms, 
^KjJ/ and railroads, were unknown in die 
days of George Washington. Yut, his vision 
and planning founded the beginnings of 
Chesapeake and Ohio Lines . . . George 
Washington's Railroad George Washing- 
tun's fundamental idea is the inspiration of 
today's operation of the gre.it transpurtatiun 



system which follows the route he chose to 
"smooth the road" and "make easy the way" 
between East and West. (SS The Charm of 
Cherry Blossom time prevails all year 'round 
on the genuinely air-conditioned trains of 
Chesapeake and Ohio Lines. When you go 
to Washington to see the Cherry Blossoms, 
travt-l on one of these famous trains .... 



HIE GEORGE WASHINGTON • THE SI'OHTSMAN • THE F. F. V. 
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The BUSY MAN 



Looks at Steel 



When We Were Young 

AS BOYS, in the days before th« auto- 
mobile hail filled the land with (gasoline 
fumes and klaxon notes, most of us be- 
stowed a brilliant halo on evpryone and 
everything connected with a railroad. 
We had pet names for every train, 
down to the meanest "ateonimodution," 
and the train crews were men set apart. 

In our town, when the "Flyer" tore 
through at dusk, shriekintj like a ban- 
shee at the crossing, boyhoixl contrived 
any excuse to stand by the tracks, in a 
mixed ecstasy of delight and fear at 
the rush and roar of its passagfe. The 
nvrt generation, however, preferred to 
watch for out-of-state licenses on the 
main street; and the present young 
hopefuls go out to the airport, or down 
'to the transcontinental bus depot. 

Tomorrow on the Rails 

DEPENDING, of course, on where you 
sit, it's a deplorable state of affairs; 
for, as youthful enthusiasm waned, so 
also did that of the general public. But 
the rails are hard to down; within the 
past year we have seen the probable 
future of railroading exemplified in 
the light-weight, high-speed, Diesel- 
motored, stainless steel articulated 
trains pioneered by the Edward G. 
Budd Manufacturing Company, Phila- 
delphia. 

The latest of these silvery speedsters 
is the Boston and Maine's Flyiuff Yan- 
kee, blood-brother of the Burlington 
fleet headed by the famous Zephyr, and 
the first to be built for an eastern road. 
From streamlined stem to rounded 
stern, the Flying Yankee is fabricated 
to a large extent from Allegheny Metal; 
and its flashing beauty, its qualities of 
low operating, maintenance and depre- 
ciation costs, are derived directly from 
the enduring lustre, the tremendous 
strength and corrosion-resistance of 
this time-tested stainless ateel. 



ALLEGHENY METAI^the time-test- 
ed stainless steel of universal applica- 
tion—is a product of ALLEGHENY 
STEEL COMPANY, Brackenridge, 
Pa.; who also manufacture electrical 
sheet.<5, auto body sheets, metal furni- 
ture sheets, black sheets, castings, pipe, 
and boiler tubes; whose products are 
carried in stock by all Jos. T. Ryerson 
and Sons, Inc. Warehouses, and by Union 
Hardware & Metal Co., Los Angeles. 

AUeohentj Metal ta Jicemted uddtr Cfiei'ifcal 
Foundation puUitta l.iM^n and l^SSJiS. 
ADyERTlSF.MnMT 




Through 



the Editor's Specs 



Business, politics and 
recovery 

Detroit has pointed the way to 
the cooperation of business and poli- 
tics. 

For years, committees of business 
men of the Detroit Board of Com- 
merce called attention to wastes and 
extravagances in municipal govern- 
ment. But their voice was a whisper. 

Two years ago, Detroit discovered 
its back to the wall financially. In- 
terest on bonds could not be paid. 
City employees found out what was 
meant by pay less paydays. Scrip was 
on the streets. It faced a hundred 
million dollar budget. 

Then it was that the previous sug- 
gestions of the taxpayer committees 
were dug up. With a genuine spirit of 
cooperation they were adopted. A re- 
funding agreement was made. A 
"Pay Your Tax" crusade caused de- 
linquent taxes to pour into the City 
Hall. Confidence, inspired by a 25 
per cent cut in city expenses, and the 
spectacle of sincere cooperation did 
the trick. 

Detroit thus made a great finan- 
cial come-back, which was impossi- 
ble until disaster was laced — and co- 
operation practiced in spirit as well 
as in form. 

Detroit's examplr could be fol- 
lowed not only by other cities but 
also by the nation. It is especially 
welcome at a time when the whole 
world is confused and uneasy. Our 
own country is bewildered and in its 
perplexity is turning to many false 
prophets who have no demonstrated 
qualifications to prescribe for either 
political or business statesmanship. 

The most hackneyed phrase in 
Washington today is "a billion dol- 
lars." Dr. Townsend last month 
raised the ante — he spoke of tril- 
lions. Amos and Andy have come in- 
to their own. It is not uncommon for 
a Congressman to propose spending 
an amount greater than the entire 
wealth of the state from which he 
comes. 

The national situation is such that 
if business and politics do not co- 



operate, do not make whole-hearted 
effort toward a mutual understand- 
ing, a national catastrophe is inevi- 
table. 

As A STARTING POINT lo this Coopera- 
tion, it should be recognized that 
polities cannot do the job of busi- 
ness, nor can business do the job of 
politics. One cannot be substituted 
for the other. The business man 
makes a poor statesman; the politi- 
cian a poor business man. The few 
exceptions prove the rule. The suc- 
cessful business man is impatient of 
the I'eslraints necessary in dealing 
with conflicting mass opinion; the 
politician, because of the limitations 
imposed upon him by politics, makes 
a mess of a business operation, where 
double entry is the rule and the ter- 
ror of red ink is always present. 

The business man is primarily an 
individualist. He must make quick 
decisions if he is to stay in business. 
He cannot temporize, nor palliate, nor 
resort to expediency or compromise. 
He cannot wait for a poll of 125,- 
000,000 stockholders. His own inter- 
est is, of necessity, supreme. No 
monuments are built to a bankrupt 
business man. 

On THE OTHER HAND, the man en- 
trusted with political responsibility 
must liave foremost in his mind the 
reconciliation of the conflicting 
forces represented in society. This 
means always compromise; it means 
expediency of the moment ; it means 
constant negotiations, with a "give" 
and "take." Herein lies the definition 
of the statesman: the public official 
who reconciles conflicting elements 
in society to the general welfare. No 
monument is built to a public servant 
repudiated by his people. 

This points the way of cooperation 
by the business man. He should un- 
derstand that a public official can- 
not operate as he must operate. It 
is a different technique. Unless he 
is in the environment of a Mussolini, 
his technique would bring wide- 
spread resistance and possible revo- 
lution. So, when the business man 
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'Velvet touch' 

ease 6:^a^a/i • si^/ice • ^m/ 



• When first you rull your hainJj over 
ihe keyboard of uric of the>e new Velvet 
Touch Monroe ntachines, yuu get an im- 
tneJiate scnsjiioti of effortless operation. 
There i» iio pounding, Miiiply the gent- 
lest touch. As you go on ojieraiing, y<iu 
find (hat ease and speed and silence are all 
contribuiing to the turning out of a greater 
volume of business figures at a lower cost. 

Ease of action bn't the only revolu- 
tionary feature. Here are bookl,cepuig and 
posting machines stnal! enough to oper- 
ate right on llie dcik, and lii'hi i-n<>i:i'h 
lo carry from desk to desk. 

Monrocaccotnplishcd thia v a^k unj>i<-'Vc- 



meni in all business figuring equipment 
by applying to bookkeeping, listing, and 
posting niachines the basic principles that 
made the Monroe the standard AdJing- 
C'alculator the world over. 

In the expanded Monroe line arc 
over a hundred different models, one for 
every kind of figure work. A phone call 
lo the nearest Monroe branch will put 
one to Work on your own 
figures. Or write 

Monroe Calculat- 

M MONROE'S 
mgMachu.cCo.. NATIONWIDE 

Inc.. Orange, FIGURE SERVICi 

-New Ii-rscy, OPERATES THROUGH 

_ . ISO FACTORY- 

MONR OE °.rc-ls° 




coti(]emns all polilics as corrupt and 

all politicians as charlatans, he 13 not 
yot ready for LoojwnUion. When he 
de.scribes Ihuse in public office as 
viewers-with-alarm, pointera-with- 
pride, tub-llmmiwrs and pouter 
pigeons and tax-ot'tera, he shows a 
liiuk of the larger understanding 
ni'ces.sary to cooptTation. Rather, he 
should, with patience and perception, 
give intelligent support to those 
elected or appointed, as he would 
support those whom he had ap|M)int- 
ed to cany out a part of his particu- 
lar business operation. After all, de- 
spite the whimsical columnists, they 
are his servants. It is lo be noted that 
one gets more out of servants by 
sympathetic direction and exhorta- 
tion than by public ridicule and 
abuse. 



Os THE OTHKR HAN'i), the politician 
should cooperate in his field by an 
honest attempt to understand the 
complexities and intricacies of busi- 
noBS. its policies and practices. Poli- 
lics is too prone to condemn business 
and business men per nr., to exagger- 
ate unmoral and unethical practices. 
I distinguish these from illegal prac- 
tices because, by the very term, there 
is redress for such practices in the 
courts, rather than on the stump. 
Exaggeration conies from an excess 
of zeal. Reformers become so ob- 
sessed with the righteousness of 
their cause that their statements be- 
come wilder and more extravagant 
as the campaign proceeds. My obser- 
vation over a long period, from an 
excellent vantage point, is that there 
are no more shysters in the bu3ines.s 
field than in the law; there are no 
more quacks in the busine.is field 
than in medicine; there are no mum 
crooks in the business field than in 
politics. 

It is not only unfair to the busi- 
ness community for the politician, by 
exaggeration, to invite the belief that 
all business is crooked, non-social 
and selfish, but it is also detrimental 
to the public welfare thus to destroy 
confidence in the very machinery up- 
on which we must depend for busi- 
ness recovery. 

It has blen said by everyone, in- 
cluding the President of the United 
States, that the chief factor in our 
continuing depression is the lack of 
confidence. The phrase has become 
so trite that one hesitates to use it. 
Yet the deficiency is self-evident. 

The nation h;i3 never before wit- 
nessed such a general and continuous 
muck-raking of our business life. 
Passions are aroused, indignation 
even anger — brought into play. Thus 
unwittingly we have weakened the 
faith and confidence of the iieople in 
the very institutions and processes 
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they must use to bring back pros- 
perous times. 

In condemning business evila. we 
have condemned business as evil. We 
began with the banks. They were 
non-social money-changers. Our in- 
vestment bantceni, without consci- 
ence, appropriated the mile of the 
widow and bought Peruvian bond.s. 
Citizens who lent their savings and 
took mortgages as security were 
skinflints without benefit of clergy. 
A few cases of dereliction, where bad 
judgment was mixed with chicanery, 
were used to indict a great group. 

That section of business activity 
which produces and distributes elec- 
trical energy was labeled "power 
trust," bleeding the people white. 
Commercial aviation was without 
morals or conscience. Manufacturers 
were chiselers, rebaters, exploiters of 
child labor, o|jeralors of sweat shops. 
Lumber, oil, and coal men were 
"barons." Exchanges were gambling 
houses. Retailers were gougers and 
uppre.s.sors of the consumer; mail or- 
der houses and chain stores worse. 
Advertising and selling were waste 
and direct charges upon consump- 
tion. Steel and chemical companies 
making munitions, holding cumpa- 
nies and communication companies 
were the la.sl. comijleting the cycle to 
come under the rake of the muck 
merchant. 

This amounts to an indictment of 
a whole people, charging them with 
immorality, bad ethics, non-social 
instincts, common dishonesty. It 
even indicts the lifelong wuik of our 
churches and scliouls, institutions 
where unbcjunded energy, self-siic- 
rifice and money have been devoted 
to character building. 

The BUStN'f:.ss man should help, 
sympathetically and patiently, to 
remedy the defecls in our political 
structure. He should not assume the 
role of the iconoclast. 

The public official should seek, 
sympathetically and patiently, to 
remedy the defects in our economic 
system, without assuming the role 
of the iconiicla.st. 

Home ties thicker than 
distance 

PHILADELPHIAS fnme a.s n ci(v 

of homes is daily a 

regular dcpartings a 

itB m«'nibeni of the Seven I) KU>ck- 

era' Club." Its members incluil- 

than B hundred brokers, 

men, engineers, and journall.H;... .M i. 

buslnes.* in New York who prefer 

to '1* 

in^ , . Ill 
Ph. I. Club aftuirs are di- 
rect, i a president, a vlc*- 
pmldent, and a secretary, res pec- 




AS WELL AS STOCKROOMS 

CAN BE PLANNED TO DISCOURAGE WASTE 



A P. W. Onliwon Toilet Tissue 
• is in use in some fifty thou- 
sand offices, factories, hospitals, and 
other institutions. Every one of 
them is benefiting from a method of 
dispensing tissue that hasn't been 
bettered in thirty years as far as 
economy and convenience are con- 
cerned. They arc all sharing the 
advantages of a tissue made spccifi 
cally as a safeguard to health. 
Onliwon Tissue is soft, properly ab- 
sorbent, and has the necessary 
strength for safety. Onliwon cabi- 
nets keep it hygicnically clean and 
pure up to the moment of use. 

To the satisfaction of everyone 
concerned with overhead, these 
' ' 'n installations arc dcmon- 
114 worth while economy in 
actual use. Because they discourage 
waste in ao nuny ways. Two full-ttxe 



sheets of intcr-fo\dcd tissue are 
always presented ready for use, «nth- 
out the wasteful, unsightly scatter- 
ing so common with roll tissue. 
Porters waste less time "policing" 
washrooms — have more for other 
duties. A frequent source of substan 
ttal loss is eliminated when Onliwon 
replaces other types of tissue. For 
Onliwon cabinets can be refilled 
when partially empty, ending the 
practice of leaving rolls or packages 
outside fixtures in case of shortage 
before the attendant's next round. 

If your washrooms are not already 
Onliwon equipped, it will pay you to 
find out more about this economical 
tissue. An A.P.W. represenUtive will 
gladly call upon you. If he is not 
listed in your phone book write for 
samples to: A.P.W. Paper Co., 
Albany. N. Y. 



THERE'S REAL SAVING IN ONLIWON TISSUE AND TOWELS 



BUSINESS lot 




'flfflr At first glauce two jicas may seem enoiiftli 
alike to justify tlic provcrbia] expression — as 
like as two peas — but closer examinatioa will al- 
ways sbow how really different they are. So, in a 
general way all air conditioning problems arc 
similar, thougli no two are (jver identical. 

Tliere is a grave likelihood, since tlie air condition* 
ing business is comparatively new, that nierc resern- 
blances will be mistaken for something deeper, and 
cosily errtirs made. It is for this reason that Kelvin- 
ator, in aj>proaehing air <'omliliumng, began with 
the developnieul of au engineering staff skilled in 
constructiou, iii beating and ventilation, in air fUtra* 
tration and in refrigeration, With such a staff, 
trained to recognize ami consider all of the factors, 
Kelvinator is preparetl to survey your premises? 
and make an air conditioning reeommendation 
which will be intelligent and praeli4:al. 



KELVINATOR 



Furthermore, in its more than 20 years' experience 
in the controlhng of temperatures, Kelvinator has 
developed a lineof etjuipmentso extensive that even 
the many new problems of air conditioning can be 
met on Kelvinator's time-proved basis of EXACT 
Selection of equipment to met't tlie particular need. 
Kelvinator operates on tliis principle to protect 
the buyer from the purchase o£ more capacity 
than he requires and from the error of purchasing 
less than be requires. Kelvinator >v'ill be glad ti) 
work with you toward a satis- 
factory s<jlution of your air 
conditioning problem, . . . 
KELVI.NATOR CORPORA- 
TIO^, 14250 Plymoulh Rd., 
Detroit, Michigan, Fattories 
alsa in London, Ontario, 
and London, England. 

Jitio 
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lively designated as "7," "07," and 
"Tick Tock." Never has the budget 
been in Ihe red. It provides for 
Christmas gifts to the train crews, 
and lor flowers for deceased and ill 
club members. 

To be a member in good standing, 
a business man living along the route 
must make at least three round trips 
lo New Yoi-k each week. Immediate 
expulsion is the penalty of failure. 
Members of the club catch their train 
at seven o'clock. Breakfast is served 
in two club cai-s. Arriving at the 
Jersey City Terminal at nine, they 
take the Liberty Street ferry to New 
York. The return trip begins at five, 
with arrival in Philadelphia at seven. 
Bridge is a regular pastime. Here is 
tlie club's rallying call: 

Rickety, Rickety, Rickety, rock: 
We teave PhiUy at seven o'clock, 

Leai'c New York snutck at five: 
Ride the Reattiitt/, be alive — 

R(tlti rah, ruh. 

Seven O'Klockers, ruh! rah.' 

Some day, the Seven O'Klockers 
believe, the trip wilt be cut to one 
hour. Streamlining is expected to 
help. But whatever the running time, 
they are determined to live in Phil- 
adelphia. It's a pleasure. 

Evolution of the store 

A STORE, by Webster's definition, is 
any place where goods ar'e kept for 
sale, or it may be a place where goods 
are deposited, depot, as the French 
have it. How that meaning has been 
elaborated by one of the great retail 
establishments of our times is re- 
vealed in a Macy advertisement. Says 
the text, 

. . , next time you're up In the Empire 
State or Pennsylvania Hotel, take a look 
at the large metal loweis on our roof. 
They save us 7,000,000 cubic feet of water 
per year. Our Kleam heating and air cool- 
ing are done with a by-protluct (exhaust 
steam) of our electric generating plant ; 
while the machines in our testing labora- 
tories keep standards high and com- 
plaints correspondingly low . . . we gen- 
erate our own electricity, do our own 
washing, and make thousands of g^ood 
things from almond lotion to mat- 
tresses. . . . 

How far pioneer ideas of merchan- 
dising have traveled in the United 
States could be suggestively mea- 
sured by looking into the back-stage 
mechanics of one of the country's 
focal points of distribution. Keeping 
store, 1935 style, is a competitive 
compound of arts and sciences. Man- 
agement today is as much concerned 
with technology as with trade. 

A two-headed evil 

TO VIEW the $4,880,000,000 work 
relief measure as an expedient refine- 
ment of the pork barrel may be as 



partisan aa it is premature. Whether 
ihe blank check is to supersede the 
traditional log-rolling in the strategy 
of political administrations is not yet 
clear. 

Debate on Ihe issue of "prevailing 
wages" defined problems big enough 
to focus national attention in their 
own right. 

If it be agreed that the bill is to 
provide stop-gap jobs in lieu of a 
dole for the unemployed, it would 
seem completely illogical to argue 
that government benefits should be 
equal to the going rates of pay earned 
in private employment. 

Unreasonable as that position 
would declare itself, it is in effect de- 
fended by advocates of "prevailing 
wages" on all projects financed by 
the proposed fund. 

Whether the Government were 
committed to benefits or to so-called 
standard wages on a level of earned 
income received from private em- 
ployers, mischief would be done in 
either case. 

The danger of creating a perma- 
nent class of self-satisfied beneficia- 
ries, wilting to live on public bounty, 
is as real as the danger of creating 
a long-standing competitive condi- 
tion of "emergency" employment un- 
der which millions of citizens would 
cling tenaciously to relief jobs against 
new opportunities offered by trade 
and industry. 

Need for a gyroscope 

WHEN the President signed the defi- 
ciency bill restoring full pay to gov- 
ernment workers on April 1 instead 
of July 1, the item was characterized 
as "a decision of Congress." Of the 
situation created by the additional 
cost of $16,000,000, the Congress 
was admonished that consideration 
should be given to increasing the 
Government's income to take care of 
"this and any other new appropria- 
tions which tend to throw the regu- 
lar budget out of balance." 

IL is possible, of course, to read 
into the text a warning to bonus ad- 
vocates and pension planners. More 
realistic is the state of the budget, 
already unbalanced for the next 
fiscal year, to the extent of $3,892,- 
000,000, exclusive of public debt re- 
tirement. 

A Representative has suggested to 
the Administration that if it will pro- 
vide the $4,880,000,000 proposed for 
works relief, the Congress would find 
the $16,000,000 needed to restore 
Government salaries "a fair ex- 
change," he thought. 

No novelty is the spectacle of a 
budget on a tight rope. To the man 
in the street the only wonder is how 
a creature so unstable continues to 
defy gravitation. 




JFlilllMlESS 

To Itio ill thirteen days, by Funiesis 
l*riiic(.<! Tilt' fiislesl sea-linie . . . 
yv\ it's a long vuyugt.- just the lianie. 
Ami ihal'n where Furneio lrii<liliunN 
i-uunl mosi \ 

(!ht>fs H'hu k(.-t'p the nientist variet) 
iinil fresh every day of ihe lhirU?on 
. . . deftt loiig-lraincd stewards iivho 
urf an cuurifuu!, uhen you lanti as 
when you enitiarkrd. It lakes such 
11 voyage l» make yuu keenly aware 
of ihe pleuiiure uf Iruveling "Fur- 
iies-". 

The four "I'rinres", brilliiinl 
tuoturshipsi built within llie last few 
> fill's, iilTer llie eilirsi seheilule 
lu llie inottern world of the East 
Coast, willi sparkling eapitab — 
Itio de Janeiro, Saiitus^, Monlevideo 
and Bui-no^ Aires. They provide 
nulliiiig hut First Class accomniuda- 
lion», with Fiirni"". ruinine, service 
iiiid •.•'umuii^hip. 
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IT IS a tempting but fallacious doctrine that 
the business of America can look to some 
force outside itself to bring recovery. 

Let us instead all turn our eyes once more to the 
wholesome doctrine of reality: 

BustHesi nimt draw retieu'ed 
strength today from the same 
sturdy roots which first nurtured 
its growth — the roots of courage, 
initiative, self-reliance, and stead- 
fast determination to deserve 
success. 

The state of business as a whole 
can only be as good as each 
business individually helps to 
make it, by finding out what 
people want — and by serving 
those wants with values so desir- 
able that customers will welcome and buy them. 

• • * 

To see how surely these principles work, let 



us examine Goodyear's own experience. 

This company set in motion, in the first years 
of tagging business, a program of product 
development and betterment larger than it had 
ever undertaken before. 




TUB COODVEAR 
"G-J" ALL-WEATHER 



Many results of that effort might 
be enumerated. But at the top of 
the list you will find the "G-3" 
All- Weather, now leading every 
other tire in the world in sales, 
and its companion-success, the 
Airwheel* of which Goodyear's 
production is greater than that 
of all other makers of super-soft 
tires combined. 



^"^^ f presidentT^ 
THE GOODYEAR TIRE & RUBBliR COMPANY. INC 



* AIRV^'HEEL ii Geodytitr'i Iradt-mark, rtgislereti in tht I '. S. A. ami throughout the 
timrld, and h uud lo deitol* thai Goedytar is the txcluiivt maitr of AIRWHEEL Tirts 
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Look for the Price Tag 



A (iREAT world movcnitnit is iiiult'i- way. 
Dictators, of oiu' kitul or another, are the vogue. 
It is well to reineuilier that there h no benevo- 
lent (h"elatiun, A ihetator exists only by the use 
of fttree. Sueli force ijeiiies tlie riji;hl of the iii- 
»Ji\'iiJual to live his own life, the right of free- 
<loin of ex]iression, freedotn to (Hs.sent. 

Ten European countries, with a population 
of ;J87 miUiotis, dictate ahsolutcly what their 
people shall read and say. Six other European 
countries, with a population of 60 millions, 
have active censorships which are only less 
rigorous in degree. In otdy 11 countries, with a 
population of l;U> Hiillions, do citizens, as Dr. 
i). \V. Kiegel puts it, "elitig precariously" t<» 
freedom of expression. 

Only a blind patriotism can believe that the 
United States is imnmne to the bluiidishnients 
of new styles in government and business. 
Opinions openly masquerade as facts. Good cit- 
izens should insist upon open minds, upon an 
impartial search for facts, upon public dis- 
cussion of all issues without fear of reprisal, 
direct or indirect, by any authority. In this 
way can a free society best be served — and pre- 
served. Freedom, in this view, is not only a 
satisfaction to the individual; the very advance 
of civilization is eonilitioned upon it. 

The choice we arc put to is not that of follow- 
ing the philosophy of Adam Smith in economics, 
or of Jefferson in jjolitieal theory. Rather, we 
must decide whether we shall .set out arbitrarily 
to create a social order and tlien mold the in- 
dividuals into subtjrdination to it, or whetlier 
we shall center our efl'orts on the making of 
men and women who are themselves competent 
and are tli,sposed to do what should be done. 

It is disheartening to see ourselves today as 
citizens of a world in which this independence in 
thought and action has been banished from the 
public policy of nation after nation. The move- 
ment toward democracy and toward human 
freedom, towani that sense of the digm'ty and 
worth of the individual, tt> which the historian 



Morley referred, has not only been definitely 
checked, some observers feel, but has suffered 
ca t ti s t ro [ 1 h ie re ver ses . 

Nation after nation has decided to seek 
eflicieiicy and security through subordination 
and regimentation of the individual to central- 
ized and des[)tjtic authority. Education, it is 
clear, in such I'ounfries has becoine frankly a 
means of indoctrination and projiaganda. It 
takes no |)artisan of individualism to di.scover 
that the intlividual under an arbitrarily created 
social order nnist pay a price for all efTorts 
directeil toward his security and efficiency, no 
matter whether they turn out to be wise or 
misguided. There is a qnixl for every (juu. He 
must pay through a rigorous and continuous 
external discipline, 

.Such is the world .scene today. The right.s of 
minorities are suppressed. Freedom of dis- 
cussion, the right to differ, the right to Uve 
one's own life— these are denied to millions 
upon millions of the earth's population. 

Everywhere freedom of thought and action 
is now on the defensive. Wliut is liaj)pening in 
tlurope is no local affair. Painfully we are tlis- 
covering that America has not been guaranteed 
eternal democracy by a divine decree. There 
are no international barriers or immigration 
walls against the contagion of sophistry and 
specious logic, against the acceptance of opinion 
for fact, against the adojttion of Utopian 
schemes, which, because they are of foreign 
origin, or dressed up in seductive phrase, exact 
emotion at the price of reason. 

But. in the prescriptions, it will be noted, 
little is said of the price that must be paid. 
Calvin Coolidge clearly read the tag on new 
styles of government and l>usiness: Wlien the 
individuiil loses his economic freedom, there 
will go with it his political freedom. 
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THIS ANCHOR DIDN'T H(»LD 
In a stdrni it was usfli-ss, iK-caiisc it wasn't ina<le 
riglit — and the ship nearly fountlerefl. » » » To make 
things right, to Iniilil stout integrity not oiilv into onr 
[irodiiets, hut into all our relationslii jis and services, lias 
been the high aim, tlie fixed jturpose of this organization 
for lifty years. "Yon don't say half enough ahout the 
fjitality of your nierehandise," says a eritie of our a(lv<'r- 
tising. But llie answer lies in the products themselves. 
They are made to round-out and complete the jierfected 
Mimeograph Process — and there are no snhstitutes for them. 
\\ e know that to lessen their qnality would reduce their useful- 
ness. They must he always fit and dej>endahle. We know — he- 
cause we invented the Mimeograph Process, and have sponsored 
every improvement made therein. A. 11. Dick Companv, Cliicago. 



MIMEOGRAPH 




n-n: 



NATION'S BUSINE 

April • 1935 
★ 



SS 



Men Are Still on the Firing Line 

By PAUL H. HAYWARD 
Of the Stafi of Nation's Business 




HEN opportunity offers 
I like to spend a few hours 
in Indianapolis. Booth Tark- 
ington's "Middletown" is a 
typical American city, peo- 
pled and built by typical 
Americans. It's a good spot 
in which to feel the national 
pulse, to sense the feelings, 
fears and aspirations of 
those who make up the real 
America. 

On my last visit I called 
on a banker friend. The 
course of conversation turn- 
ed to the state of business 
and the state of the republic. 
Huge corporations- — so-call- 
ed "big business" — - are rela- 
tively few in Indianapolis, 
My questions were about 
businesses with a few dozen 
to a hundred or so employees, 
businesses such as comprise 
the real substance of that 
city, state and, indeed, the 
nation. 

How were such businesses 
faring? What were such 
business men doing? What 
were they thinking? 

"Potent questions," ob- 
served my host, "Got an 
hour or two to spare? Then I'm going 
to show you some of the things that 
are going on out here. They may an- 
swer your questions better than I can. 
Maybe they'll give you a story." 

He reached for his overcoat and 
motioned toward mine. 

OUR cab dropped us in front of a 
loft building out on North Capitol 
Avenue. Pale gilt letters told those 
who cared to look closely that this 
was the Rytex Company. 

"I want you to meet a friend of 
mine here," my guide tossed over a 
shoulder as we climbed a stairway. 




Salesman Fischer's on a world trip now, 
in the interests of Bob Bowes' products 



"His name is Mervin J. Hammel. He's 
done — and is doing — some things 
with fine writing paper." 

Four or five girls looked up as we 
entered a plain front office. 

"Good afternoon," smiled one to 
my guide, then turned to a telephone. 
"Mr. McWhirter to see you, Mr. 
Hammel." 

A door popped open across the 
room. A slim, dark chap in shirt 
sleeves beckoned. 

"Hello, Felix. Come in," 

The boss' office was as unpreten- 
tious as the outer room. Bare walls, 
bare Soors, a desk and a table. 



But on the table lay a 
beautifully embossed sample 
book, heavy with sheet after 
sheet of fine writing paper. 
White paper, paper in warm, 
delicate tints, each sheet im- 
printed at the top with a 
user's name and address, in 
a thousand tasteful styles. 

"I want you to tell this 
man something about this 
business of yours, Mervin," 
Mr. McWhirter explained. 

Mervin Hammel was dep- 
recatory, 

"Why, there's not much to 
it, Felix. I'll be glad to tell 
what I can though. . . ." 

Quality stationery 

MERVIN HAMMEL began 
in advertising — advertising 
manager of a department 
store, advertising agency 
work, direct mail advertis- 
ing. But he wanted to get in 
business for himself. He 
wanted to manufacture a 
consumable product — a prod- 
uct for which there would 
be repeat orders. 

In 1920— note the date- 
he found a partner and they started 
turning out writing paper in a tiny 
plant, with one or two employees to 
help them. But it was not just writing 
paper. It was a quality writing paper, 
made of their own specifications, a 
paper that the heaviest pens, the 
heaviest ink wouldn't blot. A paper 
that had their own watermark in it, 
so the user would know it for theirs. 

More than that, it was printed 
with the user's name and address, to 
the user's order — an individualized 
product of high quality for which 
there would be repeat orders, And, 
finally, a product at an attractive 
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price. Fifty {>nntea"8nieet8 and 

vc'lopcB for a dollar no more, no 
less. 

A quality product needs quality 
outlets, Thi'j' found them in quality 
department stores, quality stalionerj' 
stores, jewelry and gift shups. 

Their ideas proved good. The busi- 
ness prew. Tht-y added new lines - 
< : rds, annuufict-nients, Christ- 

ie . is. They outgrew their origi- 
nal space. Some years ago the partner 
withdrew from active participation. 
In 192!> the business was incorporat- 
Today it occujiies three spacious 
loors of the loft building. 

In 1920 it gave employment lo one 
or two. Today it employs 125 men 
and women. In 1920 only the printing 
was done at the plant. Today prac- 
tically everything except actually 
making the jjapci- is done on these 
three floors. Mi'rvin Hammel makes 
his own boxes, his own envelopes, the 
gum that goes on the flaps, his own 
ink. He has his own laboratory and 
chemist to test the ink and the gum, 
the weight and the writing surface 
of the paper, lo evolve new colors 
and tints. He takes no chances with 
the quality of his product. 

He has guarded the quality of his 
outlets no less. His sample books lie 
on the stationery counters of John 
VVanamaker's. Marshall Field's, and 
other great stores the 

country over. His presses 

impartially print the " 
names of the 400 along 
with those of the four mil- 
lion. Junior Leaguers and 
Mrs. Wiggs pay their dol- 
lars and take their choice. 

Their orders all come 
through retail dealers who 
must pass the inspection 
of Mcrvin Hammel's rep- 
resentatives before he al- 
lows them to carry his 
line. 

And he shoots square 
with those dealers. The 
box which carries the im- 
])rinted stationery back lo 
the dealer within 72 hours 
after an order is received 
bears only the name of the 
company. No address. Re- 
orders must come through 
the dealer. 

The result is such good 
will that dealers spend 
their own money to ad- 
vertise Mervin Hammel's 
stationery by its brand 
name. 

He showed me a letter 
from one of tho.se dealers, 
an exclusive eastern store. 

"You can get more for 
your paper," it said in 
substance. "Prices gener- 
ally are trending upward. 



niahy 6T tlie people who use 

it can easily afTi>rd and would be will- 
ing to pay more for it." 

If Mervin Hammel .sought reasons 
to raise prices he could have found 
them months ago. Paper prices 
soared. Other costs went up. He 
didn't rai.se his price then — nor lower 
his quality. He doesn't intend lo raise 
his price now. 

"If my price goes up my volume 
goes down. Less volume means le.ss 
work for my plant. Less work means 
laying off workers - new recruits for 
the relief rolls. Washington preach- 
ments on higher prioe.s and (he eco- 
nomics of scarcity leave me cold. Low 
prices, high volume and conaerjuently 
more work for my workers are what 
have kept this bu.siness growing," 



No 



worries over competition 



AND the business has kept growing 
straight through the depression. Vol- 
ume has increased from year to year 
since the business started, Mervin 
Hammel gets a big kick out of that. 
He's had a lot of fun building that 
business, 

"It's what I do right within these 
four walls that's going to make or 
break this business," Mervin Hammel 
told me, "Competition? I don't worry 
about it. I heard the other day that 



A "Plan" for RecoverY 

NOWHERE does th© pulse of American life 
beat more truly than in the Middle West, and 
none of its common weolths is more representa- 
tive than Indiana. Since 1890 the national center 
of population has been within her boundaries. 
The struggle with adversity lhat began with the 
capture of Vincennes has its counterpart today 
in the fight of her business men to overcome the 
forces of depression. Resourcefulness is an old 
Hoosier custom In the course of editorial iourney- 
inge a member of the staff of Nation's Business 
stopped in Indianapolis where he was given 
an opportunitY to talk with men who have made 
their businesses "bigger and better than ever " be- 
cause they never conceded they could be licked. 
The stories of the individuals here included are 
suggestive rather than comprehensive They have 
the underlying unity of courage Herein may be 
found a 'plan" which will bring recovery 



some of my designs were being 
copied. I don't care. I bring out an 
entirely new set of designs periodi- 
cally. By the time one set is copied 
I'll have a new set oul. It's new ideas 
lhat count. Come along, I'll show 
you," 

He tiKjk me back through his plant, 
past a long ri»vv of busy presses. Op- 
posite each press was a table, divid- 
ed down the middle. Kach division 
represented a state. Orders go first 
to the type-.setting machines, the 
type goes lo the press, the press 
prints the |)apcr, the paper goes to a 
table according to the stale from 
which I he order came. 

Thus orders are kept in order. At 
each table stood inspectors, all col- 
lege graduates. They inspect the 
printing, check spelling and punctua- 
tion. At the other end of the tables, 
the ho.xes are wrapped for mailing. 
Straight-line production, so far as 
possible. 

We went on through to his labora- 
tory, 

"Here's something we've been 
working on since November, 1933, 
and which we're just ready to intro- 
duce," He jiointed to a row of small, 
gracefully curving bottles filled with 
delicately colored liquids, 

"A new line of quality writing inks 
which will match exactly and I 
mean exactly — the indi- 
vidualized printing inks 
~~~~ we use in the letterheads. 

"We had Ihese bottles 
especially designed, Wu 
made them decorative, 
something our customers 
would be proud to have on 
their writing desks. That 
line's going to be a 'natur- 
al' as an adjunct to our 
line of writing paper. 

"No, competition does- 
n't worry me but other 
things do. They're outside 
my control. Fool ideas on 
economics being enacted 
into law. The growing 
burden of taxes. Both 
promise to increase my 
costs, maybe force me to 
raise my prices — I've al- 
ready had lo do close fig- 
uring to keep them down. 
And when prices go up 
volume goes down and 
with it liie number of peo- 
ple I can employ, 

"If they'll let me and 
other small business men 
like me run our own busi- 
nesses, we'll gel along and 
we'll give more work to 
more people. Keep tinker- 
ing with us and adding lo 
our burdens and they'll 
force up our costs and our 
(jrices, our volume will fall 



and we'll have to put people off the 
pay rolla. 

"It's funny our law-makers can't 
see that," 

OUTSIDE again. Our cab was carry- 
ing us out East Ohio Street. 

"I'm taking you out to see Bob 
Bowes," Felix McWhirter explained. 
"Bob started doing business with 
our bank when he started making 
tire patches back in 1918. So did Mer- 
vin Hammel. I've had a lot of pleasure 
out of watching them grow." 

A business that's expanding 

WE stopped before a two-story brick 
building on North Pine Street. Ham- 
mers pounded in another brick build- 
ing next door. 

"Bob's bought that building and 
is remodelling it. It will double his 
present floor space." 

We entered the home office of the 
Bowes "Seal-Fast" Corporation. 

"Well, hi there, Felix. You catch 
us in a mess — getting ready to do 
some moving — but come in." 

Bob — more properly, Robert M. — 
Bowes is a concentrated bundle of 
live wires, a squarish man with a 
Chaplinesque mustache who exudes 
fighting energy, enthusiasm and con- 
fidence. He's lived and breathed the 
manfacture and sale of tire patches, 
tire repair kits, auto-top 
dressing, friction tape and a 
dozen allied items for years. 
My host invited him to tell 
me something about the 
quirks of the automotive 
products business in general 
and his own in particular. 

"There's not much to 
tell," he began, "but . . ." 

Bob Bowes started out 
late in 1918 with $45 in his 
pocket, a bundle in his hand 
and some ideas in his head. 
The $45 needs no elabora- 
tion. The bundle is worthy 
of a few words. The ideas 
were important. Out of 
them had grown the con- 
tents of the bundle— tire 
tube patches which, pressed 
over a puncture after a 
cleaner-solvent had been 
applied, would cling tighter 
than a brother. 

Bob Bowes headed south from In- 
dianapolis. He was the sales depart- 
ment. Production wasn't much of a 
problem. His brother Charlie attend- 
ed to that of evenings, after putting 
in his day's work for the telephone 
company. Sales were the thing. Quick 
turnover. 

Bob Bowes took along a boy as a 
helper. They had to take in $90 a 
week to get by. The idea was to ap- 
proach an automotive supply dealer 





and get permission to demonstrate 
and sell their patches in the dealer's 
store for a day. Proposition: 

"I'll give you ten per cent on the 
sales 1 make. I'll sell to two out of 
five prospects. The other three repre- 
.sent future business. They'll buy 
from you after I've gone on. They're 
your meat for the regular dealer's 
discount." 

First, Bob Bowes had to sell the 
dealer on the tire patch and on his 



Sliafer's the lean one — he handles the 
books and figures. He figures close. Den- 
ny's the chunky one — he handles produc- 
tion and purchasing. He figures close, too 



proposition. Then lie had to sell a 
sizable number of patches for the 
dealer— and for himself. He had to 
keep the contents of that bundle 
turning and turning fast. Sell and 
collect. Rush the money home to 
Charlie so Charlie could make and 
ship him more patches, 

"But we did it," Bob Bowes 
grinned. "And what fun we had. Not 
that there weren't complications. The 
kid I had with me got married, the 
monkey. But he stuck in spite of 
that. 

"Then at Nashville somebody stole 
the proceeds of our demonstrations 
there. Luckily I'd given the kid $25 
earlier in the day. "That and a supply 
of patches was all that stood between 
us and ruin. No use turning back. We 
went on to the next town which was 
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Atlanta. When we got there we had 
exactly $1.35. 

"We went over to the Piedmont 
Hotel. 

" 'Kid, you go in the lobby here, 
sit down and stay there. I've got time 
to see just one dealer this afternoon 
and he's got to be the sale.' 

"Over the way I saw a sign — 'Auto- 
motive Supplies,' 

" 'Kid, there he is. right across the 
street,' 

He had to make the sale 



"THAT afternoon I found out that 
you can sell almost anybody any- 
thing if you want to bad enough. I 
foUowed that dealer up and down the 
aisles of his store until he finally 
threw up his hands and consented to 
my putting on my act in his window 
next day. Then I went back to the 
hotel. 

" 'Okay, kid. Let's register — and 
eat.' " 

This helps to show why Bob 
Bowes' sales force listens when the 
boss starts telling them how to sell. 
He's been through the mill. 
During the proces.g he's de- 
veloped some pretty definite 
ideas on distribution and 
selling. 

He has, for instance, built 
up and developed his own 
system of controlled dis- 
tribution. He has his own 
exclusive wholesale distribu- 
tors and representatives who 
are hand-trained to sell his 
products to standard-price 
retail dealers. 

"A distributor can do a 
merchandising job with a 
hundred dealers and make 
money for them, himself and 
the company. With 300 deal- 
ers he would fail. He wouldn't 
have time to show them how 
to move our goods. That's 
got to be done. You can't 
dump goods on a dealer's 
shelves and call it a day. 
You've got to educate him 
and cooperate with him in 
selling those goods to the 
motorist. The guy in the ser- 
vice station's a human being. 
We treat him like one. 

"Our salesmen try to pick 
out the most progressive 
dealers to handle our line. 
We compliment those dealers 
on their shops and on their busi- 
nesses. We buck 'cm up, rub their 
backbones. We tell them they look 
like they can do a job of selling. We 
tell them that if they don't think 
they can do a job with our line we 
don't want them to take it on. It 
won't do them any good and it won't 
do us any good. 



"Give a man that kind of treat- 
ment and his chest swells up. He goes 
to bat for himself and for you. 

"We renew the treatment about 
every three weeks. You've got to keep 
a man sold on himself and sold on 
your goods if he's going to sell those 
goods," 

Bob Bowes has a territorial super- 
visor for each 12 salesmen. Hi.s own 
salesmen get individualized atten- 
tion just as he expects them to give 
individualized attention to dealers. 
The supervisors hold school once a 
month for those salesmen. They buck 
'em up, rub their backbones, tell 
them they can do a job of selling — 
and show them how to do it. Then 
they follow them through the terri- 
tory to see that it's done. Bob Bowes 
attends those schools. He knows his 
salesmen by their first names and 
they know him. 

He's hired a good many of them 
himself. Bob Bowes believes in pay- 
ing 3 man according to his ability. 
He explains that to the man who 
asks for a selling job. Tell any sales- 
man that and he'll nod his head in 




Hammel's presses print the names of the 
400 along with those of the four million 

agreement. Then Bob explains that 
selling the Bowes line is a straight 
commission proposition. Sometimes 
the visitor's face falls. 

"Oh, can't take it, eh," Bob Bowes 
exclaims, pressing the visitor's hat 
on him and edging him toward the 
door. "And you tell me you're a sales- 
man. . . ," 



Usually the visitor slams down hts 
hat again. 

"You bet I'm a salesman and I'll 
show you how good I am, . . ." 

They've got to be good, Bob Bowes 
charges nothing for a franchise to 
handle his line, but he requires that 
his salesmen do a job for him. 

"They've got to make $4,000 a year 
or better. They'll keep happy and 
they'll keep humping for that 
money." 

He knows his salesmen and they 
know him. They keep their eyes open 
for chances to boost the boas' — and 
their own — business. 

Some time ago one of his men was 
driving through the Hood River 
Valley in Oregon. Apple country. The 
salesman stopped to talk with an 
apple picker. He noticed that the man 
had a strip of friction tape wrapped 
around his ihumb-s. 

"Oh, that. Why, quite a few of us 
around here do that," the picker ex- 
plained, "It helps us grip the apples. 
It's better than gloves. Cheaper, too." 

The salesman tipped off the boss 
and the boss tipped off other Bowes 
salesmen in the territory. The 
salesmen tipped off dealers, got 
them to promote the use of fric- 
tion tape — Bowea friction tape- 
on other apple pickers' thumbs. 
They promoted the use of about 
two tons of it, in fact. Because a 
salesman kept his eyes open and 
knew his boss well enough to tell 
him about it when he got an idea. 

Morale against depression 

BOB BOWES haB been through 
a pretty tough school and he's 
pretty hard-boiled. But he stands 
on his own feet and he takes a 
good deal of pride in getting his 
salesmen and dealers to stand on 
theirs. 

Back in November, 1929, with 
stocks tumbling and panic begin- 
ning to grip the country. Bob 
Bowes drove 10,000 miles through 
32 states to visit 65 of his dis- 
tributors. 

He saw what was happening 
and what was likely to happen. 
He was acting on another idea — 
the idea that a manufacturing 
business is divided into two 
parts. One is function, the more 
or less mechanical processes of 
making goods. The other is force 
-the will to do, morale, 
"That last is the really important 
part of any business," he told me. 
"But too often in times of crisis it's 
forgotten entirely and all attention 
is devoted to function— trying to 
trim manufacturing costs, cheapen- 
ing the product, a hundred and one 
similar expedients. It's far better to 
(Continued on page 5^^ 



What's Ahead in Washington 



w. M. KiPLiNGER Puts Q Few Things in Perspective 



Dear Mac; You and I have often disagreed about 
Washington. Perhaps it's a good thing. 

You get all hot and bothered about current matters 
which I dismiss lightly. You attach significance to talk, 
acts, speeches and headlines to which I give little weight. 
You sometimes say I'm asleep at the switch. 

I often annoy you by talking of situations which have 
not crystallized as yet, but which are in process of forma- 
tion. You say I cross bridges too soon. 

But remember that Washington actions, Washington 
policies, don't "just happen." They spring from compli- 
cated .sets of forces — political forces, social forces, eco- 
nomic forces. You can see these forces at work, and 
if you make a picture embracing all of them, you can 
see a situation coming, before it bursts upon you. You 
can be prepared. 

Sometimes you make mistakes in looking ahead. I Or, 
at least, I do, i You prepare for situations which evapo- 
rate, which don't develop. Unless you are omniscient, 
this is inevitable, because it is difficult to know and 
appraise accurately the combination of a lot of human 
forces. But surely it's better to try to see ahead, and 
sometimes be wrong, than to be content with looking 
sideways at the present, the current, the passing news. 

Another point of occasional disagreement between us 
ia that j-ou like to be told pleasant things. You complain 
that my reports are often "unpleasant." Yes, that's true. 
But it is utterly unsafe to be guided by even the slightest 
consideration of whether a situation is pleasing or dis- 
pleasing. What is good news to you may be bad news 
to others. 

In viewing Washington, it is easy to be emotional, 
hard to be realistic and practical. But for your purposes 
of guiding business policies to accord more or less with 
political policies, it's better to be practical and cool. 

Well, let's get on to our job of looking ahead. 



Business 
Outlook 



IT still seems accurate to figure on 
bu.siness recession between now and 
July — more recession than is ordi- 
narily expected at this time of year. 
To get perspective, consider that 
business volume in January was 90— the Federal Reserve 
Board's index of induijtriat production. This means that 
it was 90 per cent of the standard volume for January. 
For March the index may sink to around 87 (estimate). 
April, May, and June are expected to be progressively 
lower, and the July figure may be somewhere between 
76 and 78. This mcins that midsummer business volume 
may be a little more than three-quarters as much as 
standard midsummer business volume. It means relative 
decline from the high of January. 

Moderate t>ick-up in the full. Average for the entire 
year 1935, 82 to 83 index, industrial production. Slight 
betterment over 193-1, but not much. 

This pattern of expectations is not essentially dif- 
ferent from the pattern written you last month, but it 
is a little surer. Developments in the past month have 
served to confirm Ihe earlier budget of prospects be- 
tween spring and summer. Heretofore there has been a 
little doubt about the downslide of business, due to hope 
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that the capital markets would open up. This hope has 
not been abandoned, but it is not strong. 

The views represent composite opinion of a group of 
analysts and technicians on whom I lean. I do not origi- 
nate them, and I do not trust the opinions of any one man. 

You will not find much support for these views on the 
business future in the newspapers these days. The news 
is always weighted on the side of rosiness and ballyhoo. 



Washington 
Depressants 



WASHINGTON influences will be 
essentially depressing between now 
and midsummer. The predominating 
influence will be uncertainty— -new 
uncertainty about many items of 
legislation, new threats of impulsive action by Congress, 
new evidence that government policies are not under 
clear control of any one group or set of influences. Rea- 
sons and details will be discussed later. 



New Deal 
Break-down 



THE Roosevelt regime in late Feb- 
ruary and early March met the 
greatest crisis in its affairs since 
the hectic months immediately fol- 
lowing its inauguration in 1933. It 
had serious reverses in both Congress and the courts. 
It has consolidated position to some extent since then, but 
it is now clear that the Roosevelt control of Congress is 
less than was anticipated a couple of months ago. It is 
less than I told you last January to expect. 

The break-down will be progressively accentuated over 
the course of the next few months, while Congress is in 
session. (Adjournment probably will be late in June. > 
The Administration will be forced to fall back from its 
earlier positions, its earlier intentions, its earlier re- 
form program. It will be forced to abandon some mea- 
sures for which it had previously hoped, and to accept 
partial half-way legislation instead of whole measures. 

I THINK it is accurate to say that 
Business business men as a class, big and 

Implications 11"'^' ^""^ sympathetic to the 
New Deal program. There are ex- 
ceptions, both as to individuals, and 
as to attitude toward certain New Deal plans. But the 
underlying spirit is not cordial. 

You might think, therefore, that business would be 
glad, that business confidence would be helped, by evi- 
dence of New Deal weaknesses. But this does not fol- 
low, because the disintegration of New Deal influence 
is not accompanied by the ascendancy of any other well- 
defined influence. Sentimentally a majority of business 
men may rejoice over Roosevelt's loss of prestige, but 
they will show new caution during the next few month.-i. 



Political 
Implications 



THE Roosevelt tide is now definitely 
ebbing. This is a mere statement of 
fact. It 13 acknowledged even by 
most ardent of New Dealers, includ- 
ing the President himself. 
Whether Roosevell will be reelected next year cannot 
be predicted with any certainty. Probably a majority 
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of political observers feel that he will be reelected. Bui 
it is significant that in all intelligent discussions nowa- 
days, a new clement of doubt has entered. 

The defection from Roosevelt is on two sides — semi- 
conservalives and semi-radicala, both of whom hereto- 
fore have supported him and his policies. Thus, inevi- 
tably, he will become a political middle-of-the-roader. 
He will tack, now right, now left, but generally he will 
steer the middle course. To conservatives, he will always 
seem radical. To radicals and extreme liberals, he will 
always seem too conservative. Talk of right swings and 
left swings will be heard frequently from now on. Dis- 
count the talk. Remember that right incidents and left 
incidents come along from time to time, but that they 
are ijici£/efi(,s-. 



Recovery, 
When? 



IT has often been said that the 
New Deal has retarded recovery, 
and it has often been denied. It is 
now frankly admitted by New Deal 
officials. They do not apologize, 
however. They say that postponement of recovery is a 
proper price to pay for political, economic and social re- 
forms. The only trouble is that now it begins to look 
as if some of the reforms desired by the New Deal can- 
not be accomplished. 

It is futile to talk dogmatically about how far along 
bu.siness recovery would have been by this time if it 
were not for New Deal experiments. It seems accurate, 
however, to say that recovery to some generally satis- 
factory level has been postponed to late 1936 at the 
earliest, and possibly 1937, and that politics now con- 
stitute a brake on recovery. 



President 
Himself 



INASMUCH as the whole New Deal 
hinges largely on the President, it is 
particularly important to appraise 
him anew, now that he has been in 
office two years. There is no Wash- 
ington consensus on him. so I shall tell you my own 
impressions, based on close impersonal observation not 
only of him but preceding Presidents. 

His personality is charming, a great asset. He has 
good impulses. 

He wants to do the right thing for the greatest num- 
ber of people. He is a real "humanitarian." At heart he 
is more conservative than radical. 

It is true that he is inclined to say "yes" to every- 
one and everything. He doesn't mean. "Yes, I approve." 
He means. "Yes. I understand,*' Callers don't understand 
the habit. Consequently he has the reputation, not fully 
deserved, of kidding callers and changing his mind often. 

He doesn't think things through; he /ee-fo things 
through. He is an artist rather than a scientist. 

He is not a good administrator, in the sense that he 
does not assign definite duties and definite responsibili- 
ties and see that they are executed. ( As an administrator. 
Hoover was good. ) 

He talks too much about subjects on which he has 
only a smattering of understanding. He does this repeat- 
edly in press conferences, meaning to be a good fellow 
and "give the boys a story." Often the result is to con- 
fuse things unnecessarily for a few days, until some sub- 
ordinate can cook up an explanation to give the President 
an out. ( Hoover and Coolidge were good listeners. ) 

He has many personal prejudices, biases, grudges, and 
he allows them to influence his official acts. The hate of 
certain individuals influences him in his attitude toward 
public utilities. The hale and jealousy of "anything 
Hoover" influence him in his intra-governraent adminis- 
tration policies. 

He understands mass psychology. He is a good mass 
politician. 



He has very little fundamental philosophy. His in- 
tentions are good, but they are not supported by suffi- 
cient principles having to do with the ichat and the trhy. 
He is guided by expediency more than by conviction. A 
little of this is a good trail in a public man; too much 
is dangerous. 

He has courage, as will be demonstrated frequently 
in the next few months. 

He can fight as well as smile. He will be a better fighter 
than Hoover was. 



What's 
Happened to 
New Deal 



LET'S not atop to recount all the 
accomplishments and results of the 
Roosevelt Administration. Obvious- 
ly some are good, some are bad. 
most are mixed. 

Measures have been frankly ex- 
perimental. Many of the experiments have partially 
failed. The excuse is that they had to be tried in order 
to demonstrate whether they would work. The more 
critical view is that more matured thinking-through-in- 
advance would have demonstrated the failure of certain 
schemes without the loss of time. 

Tremendous things have been tried with a spirit which 
.seems like nonchalance, carelessness, irresponsibility. 
Criticism and questioning were pooh-poohed on the 
ground that the intentions behind the acts were noble. A 
grand intoxication was in the air. It communicated itself 
to Congress, which went along on anything proposed by 
the President. 

Now the whole program is beginning to face the tests 
of realities, which are always more solid than imagina- 
tions. 

The intoxication is beginning to wear off. The realities 
still remain. They are of several kinds. 

Congress never was as strongly New Deal as the 
President. It went along with hope, but not with con- 
viction. Finally, early this year, it developed that the 
President's political magic had a flaw. It showed first in 
the failure of the World Court, but this was minor. It 
showed next in the discovery that he had no well- 
matured plan for spending four billion dollars for works- 
relief. 

It showed next in several court rulings that New Deal 
measures were unconstitutional. 

Presidential prestige in Congress has declined per- 
haps 20 per cent in the past six weeks. And grumbling is 
heard from out around the country, both from conserva- 
tives and from those elements which want the Govern- 
ment to do more for them than it is doing. 

The New Deal hasn't broken down. It still has tre- 
mendous force behind it. But everything hereafter must 
be carefully figured. Magic is past. White rabbits no 
longer please the audience. 



Result of 

What's 

Happened 



THE most immediate and most 
practical result of the progressive 
break -down lies in the prospect for 
failure of much New Deal legisla- 
tion in Congress. The whole pro- 
gram must be recast, refigured. 
Congress will not whoop through everything the Presi- 
dent wants. Congress will be more critical, more examin- 
ing, more reluctant to use the rubber stamp. 

Delay will be the strateg>' used to kill or compromise 
many measures. Delay until May or June on many big 
bills means that the opposition has better trading stock. 
There will be more log-rolling, trading of votes. June will 
bring a furious phenomenon of vote-trading. 

When Congress finally ends its hectic session, there 
will be less reform legislation on the statute books than 
has been promised or threatened. But meanwhile the 
lack of certainty of this will cause continual anxiety. 




Bills in 
Congress 



'or April. 1935 

FORECASTING Ihe fate of specific 
bills is madp unusually dllUeult juat 
now by the new critical mood which 
is moving Congress. Moreover lobby 
organizations have come back as 
prime factors in shaping the attitudes of a Congress more 
keenly sensitive to popular opinion. 

pKhlir works timi rtlkf. It is assumed that the bill 
will be law by the lime you read this. Direct relief ( dole.-} ) 
will continue indefinitely, notwithstanding the Govern- 
mcnt'-s laudable ambition to substitute jobs for doles. 
The list of public works to be undertaken will look much 
like those started in 1933 and 1934, except that grade 
crossing elimination and rural rehabilitation will get 
added emphasis. Much will be heard about low-cost hous- 
ing but it will not loom large in total volume. 

Public tttUities. The drastic death sentence section 
of the Rayburn bi!! will be changed so that holding com- 
panies under strict supervision will have an indefmite 
time for reorganization and reforming themselves. And 
provisions for federal regulation of operating companies 
will be considerably relaxed. There is an outside chance 
that the whole bill will get snarled in last hour Senate 
embroilments and go over for another year. 

Economic security. Expectations of a comprehensive 
system of old-age pensions and unemployment insurance 
will be greatly deflated. The more Congressmen look at 
the thing, the less sure they are that they can devise a 
law which will provide the benefits which millions have 
been encouraged to expect. It appears reasonably certain 
that old-age pensions will be provided for the aged now 
on relief but it would not be surprising if contributory 
pensions and unemployment insurance should be left on 
the docket of unfinished business. 

Railroads. Chances are against any broad program of 
railroad legislation, especially truck regulation. 

Banking. A banking bill probably will pass but it will 
not contain all that the Administration wants. The 
Coughlin-inspired Nye central bank bill will not pass. 

NRA. Precise nature of new legislation is much in 
doubt, but it is clear that after June 16 there will be 
a return to full and free competition as to price control 
and production limitations for most industries, A few 
natural resources industries will be singled out for spe- 
cial treatment under government supervision. 

Taxes. A tax bill will be passed. It will be mainly a 
reenactment of existing excise taxes but a few new ex- 
cise items may be added. Liberals in the Senate will try 
to load up the bill with share-the-wealth and social re- 
form amendments. Most of these will fail to become law. 

Inflation. No outright greenback or currency infla- 
tion bill will get through Congress. But events and 
measures are working steadily toward credit inflation. 
Dollars are becoming less valuable, things more valuable 
in terms of dollars. This will be generally recognized in 
1936 or 1937. Congress is inflation-minded. What it 
will fail to do through direct currency inflation it will 
largely accomplish through the stretching of government 
credit — bonus payments, relief, public works, loans for 
homes, farms, other purposes; hanking devices, silver. 

Food and drttyn. Looks as if the modified Copeland 
bill will pass. 



Personalities 



THE President is on the look-out 

for new men, new blood, "practical" 
advisers who will come into the Ad- 
ministration and straighten out a number of administra- 
tive agencies which are bogging down. He needs more 
hard-headed doers like Morgenthau, Jesse Jones, Myers, 
Chester Davis, Joe Kennedy. Even the Cabinet may 
come in for remodeling. Betting is about 50-50 that Far- 
ley will quit. Roper might succeed him as Postmaster 
General. Cummings' resignation is rumored. 

Rich berg as "Coordinator" finds it impossible to co- 



ordinate but he Is uaeful to the President as'handy-man 
on NRA policies and regulation of business. 

Hucy Long, known as a clown two years ago, is now 
recognized as an able agitator and a menace to Roose- 
velt's reelection. The Admini.stration will decide to fight 
him instead of ignoring him. 

Father Coughlin wields mass power comparable to 
Long's but he is not so incorrigible. I suspect that the 
Administration can wangle him into line before he severs 
all relations and lakes to the war path against the whole 
New Deal, 



Department 
of Commerce 



THE Department of Commerce has 
lost the vigor, vitality, and the 
"spirit of service" which it once 
had. It has lo.sl influence within the 
Government, and with Congress. 
Other agencies are performing functions of direct im- 
portance to business which might logically fall withiri 
the sphere of the Department of Commerce. 

Attacks on the Department by business interests in 
pre-Roosevelt days helped to undermine it, and now it 
has been devitalized by political patronage and partisan 
incompetence. 



Party Racket 



REMEMBER that Government is 
now a "special interest." It is being 
administered in such a way as to 
build party machinery. 

Things are done in the name of "public policy," but 
deep down underneath can be found "party policy." 
Abuses are great. Suspicion is warranted. 



Your Attitude 
Toward Gov't 



OFTEN I've advised you to go along 
with Washington, whether you 
liked everything or not. I've told 
you to give government the benefit 
of the doubt on all close decisions. 
I've advised cooperation. 

I still think in the same terms, but in different mood. 
It is still desirable to go along, to cooperate. But it is 
no longer necessary to be soft in judgment of an Ad- 
ministration which has had two years in office. 

It is now time for business to speak out. This applies 
to business men individually and to business men's 
organizations. 

Be thoughtful as to the spirit. Don't fight just for 
the sake of putting the Administration in a hole. Don't 
be partisan, don't think in terms of elections. Think only 
of the necessity for business recovery, and of the Gov- 
ernment's demonstrated inability to accomplish recovery 
by its own efforts. 

Be long-visioned. Remember that the Government has 
the masses to reckon with, and so do you. The Govern- 
ment must do certain things which seem to you to be im- 
mediately undesirable, but which are necessary for the 
long pull in order to maintain a social and economic 
order which is not too much changed from the present 
order. 

Test your own ideas in the light of popular pressures, 
for these are against not only the Government but also 
business. 

Suppress exasperation. Don't tirade. Be reasonable. 

Remember that organized groups of business men get 
further in Washington than individual business men. 

Now is a good time to express your ideas to your Con- 
gressmen or your Senators. 

Sincerely yours, 



Will Shorter Hours Bring Prosperity? 
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IT OR four daya the National Industrial Re- 
covery Board Keard alternate speakers point 
out divergent routes toward its goal of wider 
eniployment, greater purchasiriB power and 
a decent standard of living. From the result- 
ing voluminous record, the Board will at- 
tempt to map a fair general policy to which 
code administration and provisions will 6e 
expected to conform. 

Representatives of labor, industry and con- 
sumers marched one by one to the rostrum in 
the Commerce Department Auditorium and 
stated widely differing views. Labor main- 
tained a solid front for the 30 hour week. In- 
dustry insisted this was impractical. Ques- 
tions of minimum wages, wage differentials, 
exemptions from labor provisions in the codes 
and labor representation on code authorities 
also bobbed in and out of the testimony. 

Usual procedure of a code hearing was 
followed. Board members sat at a long table, 
one end of which was reserved for the wit- 
ness. Behind them sat their advisers, in front 
an audience of business people which reached 
such size thai extra chairs were necessary. 

After receiving the direct statement, Board 
members questioned the witnesses and some 
of the questioning at this hearing was sharp. 
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The scheduling of speakers also brightened 
the proceedings, witnesses chosen by the 
Labor Advisory Board alternating with those 
named by the Industrial Advisory Board, 
.laded observers of many code hearings voted 
this the liveliest held so far. 



Labor's Quarrel with the President 



By LOUIS STARK 

Of the Washington Staff, New York Times 



WHEN Mr. Roosevelt entered the White House, union labor had 
high expectations. It believed that the nevi^ Administration 
virould be at least "friendly" to organized labor. Since then, the 
attitude has changed. The extension of the automobile code 
without consulting union labor wos the most recent of many 
events which have brought the President and organized labor 
almost to an open break. These events and their effect on 
relations of labor and the Administration are explained here 



In recent months or- 
ganized labor has suffered 
reversal after reversal. Its 
surprise at this almost equals 
its disappointment because, 
in the beginning, organized 
labor looked upon Presi- 
dent Roosevelt as distinctly 
"friendly" toward labor. It 
had expected considerable 
gains under his administra- 
tion. These expectations have 
not been fulfilled. On the 
contrary, Administration ac- 
tions have repeatedly been 
unfavorable to the labor 
cause. 

The climax came when the 
President, on the last day of 
January, decided to extend 
the automobile code from 
February 1 to June 16, 1935, 
without consulting union 
spokesmen directly. Organized labor 
swung its heavy batteries into action, 
aiming them in the general direction 
of the White House, but just low 
enough to cover the President's No. 1 
man, Donald R. Richberg, while miss- 
ing the President himself. 

By a prompt, adroit manoeuver 
Mr. Roosevelt served notice on the 
trade unions that he would stand by 
an appointee so long as anybody de- 
manded that he be fired. 

He made this point, not in the case 
of Mr. Richberg, however, but in 
that of S, Clay Williams, Chairman 
of the National Industrial Recovery 
Board. 

After the A. F. of L. convention last 
October, Labor had demanded that 
the Chief Executive remove Mr. Wil- 
liams—an officer of the R. J. Rey- 
nolds Tobacco Co. — because it was 
displeased with his part in the long 




Francis Gorman and John L. Lewis, labor 
leaders, hear the 30-hour week attacked 



delay that preceded presentation of a 
code for the tobacco industry. In a 
diplomatically worded "Dear Bill" 
letter, dated December 21, 1934, and 
made public February 6, 1935, ad- 
dressed to William Green, president 
of the A. F. of L., Mr. Roosevelt said 
in effect: 
"Don't try to intimidate me." 

A visit and two statements 

HARDLY had the "Dear Bill" letter 
been made public when an appoint- 
ment was made for the Executive 
Council of the Federation to call at 
the White House. 

The President received the union 
chiefs, 16 heads of international 
unions, with gracious cordiality. Mr, 
Green read a prepared statement. A 
20-minute chat followed. 

As the Labor leaders left the 



Mr. Green tells an NRA hearing 
of labor^s dissatisfactton over en- 
forcement of Section 7a 



White House, correspondents 
received from Mr. Green's 
secretary copies of his state- 
ment. They were still at the 
telephone dictating their 
stories when a statement on 
behalf of the President was 
given out. It was as gracious 
as the words of Mr. Green. 
Mr. Roosevelt spoke in a 
friendly way of the Federa- 
tion, praised collective bargaining and 
indicated that he would be glad to 
have a visit from the union chiefs at 
any time. 

But to newspaper observers there 
was something "synthetic" about the 
truce. Perhaps the hatchet was real- 
ly buried, but the unions still said 
they were opposed to the labor ad- 
justment machinery of the automo- 
bile code and to the Automobile 
Labor Board. They still favored the 
30-hour week; they stilJ urged on the 
President a trade dispute act that 
would outlaw the company union; 
they still argued that Section 7a 
should be written into the substan- 
tive law. They did not budge from 
their determination to have the pre- 
vailing rate of wages wTitten into 
the relief bill. 

Mr. Green said all these things in 
a meticulously prepared friendly 
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statement. Equally meticulous was 
Mr. Roo.sevell's verbal caress. But in 
some quarleris there was a bit of a 
suspicion tliat perhaps the Preaidenl 
had received a copy of Mr. Green'a 
statement in advance, "just for your 
information." The promptness of the 
Hresident'.s statement to the press — 
about 20 minutes after the departure 
of the labor delegation -may have 
been a coincidence. Could the whole 
thing have been a "show," put on in 
the spirit of "good clean fun" lo gel 
over an awkward situation and to 
avoid an open break between organ- 
ized labor and the President? 

Whatever the motive, the fact was 
(hat neither side moved an inch from 
its previous position. On the surface 
the near-break was smoothed over. 
Underneath, the wide fissure still re- 
mained. 

The automobile code extension and 
the William.s incident were merely 
the last in a chain of events that, 
spread over a year and a half, 
brought labor and the Administra- 
tion to the point of an open break. 

At the very beginning of his ad- 
ministration. President Roosevelt 
had gotten off on the wrong fool with 
organized labor. The A, F, of L.'s 
candidate for Secretaiy of Labor was 
Daniel J. Tobin, president of the In- 
ternational Brotherhood of Team- 
sters. Wlu-n the President appointed 
Frances Perkins, the Federation an- 



nounced it would never be reconciled 
to that action. There has been no 
reconciliation. There has been "co- 
operation" in important matters 
from time to time, but in the main 
the labor group regards the woman 
member of the Cabinet as a social 
worker, deeply interested in child 
welfare, social insurance and kindred 
matters rather than in the nuances 
of the organized labor movement and 
its day to day affairs. 

Then came Section 7a of the >fa- 
tional Industrial Recovery Act. This 
section assures employees the right 
to organize for collective bargaining 
through representatives of their own 
choosing, free from interference, 
restraint or coercion of employers. It 
provides that no employee shall be 
required, as a condition of employ- 
ment, to join a company union or to 
refrain from joining a labor organ- 
ization of his own choosing. 

This provision evoked loud rejoic- 
ing in the trade unions. Here was a 
"Magna Charta," a veritable man- 
date from the Government to work- 
ers everywhere to form unions. Union 
hosannas mounted to the skies as 
union organizer.? spoke to the multi- 
tudes. Miners paused in their descent 
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Presidential choices to whcin 
labor oljeclD. The A. F. of l- 
hta asked dismissal of Clay 
Williams (abuvel and Donald 
Richberg. It has never b«en 
reconciled to the appoinlmeni 
of Miss Pi-rkins 
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into the earth and listened to the 
message which exhorted them lo join 
the union. Migratory field laborers in 
the Scioto marahes and in the San 
Joaquin Valley signed union applica- 
tions. 

For six months, nine months, a 
year, union enrollment went on. 
Concurrent with lire formation of 
unions was the activity of employers 
in fostering employee representation 
plans. 

Federation vs. company unions 

THEY reasoned that, since the Re- 
covery Act provided for a method of 
adjusting disputes through collec- 
tive bargaining between organized 
employers and their employees, the 
impulse for such organization could 
legally come from the management. 
The employers wished to deal solely 
with their own employees. Outside 
unions, they felt, could not adequate- 
ly represent the employees of their 
respective plants. They argued thai 
the outside union executive was in- 
terested in the welfare of his own 
union rather than that of the em- 
ployees in a particular plant. Union 
leaders, on the other hand, sought to 
impress the employees that only 
tlirough an outside organization 
could they obtain that status whicii 
would give them a parity in bargain- 
ing power with their employer, for, 
they said, the outside organization 
was not limited in its ability to en- 
gage experts for the presentation of 
the employees' case. They appealed 
to the employees on the ground that 
only through union funds might the 
employees obtain aid if they were 
compelled to strike. The employei 
representation plan provides no such 
funds and has no dues. 

Rivalry between the company 
unions and the outside unions de- 
veloped rapidly. Strikes and lockouts 
followed. 

In August, 1933, the President 
named a National Labor Board and 
made Senator Wagner chairman. On 
the board were spokesmen for em- 
ployers and employees. The Board 
was expected to mediate strikes, con- 
ciliate disputes, arbitrate grievances. 
In two months it faced a crisis, al- 
though it did not know it at the 
time. That was the Weirton case. The 
Board had arranged for workers on 
strike in the Weirton Company's steel 
plant to return to work pending an 
election of spokesmen for collective 
bargaining to be held in December. 

When the time came for balloting, 
the company maintained that the 
Board had agreed to supervise a com- 
pany union election. The Board de- 
murred, asserting that it had agreed 
to supervise an independent election. 
fVontlntif:d on puye 7 6", J 



The Holding Company's 
Right to Live 



HOLDING companies have been much in the limelight in the 
past several weeks. Attacks upon them and defenses against 
these attacks have filled columns in the newspapers. The public, 
which had generallY paid little attention to holding companies, 
began asking questions. 

A good many of these questions reached NATION'S BUSINESS. 
We. in turn, turned them over to men who were qualified to answer 
them. Here are their replies to the questions most frequently asked 



I 



1 ■ What is a holding company? 

A holding company is a company 
which acquires and "holds" the com- 
mon stock of a number of separate 
and local companies. Usually the lo- 
cal companies are engaged in the 
same line of business. 

2- Then is an investment bank a hold- 
ing company? 

No. An investment bank, so far as 
securities are concerned, functions as 
a middleman. It functions fi'equently 
as a marketing agent for companies 
in the sale and wider distribution of 
securities. 

5- Well, how about the investment 
trust? Is it a holding company? 

An investment trust seeks diver- 
sity of business activities in its hold- 
ings and usually prefers — in fact, in 
most instances, is required by law — 
to purchase senior securities, that is, 
bonds and preferred stock. 

The investment trust is purely an 
investment concern with no inten- 
tion of obtaining managerial control 
or betterment in an industry or in- 
dustries. 

4' Does a holding company seek such 
"advantage or betterment" for the in- 
dustries whose stock it holds? 

Yes, The chief purposes of a hold- 
ing company are to facilitate financ- 
ing, and coordinate the management 
of widely scattered operating units 
of a business enterprise. 

5 ■ How does it accomplish this? 
Through holding a controlling in- 



terest; i.e., a majority of the com- 
mon stocks of operating units. 

6' How does the holding company 
profit by this? 

The more economical financing, 
improved management, and other 
economies effected by operating com- 
panies increase the return on the 
common stock which the holding 
company owns. 

7- How does this aSect the people 
who use the service or purchase the 
commodities of the subsidiary com- 
panies? 

It usually assures them continuity 
of service and the advantages which 
scientific research and technological 
development may produce in the 
quality of goods or service. The sub- 
sidiary companies themselves are as- 
sured of expansion of business as 
needed and wider markets. 

8 ■ Does the holding company give 
the customers of such industries lower 
priced goods and services? 

This does not necessarily follow. 
Public utility holding companies in 
many instances supervise local com- 
pany management, make volume 
purchases of supplies and equipment, 
furnish engineering, accounting, 
legal and other services to their un- 
derlying operating companies, the 
idea being that this may be done by 
the central holding company better 
and at less cost than if the operating 
companies each did these things for 
themselves. 

9' Is the holding company a new idea? 
No, The basic elements of the hold- 
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ing company may be traced back 
through industry for hundreds of 
years. Specifically, in this country, 
New Jersey in 18S8 made legal pro- 
vision for corporations to hold stocks 
of other corporations. Other states 
followeL!. 

10' What are some present-day hold- 
ing companies? 

The United States Steel Corpora- 
tion, Standard Oil Company of New 
Jersey, Allied Chemical and Dye Cor- 
poration. Pullman Company, Drug, 
Inc., American Radiator and Stand- 
ards Corporation, Eastman Kodak 
Company, American Telephone and 
Telegraph Company, Electric Bond 
and Share Company are a few. Even 
the Federal Government has several 
corporations incorporated for the 
most (lart under the laws of Dela- 
ware. 

The Tennessee Valley Authority, 
for instance, is a holding company, 
in the sense that it controls sub- 
sidiaries such as the Electric Home 
and Farm Authority and the Ten- 
nessee Valley Associated Co-opera- 
tives, Inc. 

1 1 ' Then the holding company is not 
restricted to the utilities field? 

No. Almost every large industry in 
the United States is affected in some 
degree by holding company opera- 
tions. 

12- If this is true, why do we hear so 
much about their operations in the 
utilities field? 

Industrial development and cor- 
porate reorganizations generally 
take place without much public notice 
except occasionally where some legal 
question and court action have at- 
tracted public attention. With public 
utilities, which come into intimate 
contact with customers and sell di- 
rect to the consumer, public notice 
is more easily attracted. Further- 
more, public utilities, like the light 
and power industry, are subject to 
state regulation. It is recent discus- 
sion of the effectiveness of state regu- 
lation that has attracted attention to 
iCunlinucd on page SO) 
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The protected route system spreads from 
Chicago to the borders of adjoining states 



DUSINESS is going after hijacking. 

This newest of American crimes, an outgrowth of 
the prohibition era of bootleg whisky truck stealings, 
is putting a heavy impost on shippers and that means 
an extra expense to every normal consumer in the 
country. 

Insurance rates went sky-high three years ago and 
some companies refused to write truck cargo insurance 
at any price. 

Many of the losses fall directly upon the owners but 
even where there is insurance the expense is almost as 
bad. 

Hijackers can thrive all over the country because 
there are unscrupulous store owners eager to get their 
"loss leaders" at a profit or because people are willing 
to blink at a bargain they must know is not on the 
square. 

Modern hijacking as a police and mercantile problem 
cast a long shadow before it a dozen years ago in the 
innumerable cargo thefts of bootleggers' cars. On the 
city streets of New York, Chicago and other big cities 
and along main illicit liquor arteries such as the famous 
Detroit-Chicago rum-runners' highway, gangs developed 
a hijacking technique that resisted all interference. 

When hijackers transferred their attentions and affec- 
tions to other types of merchandise than whisky five 
or six years ago, the police found themselves unequipped 
to deal with the problem. 

This was true, loo, of business men, traffic managers, 
shipping clerks and truck drivers. Every time a truck 
went out with an especially valuable load — these cargoes 
sometimes are worth $15,000 to $25,000 — responsible 
employees in the office and shipping department trem- 
bled. Wives and families of drivers lived in terror. 

Today hijacking is costing business millions of dollars 
annually. It is one of the most insidious of crimes. 
Hijackers wear no labels, carrj' no tools and work so 
rapidly that capture is extremely difficult. 

The crime is so new that it has not even been given a 
place in crime statistics or in insurance actuarial infor- 
mation. 

Several years ago the front office was only vaguely 
aware of the problem. Marine insurance companies were 
called and cargoes given protection. Solution of the 
problem was left to the shipping department. 

Getting their heads together to protect themselves and 
their responsibilities, the shipping clerks and truck 
drivers resorted to exactly the same tactics that the 
bootleggers had used. They dodged. They moved off any 



THEFT of truck cargoes, which reached 
such proportions that insurance companies 
refused to issue policies covering this type of 
risk, is proving to be a hazardous venture in 
the Chicago area since business men and 
officials, combining their efforts, worked 
out a plan to stop it 



given route before reaching a vulnerable spot. They 
varied their time schedules. 

However artful the dodging, it failed; but it was only 
a year ago that anybody thought of the solution and 
it is only since October 1, 1934, that the solution has 
been used on as broad a scale as a whole state. That 
slate is Illinois. 

The new strategy is to come out into the open instead 
of hiding, to use as few routes as possible and to get 
the police and detective cars to key their beats into these 
routes. 

It took almost a revolution in police ideas to accom- 
plish this change, but it was done. On city streets in 
Chicago alone protection is extended to routes covering 
Ijctween 250 and 300 miles. 

This system was worked out by the Cartage Theft 
Committee of the Chicago Association of Commerce and 
probably no group with loss tenacity of purpose could 
have accomplished it. 

Chicago's civic economies had left the city with a 
putative shortage of 2,000 policemen when the need for 
policemen was the greatest. Of the 5,000 men in service, 
nearly all have such definite duties that there is little 
mobility in the force. Policemen have been called upon 
to guard plants where strikes seemed to be heading 
toward unruliness or violence and while this has been 
a thankless burden for which the police have no pleasur- 
able contemplations, there is precedent for this type of 
duty and no precedent for protecting truck cargoes. 

Liaison with other police units 

IN spite of these handicaps the committee has pro- 
gressed so far that it not only halved metropolitan dis- 
trict hijackings in the last six months of 1934 but is 
responsible for a liaison system interlacing Chicago 
police, Cook county highway police, village police in the 
suburbs constituting the metropolitan area, and state 
police operating as far away as 300 miles. 

The protected route system spreads fanwise from 
Chicago to the borders of Wisconsin, Iowa, Missouri and 
Indiana. This includes several routes to East St. Louis 



Puts Hijackers on the Spot 



By HOWARD R. SMITH 



300 miles from Chicago and the big highways into the 
Gary industrial district. 

So effective is the system that the sponsors hope to 
get reductions of hundreds of thousands of dollars in 
innurance premiums this year. 

The marine insurance companies, underwriters of most 
of the truck insurance, have been accused of fattening 
on the high rates they demand to encompass the losses 
entailed through modern road agents. They belied such 
a charge in 1S32 when a number of them refused to 
accept this type of risk at any rate. Now, however, a 
downward revision is virtually assured but reduced 
rates will be made effective only after each shipper has 
shown an experience record proving his right to special 
consideration. 

Statisticians never have come around to the premise 
that hijacking is a separate type of crime from robberj' 
or package snatching and consequently real figures as 
to the financial con.sequences of hijacking have never 



been available. A private agency in Chicago culled out 
the hijacking record for a two- or three-year period but 
the figures never received police approval. This reluc- 
tance was not completely an evasion of reality. It was 
rather a reflection of the policeman's psychology' that it 
makes little difference in the final analysis of robbery 
statistics whether a whole cargo of radios valued at 
$5,000 is taken at once or whether 300 or 400 radio sets 
reaching the same total figure were taken off trucks one 
at a time. 

In truck coverage from the business man's standpoint, 
there is a difference, and business men need the hijack- 
ing statistics as a basis for comparison so that they can 
reduce what they regard as unnecessarily high insurance 
rates. 

Prutected routings are only a part of the new system 
of combating hijacking but they are important enough 
to be called its heart. There are many other preventive 
and protective measures which the shipper or contract 




cartage companies must talre. A moral • ' ' ' ' <n has 
been placed i>n all iiersons concerned to f- rules 
on the theor>' that concerted action on one front will 
make the crime of hijacking so discouraging as to drive 
its votaries out of that means of livelihood. 

Truck drivers follow protectciJ routes 

THE key to the system is a four-page folder 12 inches 
wide and 16 inches long printed on blue paper. On the 
inside pages are maps of protected routes in the Chicago 
metropolitan area and over the Illinois network as far 
south as St. Louis. On the back page is a "report of loss" 
form. Tliis report becomes part of the police record. 

On the first page are the instructions. Several of the 
paragraphs are worthy of study. The first, of course, is 
a command to use only protected routes. Other provi- 
sions include: 

Idf-ntifylng lymbola must be placed on each artlcte iiv a 
ithlpment. 

Convoy cars must not attempt to follow kidnapped drivers 
ljul must follow »■ • -1 truck. 

Truck owners ; •• bust photos of each driver they 

employ; each diuii i carry identification cards. 

Drlvors must be trained to observe detail.i of value to the 
police when Involved in a holdup. 

DrlVfrs nuiht be men of known honesty and clean records. 
Contracts should be g-lven to cartage companies which ob- 
serve care In personnel selection and arc ftnanctolly strong 
enough to make Koi>d such losses. 

Drivers must not leave a truck at noon to have luncheon 
when engaged In clly hauling. 

Convoy cars should follow all highly valuable cargoes, re- 
maining 200 feel In (he rear of the truck. 




was once not uncommon for thieve.s to roll off half a 
cargo while a drayman was inside wetting his thnctl 
before he look his last load in at night. 

The two special officers were doing a good job of 
cleaning up a nest of thieves when the motor truck came 
along and ruined their system. In those days it was 
easier all around. A policeman could club his prisoner 
harder and get by with it and he could get a thief into 
jail if he looked like a thief. When motor vehicles re- 
placed horses, the police were left flat footed. Then too, 
the profession of law was suddenly expanded to enor- 
mous proportions with many a lawyer making his living 
off the red tape with which he could protect thievery. 
This has been particularly true during the depression. 

Until 15132, these men, a lieutenant and a sergeant, 
were the cartage detail in a city which is said to have 
about 110,000 commercial vehicle movements every week 
over an area 20 miles long and 14 miles wide. Around 
I hem, the business men succeeded during the next year 
in having a detail built up with its own fast cars and its 
own special privilege.^ of calling upon the regular i>i»lice 
to do special service. 

On October 1, 1934, after a valuable trial period on 
Chicago streets, the committee completed its routing 
work for city, county and state, having arranged for 
coordination of Chicago, Cook County and Illinois high- 
way police departments, the United States Department 
of Justice and the United States Bureau of Investigation. 

This combination makes a Middle Western version 
of Scotland Yard. Everybody works together and there 
are no territorial limitations and little red tape. Of 
course, the Government will not 
^ prosecute a case unless it has an 

m interstate connection. But the 

■| broadest interpretation possible is 

^ placed on every case and thus it is 

that city police under Lieut. James 
^^^L Kerr often are in downs! ate Illi- 

fl^^H nois rounding up a gang and gel- 

m^^^" ting evidence for a federal case 

M^^B while the federal men inside Chi- 

m^^^^ cago (ind that their own case is 

fn^^^k. one for state courts. 



Poli 



ice are learning 



At dusk a fast car overhauled the truck and slowed up along- 
side the driver's cab. "Pull over. This is a stick-up." 



The folder shows the location of city, county and state 
police .stations and carries telephone numbers of all of 
them. 

Nearly a year and a half was spent in building up 
this system before there was any definite result in the 
form of a nucleus of protected routes inside Chicago. 

All the work was pioneering from the beginning. In the 
Chicago police department were two men who had spe- 
cialized for 20 years in cartage theft prevention and 
detection. They were products of the First Police Dis- 
trict's efforts to save thirsty, trusting draymen of the 
old South Water Street market from their own follies. 
In that erstwhile, ill-lighted, saloon-infested section it 



THIS mixing has taught every- 
body concerned something profit- 
able. The cvample of federal agents 
has been helpful in restraining the 
police from making hasly arrests 
of small fry and has resulted in 
several roundups which could have 
been made only by leaving the 
quarry free and unsuspecting until 
they dragged their companions 
into the net. 

One such case recently involved 
a gang operating near Joliet, a 
keypoint in south and western 
truck roiiies and in east-west shipments on the Lincoln 
Highway not destined for Chicago. 

Eight men were sentenced in that case after a trial 
in November. 1934, presided over by Federal Judge C. F. 
Woodward and prosecuted by Assistant District Atloi 
ney Lloyd C. Moody. One man in the gang was no; 
caught and another was not tried because he had been 
apprehended in another crime in Missouri and was held 
there. 

Three separate cases were built against the gang as 
a result of the policy of patience and waiting but it was 
necessary to prosecute only one to gel sentences that 

I Continued on page CO; 



In the Woof! 



Or "The Mystery of the Missing Threads" 



THE WRITER of this lively satire knows government from 
inside and out. He knows bureaus and bureaucrats, he knows 
the eagerness with which they add to their powers and expand 
their personnel. 

Already there are grades for meats, for eggs and butter and 
for other foodstuffs. The Government urges the consumer to 
buy by govenmient grades and points to whatever response it 
receives as a spontaneous uprising by the public and as ground 
for further extending its power over business. 

It's not only foodstuffs. Already the textile field has been 
entered. The AAA publishes a periodical called Consumers" 
Guide. In its issue for January 28 it tells how the Government 
approved a Code Authority for the underwear industry, to deal 
with complaints from everybody and anybody who feels that 
his or her underwear doesn't give sufficient wear. The consumer 
takes the underwear back to the shop, the shop turns it over 
to the Authority and the Authority passes judgment. 

But the danger isn't only in the growth of government con- 
trol of business, it is in the danger that business may be stifled. 

Here's the way Prof. Robert F. Elder of the Massachusetts 
Institute of Technology describes the process: 

"Most important is the claim that the establishment of com- 
pulsory standard grades would remove the incentive which leads 
producers to spend money on research to develop better products. 
Why try to develop a supergrade A when the product must com- 
pete with those which merely meet the minimum grade A re- 
quirements? There is a case which drives home the point very 
nicely. A manufacturer of fire extinguishers was making the best 
equipment he knew how to make, and doing nicely. Along came 
the Underwriters' Laboratories with a definition of 'accept- 
able* extinguisher equipment which was entitled to a reduction 
in the insurance rate. A standard having been set, most manu- 
facturers and merchants bought the cheapest equipment which 
met the standard requirements. The company which made the 
best product it could was left with a rather thin market of un- 
usually intelligent buyers. Thus minimum standards have a 
strong tendency to become maximum standards and to make 
the most profitable policy one of 'just getting by*. " 



/» GOVERNMENT inspector dis- 
guised a-s a citizen entered a haber- 
dashery shop and asked for a pair of 
United States Grade A cotton draw- 
ers. He examined the garment crit- 
ically, stretching the cloth this way 
and that. 

"A very fine piece of merchandise," 
commented the clerk. 

For reply the customer bent back 
his coat lapel and exposed tin. 

"Where's the manager?" he de- 
manded. 



In the office of the manager, who 
proved also to be the owner, the in- 
spector produced a magnifying glass. 
Quickly he demonstrated that the 
drawers were four threads short of 
government standard. 

"Four threads short!" he accused. 
"In the woof!" 

Manager Klotz blinked. 

"In the woof?" he asked weakly. 

"In the woof!" the government man 
repeated. He took out a blank form, 
scribbled in the names of the store 



and its owner, tossed it to Klotz, and 
strode out. 

The paper cited Klotz for contempt 
of standard, and ordered him to ap- 
pear duces tecum, April 1, before the 
Federal Board of Universal Grades 
for the First District of New York. 

One hundred thousand federal po- 
lice all over the country were simi- 
larly buying retail goods — from ap- 
ples to xylophones — and examining 
them for conformance to government 
grade. The Government had set up 
universal grades for all retail prod- 
ucts and instituted a nation-wide in- 
spection system. Any person found 
selling a product below the grade 
stamped thereon was liable to fine or 
imprisonment, or both, for a first of- 
fense, and to revocation of license for 
a second. The Government seized and 
destroyed all misrepresented goods. 

Organized for snooping 

THE country had been divided into 
25 districts with a federal board of 
three men in each district commis- 
sioned to hold hearings on violations 
of government grades. The dockets of 
these boards were well filled, since 
many violations had been discovered 
in the three months after the organ- 
ization got under way. Each board 
had a large staff of investigators who 
went about surreptitiously purchas- 
ing goods in retail stores. Each had 
testing laboratories manned by chem- 
ists and other scientists. 

Bureaucrats had been working 
many years toward the development 
of this system and had finally per- 
suaded Congress to appropriate $50,- 
000,000 with which to organize the 
project. This money would be re- 
turned to the Treasury, the bureau- 
crats said. No additional appropria- 
tions would be needed, since the re- 
tailers would bear the cost of grading 
and inspection. They were somewhat 
vague as to how much the extra ser- 
vice would add to the cost of distri- 
bution or to the cost of living should 
the retailers pass on the cost to con- 
sumers, but they were sure the 
amount would be insignificant, and 
increase the cost of each article of 
merchandise only a penny or so. The 
service might even show a profit! 

Klotz, accompanied by his head 
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salesman and bookkeeper carrying 
cartons of uncicrwoar and bills of ac- 
count, a]ii)eiircd in due course before 
the Federal Board of llniversal 
Grades. Kltitz waa .short, round, and 
bug-eyed. 

He avowed nervously under oath 
his innocence, and offered support- 
ing evidence in the form of half a 
dozen garmenl.H which he declared 
had been contained in the pasteboard 
ho.x from which the drawers in dis- 
pute had been sold. These gar- 
menta met the woof count require- 
ments. 

Klotz's books were then offered in 
evidence, and the Board learned that 
(he drawers had been purcha.sed by 
Klotz from Withered & Grey, whole- 
salers, of Boston, Thereupon, the 
EU>ard caused a telegram lo be dis- 
patched to the Federal Board of Uni- 
versal Grades for the Third District 
of Boston, apprising them of the 
facts, and retiuesting an investiga- 
tion of Withered & Grey. The New 
York hearing was postponed for two 
weeks, pending a rejiort from Boston. 

Spurious ctedentiaU 

NEXT day a government investiga- 
tor disguised as a retailer appeared 
at the salesroom of Withered & Grey 
in Boston. He produced a government 
retail haberdashery license, since no 
wholesaler or jobber was permitted 
to sell good.s to a person who had no 
license, and e-xhibited also a confi- 
dential rejwrt of his financial rating. 
A member of the firm approved the 
account, and turned the customer 
over to a salesman. 

The investigator spent more than 
two hours going over the stock. He 
bought nothing, but set aside certain 
samples which he said he would like 
to show his partner. Finally he de- 
parted with several j)arcels and the 
declaration that he would wire an or- 
der within ten days. Outside, he 
hailed a taxi and rode to the Federal 
Building. 

A little out of breath, the govern- 
ment man laid the bundles of mer- 
chandise on the desk of the chief in- 
spector and broke the strings. On top 
was a black derby hat. 

This hat, he exjilaincd, had been 
obtained from Withered & Grey. The 
size stated therein was correct, he 
declared, and the shai)e of the hat 
complied with Regulation 42a of Sec- 
tion 6 of the government derby hat 
grades. 

"Bui the fell of this lial !" he as- 
serted, pointing an accusing finger at 
the bowler, "is adulterated with the 
hair of a Swiss goat !" 

The chief picked up the hat and 
looked at it inside and out, 

"Yes," he agreed, "it is adulterated. 
You can tell by its stiffness. The felt 



of the American goat is much finer. 
But what about the woofleas draw- 
ers ?" 

The inspector hastily mussed 
through the bundle. There wore no 
drawers. In his excitement over the 
hat he had forgotten to carry away 
samples of drawers. 

"Well, no matter," opined the chief 
inspector. "If the company sells adul- 
terated hats it probably sells short- 
woof drawers." 

The chief reached for a pad of 
printed forms, cited Withered & 
Grey of Boston for contempt of gov- 
ernment derby hat grades, and or- 
dered the owners to appear May 1 
before the Federal Board of Univer- 
sal Grades for the Third District of 
Boston. 

On April 10. Boston received a tele- 
gram from New York asking for a 
lejiort on the Klotz case, Boston 
wired back that no evidence on draw- 
ers had been obtained, but that a 
good case had been worked up against 
the company for selling adulterated 
hats. New York rej)lied that it was 
not intere.sted in hats but in drawers 
and that unless better cooperation 
was obtained from Boston, a com- 
plaint would be filed at Washington. 

Chief Inspector Flanagan of Bos- 
ton ignored this wire, but sent an- 
other that he had information that 
the Bowler Hat Company of Hart- 
ford, Conn., was manufacturing adul- 
terated hats. Would New York please 
investigate? New York paid no atten- 
tion to this message, and in.slead sent 
a complaint to Washington. Boston, 
having received no reply from New 
York, also complained to Washington. 

Hundreds of similar complaints 
were pouring into Washington from 
district board.s all over the country, 
each accusing all others of failure to 
cooperate in investigating cases that 
trailed across district lines. Washing- 
ton officials called a national con- 
ference of district commissionere. 
The conference, held in the big audi- 
torium of the new Department of 
Commerce Building in Washington, 
took nearly a week. All angles vvere 
explored as to how far investigators 
should go in running down cases. The 
problem was solved temporarily by 
putting on an additional 50,000 in- 
.speetors. 

Some government ofTicials believed 
that it was unnecessary to go back 
of the article, which itself was prhmi 
facie evidence of fraud. Others point- 
ed out that it would be unfair to drive 
only the retailers out of business and 
let shoddy manufacturers and whole- 
salers remain. A retailer might really 
be innocent, having been deceived by 
a wholesaler. No, the wholesaler in 
each case should be investigated, and 
the manufacturer investigated, and 
the original producer, the farmer, in- 



vestigated also, since the latter may 
have started the fraud in the firsi 
Iilace by knowingly and wilfully hav- 
ing violated government producticm 
standards. 

A cotton farmer, for cxamjile, it 
was pointed out, might violate gov- 
ernment regulations as to the quan- 
tity of fertilizer to be used upon his 
crop, and thereby produce a weak 
fiber. A goat herder might exercise 
his animals too vigorously in viola- 
tion of government requirement, and 
thereby produce a tougii goat. The 
tougher the goat the coarser the hair. 

Investigators needed sick leave 

THE Government now had 150.000 
investigators in the field, but it was 
soon discovered that more would be 
needed because all of them were never 
on the job at one time. Many persons 
resented strangers accosting them on 
the street and demanding to know 
where they had bought their clothing 
or household goods. As a result, a 
large number of investigators were 
in ho.spitals or otherwise indisposed. 

Cases were drawn out intermina- 
bly. Costs of investigation ran high. 

To keep a balance of government 
receipts over expenditures the cost of 
retail inspections had to be raised and 
reraised. There was natiun-wide com- 
plaint over the rising cost of living, 
but ream.H of pi-ess sheets poured out 
of Washington stating that the public 
had demanded eslablishment of gov- 
ernment retail grades and inspection, 
and that naturally such service cost 
money. Complaints to Congressmen 
and Senators caused the introduction 
of innumerable bills prohibiting re- 
tailers from pa3,sing on the cost of 
inspection to consumers. Hundreds of 
thousands of retailers were driven 
out of business and forced on govern- 
ment dote. As one government official 
expressed it, there were too damn 
many retailers anyhow. 

Klotz, again accompanied by his 
salesman and bookkeeper, had ap- 
peared before the New York Board on 
April 15, but had been informed that 
the case was further jwjstponed to 
May 1, pending a re{«>rt from Boston. 
Twice a month for nearly a year 
thereafter Klotz appeared before the 
board, only to be told each time that 
the case had been postponed another 
two weeks. But finally, after persis- 
tent pressure from Washington, Bos- 
ton came through with a report. It 
stated there were no short-woof 
drawers in the stock of Withered & 
Grey, the style of drawers in dis- 
tiute having gone out of fashion, but 
that the garment in question had 
probably been manufactured by Cot- 
Ion Mills, Inc., of Asheville, N. C. 

New York wired the North Caro- 
(Continiif'ii oh puije 70) 
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The Factor Finds Fresh Fields 



By JOHNFRITZ ACHELIS 
Presideot, Commercial Factors Corporation 



FOR 100 years an industry 
with a service to selUived side 
by side with industries 
that were potential users of 
that service. But they did not 
get together because of tradi- 
tion."Then."as the fiction writ- 
ers say, "came the depression" 



Because, untn the past three or 
four years, factoring was confined to 
textiles, few business men in other 
industries understand just what a 
factor does. 

The general impression is that the 
factor acts primarily as a selling 
agent and occasionally has a heavy 
financial interest in the companies he 
represents. Some confuse the factor 
with finance companies which lend 
on accounts receivahle. 

Both are wrong. The factor does no 
selling. It is not his province to own 
or operate mills. He does not lend 
against accounts receivable nor 
against a manufacturer's total assets, 
as does a bank. 

Factoring is strictly a financial ar- 
rangement by which a factor buys a 
concern's accounts receivable for 
cash without recourse. Actually the 
factor takes over all of the credit and 
collection functions of a concern as 
well as the bookkeeping for accounts 
receivable. 

The client sells his product only to 
those customers and in those 
amounts which the factor's credit de- 
partment have approved. Incidental- 
ly this does not result in restricted 
sales. The factor is eager to have his 
client sell as much as possible. Usual- 
ly, because of his superior facilities 
for getting accurate credit informa- 
tion, the factor enables his client to 
take business he would othei-wise 
pass up. By tiiis both profit. 

When the manufacturer ships his 
goods, he receives from the factor the 
net proceeds of the invoice, less a 
small reserve which is temporarily 




Factoring is strictly a financial arrangement 
by which a factor buys a concern's accounts 
receivable for cash 



is important in a credi- 
tor's eyes. Before this 
manufacturer factored 
his accounts receivable 
liis "quick" condition 
was as follows, using 
round figures for con- 
venience : 

Oniric Aasetn 
Cash $ 20,000 

Accounts 

Receivable 100,000 
Inventories 180.000 
$300,000 
Quick LitihUiliex 
Owed to Banks i 50,000 
Accounts Payable 150,000 
$200,000 

Net WorkinB 

Capital $100,000 
Ratio quick assets to 

quick liabilities 3:2 



retained to cover claims and allow- 
ances. Thereafter the manufacturer 
has no worry about accounts. The 
factor does all the collecting and, if 
the accounts fail, the factor as- 
sumes the entire loss without re- 
course to hia client. For all of these 
services the factor charges a ser- 
vice fee, which is generally offset by 
the saving which the client makes 
in bookkeeping, credit and collection 
expense and bad debt losses. 

Ass€ts are kept more liquid 

BY eliminating all chance of loss 
from bad debts, the concern which 
avails itself of a factor's service 
avoids a business hazard which has 
crippled or ruined many concerns. 
This, together with the improvement 
in the ratio between quick assets and 
quick liabilities, makes a concern 
which factors its accounts receivable 
a much more attractive credit risk 
both to banks and to suppliers of ma- 
terials. 

Let us consider an actual ca.se to 
see how this comes about, because it 



Then a factor took 
over the accounts re- 
ceivable for cash. This 
manufacturer decided to use the 
iSlOO.OOO he received to reduce both 
his bank loans and his accounts pay- 
able by h.ilf. His condition as to 
liquidity then became: 

Quick Assets 

Cash 

Inventories 



$ 20,000 
_180,000 
t2O0T0OO 



Quick LiubiUties 
Owed to Banks 
Accounts Payable 



$ 2S.0OO 
75,000 
$100,000 

Net Working Capital $100,000 
Kaliij quick assets to quick liabilities 2:1 

A ratio of 2:1 is of course much 
more attractive than one of 3 :2. 

On the other hand, it is often ad- 
visable to use the cash made available 
by the factor to finance increased pro- 
duction. Here is the case of a concern 
— not in the textile industry. 

Its sales were highly seasonal. 
About 35 per cent of its total volume 
was shipped in the spring— 65 per 
cent for the fall and holiday trade. 
Its goods were, and are, sold on 30 
days credit. 

For August and the first half of 
(Continued on page 12) 
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A few of the motorized 
searchlights limbering up 
for a big job. Some of them 
project beams of 500,000,- 
000 candle-power 



A man-made aurora, with- 
out the frostbite, is available 
for anyone who wishes it 



Fingers of Fire 
Pull Customers 



FEW yearn ago, the hifrh-pnwcred 
aearchlight was a novelty. Today, one 
proceeds to one's roof or to the front 
alreel of an evenini; to spot the beams 
and det(»rmlne If there Is anything in 
town- from a mnviG promlere to a new 
market- which may merit InveBli^tatlon. 

Advertising with lluht beams has be- 
come a Htandardized part of life in the 
Wc»l and indlvkluiil^ have butll up con- 
aiderable buslneam'S In this aervtoe. Some 
of them posMpHM enuljiment ofiiial to that 
of the Army or Navy and several of the 
tarppr are. In fart In the Army Reserve, 

In time of public emergency, a police 
TBcort clears the way while the big lights 

«'ime of them muHterlnR 500.000,000 
candli'-ptiwer — mounted on motorized 
eiiulpnient. trundle to the scene. They 
have hi'cn UBcd to extricate a fallen alr- 
filiiiie from n nil ' ' ' ' • i ■ 

ciicra after a 
1 1 y ri«id wti I !>■ 1 

Their n\- 

to lun- :iu' 

cnl ci Kor this pur- 

pose n : . opening under 

new niaiuhKeineiit may employ a Mingle 
beam or no while n Hollywoml preview 
may tie .liTlt. ,1 i.iii wish a complete rep- 
llcn <-.f Hn- ,\ii>"r'i M'Tviill."! 
1 . . . .... 

II; 

rail 



wood , 



ono I, oiCBiit 



I- r^M 



t I 



<t aome were placed on 
— Kiiran PuaairrH 



As many as 50,000 automcibilcs have been (lr,iv«n to a HtilK'Uood premicrr by 
the use of powerful light displays. Sometimes whole boulevards are lighted 
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Politics at the Switchboard 



By J. LAMBERT PAYNE 
Former Comptroller of Statistics. Canadian Dept. of Railways & Canals 



EX th*- Canadian provinces of 
Alberta and Saskatchewan were given 
local autonomy in 1805, they pro- 
ceeded at once to demonstrate their 
own notions of government. Mani- 
toba had already been doing so for 
two or more decades. They launched 
extensively into public ownership. 
Today, the stem lessons of experi- 
ence are compelling them, in a some- 
what chastened spirit, to revise their 
calculations. Not only did these 
provinces take up tliat policy in re- 
spect to practically all public utili- 
ties and services, but their munici- 
palities did likewise; and they, too, 
have been sobered by the adverse 
consequences in many instances. 

Alberta has come lo serious 
trouble in her venture into telephone 
ownership. At the outset two forms 
of public ownership were considered. 
The iirsl was predicated upon giving 
to users the benefits of operation at 
cost; and, of course, it was predicted 
the cost would be much lower than 
under corporate ownership. The sec- 
ond was based on slightly higher 
initial tolls, with a sinking fund 
which would, within a given period, 
extinguish all capital liability and 
then enable the province to give tele- 



phone services to its people at as- 
tonishinglj' low rates. Alberta adopt- 
ed the latter plan. 

Some years later. Alberta called in 
an expert and had him go over the 
telephone system. He warned the 
authorities that they were heading 
for disaster. No heed, however, was 
given either to this warning or to 
the accompanying advice. From time 
to time thereafter rather glowing re- 
ports were issued to the people and 
these were unhesitatingly accepted. 
Recently another expert was sum- 
moned. He bluntly told the Govern- 
ment that the calamity predicted by 
his predecessor was actually upon the 
province. This time further conceal- 
ment was impossible. The shock fell 
upon a people utterly unprepared. 

I do not propose to discuss the 
merits or demerits of public owner- 
ship; nor shall I express any per- 
sonal opinions about the Alberta 



A DISPASSIONATE study of the re- 
sults achieved by two Canadian prov- 
inces which attempted to operate their 
own telephone systems so that their 
people might enioy the savings possi- 
ble when the profit motive was removed 



breakdown. I shall confine myself to 
a judicial statement of the facts, and 
let my readers draw their own con- 
clusions. My single departure from 
this attitude will be to say that, after 
long study and observation, under 
favorable conditions for getting at 
the truth, I see a difference in the 
probability of success between public 
ownership as operated by a state and 
public ownership as carried out by 
a municipality. The latter comes 
directly under the eyes of those who 
pay the hill for failure or enjoy the 
fruits of success. The former is no- 
body's business in particular from 
the popular standpoint and permits 
the intrusion of politics. 

I emphasize this factor of political 
manipulation, because it has been 
glaringly disclosed by the post- 
mortem in the case of Alberta's tele- 
phone venture. 
Statistical information with re- 
spect to the opera- 
tion of telephone ser- 
vices in Canada was 
not available before 
1911. By then Alber- 
ta was well under 
( Continued on 
page 6S) 
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This Burroughs Adding Mochine has many new, improved 
features that make figuring faster, easier, more accurate. 
It eliminates many needless motions. If provides mony 
operating short-cuts POSSIBLE ONLY on the standard 
visible koyboord. It is also typically Burroughs in work- 
manship, quality ond long life. For a demonstration or 
descriptive folder, coll or v/rite the local Burroughs office. 

BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHtGAN 



Tq lek« a tetol. dvprvi* Vh« totaf krnf. Al thit lingk motion 



SIMPLE 




SUBTRACTION 


**^ I ^^^^^^^ ^^^^1 







To tvbtratf. t^th th« "mmwi" l^gr. To oft^. Vo'jth th* "plw»" 
bar. Sublmction it ot fo%* at dddili«n. 




Accounting, EUling and Calculating Machines Mj 
Typewriters • Cash Registers • Posture Chairs • Suppliesj 



No Business Can Escape Change 



Here in brief review are some 
of the many new products 
currently going to market 



A new (lomeslic wnter hratpr combinoH oil burner, automatic 
conlrniK and vvatrr tank in a single compact unit. It can bp 
equipped with one or more ronm-hcalinK units. . . . 

More bathroom space for toiletries, etc., is provided by a new 
metal shelf, with guard rim. which tits over the old closet 
tank-top or serves as tank-top and shelf combined. . . . 

Celtopban* Is now being us«d In a new shower cap which slip.'j 
over one's entire head, still doesn't interfere with vision or 
crush feminine coiffures. . . . 

Development of a tiny bulb with a double convex lens at the tip 
makes possible a tiny new fla.ihlight (for handbag;; or vest 
pocket) which emits a brilliant spot of light. . . . 

Control of brown patch, a disease which attacks golf greens 
and lawns, is claimed for a new funf^clde which combines two 
organic mercury compounds. . . . 

Meats are roasted exactly na wanted rare, medium, or well 
—with the aid of a new cooking thermometer. . . . 

Extreme cleamc.>;s is claimed for a new sausage casing, II is 
soaked and handled like viscose casings, save that longer 
soaking is said to Increase Its stretch. . . . 

Pure, clear, tmlformly saturated brine is said to be produced 
from rock salt rapidly, economically, automatically through 
a process and equipment lately developed. , . . 

A narrow, clo.se-fittinB fiush joint in a new vitrlfied'Ctay wall 
coping supplants the usual raised joint. The coping also 
embodies a design said to bond it to the wail more securely . . . 



Perfect rewaling l.s afforded by a new 
tamper-proof cap for containers of oils, 
varnishes, etc. No capping equipment's 
needed; it opens, reseala with slight 
pressure of the fingers. . . . 

Any standard-thread Rlass jar can be 
converted into a kerosene lamp with a 
new jar cap which is threaded to re- 
ceive, in Its turn, a standard No. 2 lamp 
burner and chimney. . . . 

Workers, housewives, who use hand 
knives in paring and similar operations 
are offered a new thumb guard which 
has metal mesh molded Inside a rubber 
casing. . . . 

Tire blowout hazards are reduced by a 
new Innrr tube. It consists of a tube with- 
in a tube, a sinjjrte vent hole connectinR 
the two air chambers. When the tire 
blows, air escapes from the outside tube 
at once, from the Inside tube gradually 
through the vent. . . . 

LateraJ slots of an Inch deep, 'i of 
an Inch apart, are cut in worn tire treads 
by ft new machine, thus restoring the 
lire's non-skid qualities. . . . 



A new trailer for passenger cars, quickly attached or de- 
tached, is mounted on a single wheel. It is said to trail and 
back perfectly. Is available in several body styles. . . . 

A new cernmic pencil permits any artist to decorate clay 
panels, plnlps, ptaques with roliired drawings or designs, 
j^iring fuses the decoration permanently into the surface. . . . 

Only two coatings and firings. In place of the usual three, are 
required In a new porcelain enumelitig proce.ss. Lower costs, 
greater opacity, less chipping and crazing are claimed. . . . 

Removable oven and waffle grids, a variety of utensils, are pro- 
vided with a new electric table cooker which bakes, broils, 
bolls, grills, fries, steams, roasts or toasts. . . . 

A new luminescent paint, for any surface, is said to remain 
luminous for 12 hours after exposure lo light. It contains 
no radlo-activp matter. Is non-inflammable, non-toxic. . . . 

Sheet meial uip to 11 gauge hot-rolled steel) Is cut rapidly, 
accurately by a new portable electric cutting machine. Blades 
are ea.«sily removed for sharpening. . . . 

Gale vatv«« which have renewable bronze seat rings are now 
offered. Renewal is described as a one-man, five-mlnufe job, 
done without removing the body from the pipe line. . . . 

Back of a new carpet is coated with a solution which locks 
pile and backing, so that cut edges won't fray. Tape and the 
same solution are used lo join pieces, making flat, Inviaibto 
seams, permitting damaged spots lo be cut out and re- 
placed. . . . 

A new door for homes, offices, etc., has a woven-wood core — • 
a grid framed from notched wooden strips -faced on either 
side with plywood. It's described as light, proof against warp- 
ing, swelling, sagging, easy to hang, lit, finish. . . . 

A light, compact new safety razor folds into an enamelled 
metal case the size and shape of a fountain pen. The case also 
carries spare blades, lUs vest pocket or purse. . . . 

— Paul H. Havwaiib 

Edjtor'b Note — This material is gathered from the many 
sources to which Natici.v's Bi:arNKSH has access and from the 
flow of business news into our offices in Washington. Further 
Information on any of these items can be had by writing us. 




What is uid to be the first coppiT hoiiw m i ..mm > ,i ii, lompli-U'd 
in Arlingion County, Va. Exterior walls and roof are of this metal and it 
is also being used in the interior in light fixtures and other appointments 
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Plant today-Enjoy tomorrow 




CjJptin^lime again. Flowers to plant — 
shrubs to trim— your garden to cultivate 
so that you and your family may enjoy 
them later. 

This is typical of life — to work today for 
something which will mature in tbe fu- 
ture. But should anything happen to you 
— what then? Would your family enjoy 
the fruits of your labor? Would your home 
become just another "House for Sale"? 

Life Insurance can protect your home. 
A Metropolitan Field-Man will tell you 
how part of your present earnings may 
be planted to grow into future security 
for your family through a practical Pro- 
gram of Life Insurance. Send for him or 
mail the coupon. 





The Metropolitan issues life iijstirance in the 
usual standard forms, individual and group, 
in targe and small amounts. It also issues an- 
nuities and accident and health policies. 

The Mctrupolitun is a mutual organization. Its 
assets are held for the benefit of its policy- 
holders, and any divisible surplus is returned to 
its policyholders in the form of dividends. 



MriTfiptiliiMii Kifc Inhurirticr 


Cn. 


(N) 


1 Mjidinun Ave, l^^vf urk. 


N.Y. 






Uk^ \v \i.i*r. ill for tnii Lion 


rcffjirJiriK a Life I iiBuriiJicc 




which will hrjp tu jirolret 


my tiuiiic. 





























METROPOLITAN LIFE INSLRANCE COMPANY 

Frederick H. Ecker, President One Madieon Avenue, New York, N. Y. 



Let s Try to Understand Prices 

By WILLARD L. THORP 
Chairman, Advisory Council. NRA 



'HAT is price? Web- 
slvr .says: "Tlie quantity of 
one thing, usually money, 
that is exchariKt-d or 
manded in barter or sale for 
another." 

But, in actual fact, price 
is far more complicated 
than this simple definition 
would indicate. Along with 
the object we purchase, we buy many 
other items, lanRible and intangible, 
which make the transact ion in reality 
a combination purchase, and the 
character of payment, in turn, is fre- 
quently much more involved than a 
single outlay of cash. 

When we buy ii commodity we may 
also be purchasing various services, 
such as delivery and free repairs; 
guarantees of quality or guarantees 
against price decline; premiums and 
opportunities for prizes; a trade- 
mark: credit for a period of time; 
options on other purchases; sales 
assistance; and the like. On the other 
hand, payment may be complicated 
by cash, quantity and special 
discounts; advertising allow- 
ances; freight allowances; 
customer classifications; cred- 
it terms ; privilege of cancella- 
tion; and so forth. 

These and a host of other 
elements may be involved in 
any single transaction of pur- 
chase and sale. Competition 
may focus on any point in the 
transaction. The cash pay- 
ment may not change, but in- 
creases or reductions in con- 
cessions and conditions of sale 
are a very real form of price 
variation, and in some markets 
variations appear chiefly in tht- 
quality of the product. 

To illustrate the complexity 
of this situation, may I mere- 
ly suggest a few of the factors 
involved in the purchase of an 
automobile? Not oniy mu.st 
the price cover a substantial 
amount of sales talk and free 
demonstration rides, but it 
supports a considerable part 
of our radio entertainment. It 
pays for the 24 pages of auto- 
mobile advertising in a weekly 



TO FIX or not to fix prices is a lively 
issue. Many men have argued it. NRA 
devoted a four-day hearing to it. Here 
is some light on the subject by a man 
who discusses practical economics in 
every-day English 



magazine, for example, thus making 
available to every citizen at the be- 
low-cost price of five cents a discus- 
sion of price-fixing by one who ought 
to know. On the other side of this 
automobile transaction are various 
credit terms, including instalment 
payment arrangements, free repair 
service for a considerable period; 
and that bewildering and complicated 
price phenomenon, the used-car al- 
lowance. 

These suggest only a few of the 
elements which go into the price 
arrangements for a single com- 
modity. Where the commodity is not 
standardized, or is made to meet 



Hii'-cial specifications, an 
I V. a more difficult price 
Hituation api>ears. The 
number and variety of 
.separate commodities which 
now enter into channels of 
trade cannot even be esti- 
mated. The size of a mail- 
order catalog is only a 
slight indication of the 
number of items involved in the 
structure of prices. 

But the situation is even mure 
complicated than this picture would 
indicate; for a single commodity in 
a single market, there often is no 
close uniformity in prices. On the 
one hand, the price of bread is rela- 
tively unifoim in a given area. On 
the other, bids recently filed with the 
U. S. Government for 63 inch cotton 
sheeting ranged from 16.27 cents to 
2.5.27 cents per yard. A study made 
some months ago of the price of a 
mouth wash in 3.34-1 drug stores in 
New York City showed that the same 
size bottle was selling at every cent 




Price is complicated. A host of elements, tangible 
and intangible, enter into every transaction 



NATION S BUSINESS for April. 1935 



ATION S BUSINESS for April. 1935 



39 



-THAT'S WHY WE USE GOODRICH SILVERTOWNS" 

Says Fire Chief Hens/ey 




NEW GOODRICH TRUCK TIRE PROTECTS AGAINST 
BLOW-OUTS -COSTLY ROAD DELAYS 




of «h£ AihliMKii, Ky., 
Fir4 Dtrparlxemi. 



WHEN the 
siren 
screams on the 
fire engine, sec- 
onds are pre- 
cious. The fire 
apparatus must 
get through in 
double - quick 
time! Just think 
what might hap- 
pen if a tire 
blew out! 



In your business, too, truck tire 
failures arc costly. The sidewall 
"Failure Zone" is stealing money 
from truckers every day — every 
minute. Most truck tires taken out 
of service prematurely are dam- 
aged right in the sidewall. 

You can't see a break coming b>e- 
cause it works from the inside out. 
You get no warning. Suddenly 
there is a BANG! The tire is flat! 
The casing ruined. Truck and 
driver lose time. 



Well, Goodrich has a new kind of 
tire — a tire with a sidewall that is 
just as strong as the tread! The 
reason is Triple Protection, The 
tire is the Triple Protected Silver- 
town! 

Why not take a tip from Fire Chief 
Hensley, who says, "We can't take 
chances . . . that's why we use 
Goodrich Silvertowns," If you 
want to play safe, get the tire with 
this 3-way protection: 

new, tougK, tturdy rub* 
ber rnaicerial with greater rciistancc to 
sirctch. A layer of Pfyfleit in the sidcw^ilJ 
prf?vf!nt$ pJy «cparjcian — distrib- 
utes itrejsei^ — cKcik^ ioc,\\ w*!a.k- 
nvss. 



2PLy-LOCK— the new Goodrich way of 
lacking the plies about the bead' An- 
choring thfm in place. Positive protection 
ag:tin$C the short plies tearing loose above 
the bead. 

3100% FULL-FLOATING CORD 
— Eacb cord is surrounded by rubber. 
With ordinary cross-woven fabric, when 
the cords touch each other^ they rub — gee 
hot — bri-ak. In Silvertowns^ there are no 
cross cords* No friction. 

This Costly Invention Costs You Nothinf 

Every Triple Protected Silvertown costi 
jTwrc to manufacture. But you don't 
have to p.iy one cent extra for this amaz- 
ing tiref 

Trucker's Handbook i 

tvarv trubkiT, every driver thouLii Kflv< 
lliif big 44-pj,sc book. Givrt tomaiaditf 
wi-if^ht^t \oxii 1 c h c-d ul m t txrc aaJ truclc 
■i^ta. Writt tor frrc CDpv, Dept^ 
Tkir F. GondncH CDinpAny» Akron, O. 



FREE! 



Wouldn't you like to end 
kind of grief? 



that 




Coo Jr icK^u*^ S live rt o wn s 



SPECIFY THESE NEW SILVERTOWN TIRES FOR TRUCKS AND BUSES 
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interval from 49 to 75 cents while 
23 stores wore as low as 45 cents and 
20 as high as $1.00. This is perhaps 
an extreme case, but even in such 
standard commodities as coke, coal, 
fuel oil, and ice. uniformity by no 
means prevails in local markets. 

As there is no price uniformity in 
single mDrkcls, there is even less uni- 
formity among markets in different 
geographical areas. Thus, although 
the most frequent retail price for this 
"articular mouth wash in New York 
iity was 59 cents, it was 63 cents in 
Minneapolis, 69 in Chicago, 75 in 
Dalla.s, and 59 again in San Fran- 
cisco. A familiar example of these 
geographic variations is the price of 
gasoline and of dairy products. 

Talk of the "price level" might 
lead us to believe that variations in 
prices occur with some uniformity. 
Actually the price level is merely a 
summary for a mass of criss-cross, 
varying and di.ssimilarly behaving 
phenomena. Behind it is to be found 
widely differing behavior of differ- 
ent prices, moving in different direc- 
tions at different rates of speed and 
at different times. Some prices are 
continually fluctuating, others change 
only infrequently. The index of prices 
is only an attempt -to average these 
factors. 

Diverse price changes 

EVEN when there is some degree 
of uniformity within the market, the 
price behavior of various commodi- 
ties differs widely. Of the nearly 800 
commodities for which the Bureau of 
Labor Statistics collects records of 
wholesale prices, 28, in spite of the 
general decline, have actually ad- 
vanced above their 1929 price level. 
Thirteen have shown no change in 
the reported price quotation, since 
1929 or earlier, and 18 commodities 
fell in price to less than 25 per cent 
of their level in 1926. 

Quite as dissimilar are the re- 
actions of these commodities to the 
forces of recovery. Although 95 com- 
modities on the list are back to the 
1926 level or higher, 43 have not ad- 
vanced at all despite the general im- 
provement of the past 20 months. 

What sets a price? Excluding cer- 
tain areas where other controls have 
been established, the underlying 
theory han been that each individual 
business man was free to set any 
price he desired — and yet he is not 
free. He cannot set his price too low, 
or he will see his assets and his en- 
terprise disappear. He cannot set his 
price too high, or his customers will 
turn to a less exj)ensive competitor. 
Thu.s, many business men competing 
in the market place act as a limit 
upon each other while purchasers, 
shopping from one to the other, tend 



to make a uniform price prevail. If 
more supply is in the market than 
demand, the price automatically falls 
as the sellers try to persuade pur- 
chasers to deal with them. If more 
demand is in the market than supply, 
bids drive the price up as each buyer 
tries to assure himself of obtaining 
the desired commodity. This is the 
simple i)icture of a competitive price, 
playing its part in bringing the 
market into equilibrium. 

Many prices behave after this fash- 
ion, but this description of price be- 
havior leaves out of account entirely 
the |)ublic utility field, where rates 
are fixed by government regulation. 
It fails to consider the wide area in 
which price competition has been 
supplanted by informal understand- 
ings among business men to follow 
some uniform price policy. It disre- 
gards the prices which are inflexible 
by definition, such as the five-cent 
cigar, or by custom, as a magazine or 
newspaper. It disregards the cases 
where prices are fixed arbitrarily to 
capture markets, to introduce new 
products or brands, or to destroy an 
embarrassing competitor. It fails to 
recognize industries in which a dom- 
inant enterprise is able to determine 
its price policy without fear of im- 
mediate and direct competition. 

It would appear that, instead of a 
system of prices fixed by neat and 
orderly processes of competition, 
some industries have too little com- 
petition and others have too much. 
Some markets are exceedingly re- 
sponsive and delicate; in others 
prices are so fixed and imperlurbabie 
that the events of the past five yeai's 
have left them unmoved. 

Just as the business man is not 
really free to determine his own 
prices, so the price of each single 
commodity is subject to limitations 
imposed by other prices. A change 
in the price of cotton will be reflected 
in the price and purchase of finished 
cotton textiles, which in turn wilt 
affect rayon and silk. This may in- 
volve additional textile machinery of 
one sort or another. And the influence 
on the price of cottonseed will set in 
motion quite a different chain of ef- 
fects. The possibility of substitute 
commodities is endless, not only in 
the obvious form of gas and electric- 
ity, coal and fuel oil, and movies and 
magazines, but in the continual 
choices which the consumer must 
make when he spends his dollar. In 
all these decisions, price plays an im- 
portant role, and the share of each 
industry in (he total national ex- 
penditure is seriously affected by the 
price of its product. 

There is, too, the relationship be- 
tween prices of items entering into 
the manufacture of the product, and 
lhat of the final product itself. The 
■■■HHHIII^. M 



nature of this relationship varies 
with the nature of the industry, each 
set of prices being subject to a vast 
number of relationships other than 
that simply of coat of materials t 
finished |)roduct. The absence of an 
fixed relationship is particularly true 
in those industries which have high 
overhead cost. Here total costs are 
high or low as fixed charges are 
spread over a small or large output. 
In fact, the market determines the 
unit cost of production, rather than 
the unit coat the market. An auto- 
mobile manufacturer does not know 
his unit cost until the last car is sold. 

Nevertheless, the possibility of us- 
ing substitute materials or using the 
same material in many [iroducts, is 
another of the chains which bind the 
many individual prices into the price 
system. 

Price is the regulator 

PRICES cannot be regarded as an in- 
dependent factor in the economic sys- 
tem. They are not merely a part of 
the economic system, bwt they are its 
heart. As the economic system in this 
country has developed, we have had 
no dictator to tell each one of us what 
to do, no economic council to direct 
industry, allocate investment funds, 
and allocate products to consumers. 
This task has fallen primarily on the 
price system. 

Prices are the most usual mechan- 
ism for selecting producers and con- 
sumers—for determining production 
and consumption. A high price en- 
courages production, a tow price dis- 
co urage.** or eliminates some members 
of the industry. Likewise it selects the 
consumers. If 25 cents were the ad- 
mission charge to an Army and Navy 
game, some new criterion of admis- 
sion would be needed or any e.Kisting 
bowl would overflow. But by the sim- 
ple expedient of setting a price, the 
applications for tickets can be auto- 
matically limited to any figure. Place 
the price high enough, and give no 
complimentary tickets, and you could 
reduce the audience, even for -this 
spectacle, to ten spectators. 

Price is the principal regulator in 
the constant shifting of our economic 
order. Style, fashion, and even ca- 
price can shift the demand of con- 
sumei-s with great rapidity. New 
technical processes can require the 
complete reorganization of an indus- 
try, while new products may displace 
old established lines. These changing 
conditions call for rapid adjustments, 
and reliance for achieving them now 
rests heavily upon the price .system. 
It is the automatic force which keeps 
the world of individual business men, 
each making separate judgments, 
from utter chaos. 

But unfortunately we have not es- 
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TODAY'S new condiUons . . . with liiniled 
ivorking hours, no over lime, higher costs 
. . . are a challenijje to action in any LusinesH, 
regardless of its kind or size. 1'he diseoverv 
of better mi-thuds is an oblijiatioii it must 
assume if progress is to be made. 

For more than a third of a century 

Addressopraph and MiiUigraph have bet'n 
important factors in budding business profits. 
Bui more important today, this business 
equipment has been kept in pace with the 
newest developments and needs. An expan- 
sion of research, engineering and pro(Iuctiou 
facilities has created many improvements 
that result in new profits to users, 

Multigraph and jNIullilith, the new offset 
printing machine fur the office, make big 



savings in the production of result-getting 
letters, advertising, sales helps and business 
forms of all kinds. Addressograph speeds up 
office and factory routine by doing nanie- aud 
data -writing ten to fifty times faster than 
by l»and methods. 

Addressograph -Multigrapli equipment in- 
cludes more than 100 mudfrn business ma- 
chines for moui') -making and niouey-savtng 
service. Now is the time to discover what 
they can accomplish in your business. Profit 
|iossibilities are in the farts which will be 
supplied on request. 

ADUK ESSOGRAPH.MtiLTICR.4PII 
CORPORATION 
<Uc( eland * Ohio 
Ogit-e-t in Principal Cities Throtighoii t titp Worhl 



AddrEssaqraph Multiqrapi 
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WHEREVER 
YOU NEED 



INSULATION 

YOU NEED 

BALSAM-WOOL 



In humm or inJiistrijl 
liuitiJinp« ... in miinii- 
riii'liiri-ijr |>u<'kia<:i)i;: . . . 
wht*r<*vrr Iiriit. r*«ltl or 
liiiniiilit y ur<- pri>lilrMii, 

anxwrr. Itn lli<- «//• 
pttrpoiv inmitaliiin. dr- 
Ntpnrd to ilti a lirlt**r 
j'lb in a wiili* varii'ly »f 
a|iplt<-jli<iti». W iitrr. 
jiroof, \t i n •! jiraju r. 
viTmin-|Triwif and firr- 
rrAi^taiit, it iiimliim-ri 
lii^li iiiniilatiri^ fffi. 
i;tenry with iilmii>-t 
practicality — ut low 
cos I. 

Write us about \ (H H 
iosulatioo ucrdn. % c 
can you find the 

RItiHT Aolulion — as 
VIC liuvc liclpcil hiin- 
drrda of othcrit. Jusl 
mail llif <'»ii|Mir)! 

9 11^, too. IlllOUt 

.N't <H)J), llic iiiul- 
tiplc-purpoMC vail 
atid ceiling covering 
that dccoratcii, ii)»u» 
lutca, Iitihht-H noise 
and correct ■< fiiull)' 
uf'od.Htic*— all ill 4>ric 
uppNcalioii and at un 
amaxln^ly low price. 




HOMES 




MANUFACTURE 




PACKING 



WrWIi f.'ONV KH!*Jurv (lMMI*.iM 

Hixiii* III. I-ir*! .Niiii^mja Bnuli BuiWinu 
St I'^uui, Muiiif«(iiis 

PIpuw kivc- mr riiformutiuii dImmU BAUiiM-WuuL 
{•Iff Ui<? fiiliuwinE UBc; 




BflLSRm-UJQOL 

Made Bif The Makers of 

nu-UJODD 

WOOD CONVERSION COMPANY 

ST. PAUL ■ MIMNfSOTA 



caped entirely from chaos. Our neat 
and orderly economic system is no 
longer a matter of pride and glory. 
Somewhere something went wrong in 
the machinery. Many blame it largely 
on the functioning of prices. The spe- 
cific charges most frequently appear- 
ing are ; 

1. That markets were disorganized 
by various forms of unfair price com- 
petition^ — secret rebates, price dis- 
crimination among customers, mis- 
representation of competition, bids 
by buyers and the like. This may or 
may not be a just criticism. In many 
instances, it merely reflects the fact 
that underlying economic factors 
warranted a price decline, but the 
public cash price was inflexible. In 
such instances, the development of 
these practices, temporariiy, may 
have been for the good of the indus- 
try. Nevertheless, it must bo agreed 
that in many cases excessive compe- 
tition may cause serious damage, a.s 
it did among the railroads before the 
establishment of the Interstate Com- 
merce Commission, The tjuestion 
therefore is why did these practices 
develop? What steps can the Govern- 
ment properly take to see that com- 
petition is open and fair and orderly 7 
And how, in the complication of con- 
siderations in any purchase and sale, 
can such regulation be made effec- 
tive? 

2. That prices were not sufficiently 
flexible to guide industries as they 
require. The reason for these inflexi- 
ble spots in the price system has 
been discussed. Sufficient evidence ia 
available to show that, in general, 
where prices remained high during 
the depression, the slack was ab- 
sorbed in production and employ- 
ijient. Where prices fell sharply pro- 
duction tended to be maintained. The 
problem here is: Are prices suffi- 
ciently flexible to direct production, 
consumption, and investment prop- 
erly? Are there oilier elements of 
control which give the same prom- 
ise of proper directions as would 
competitive prices? If not, can prices 
be made more flexible? If not, what 
other types of control can be util- 
ized? 

3. Frequently prices fell so low as 
to destroy profits and therefore must 
be raised before industrial activity 
will be resumed. This suggests sev- 
eral questions. Why did prices fall? 
Will not any price increase so curtail 

I demand as to make profits even more 
elusive? Is the price factor, the fac- 
tor which it is intended to direct, the 
best one to subject to control? May 
not interference with price ham- 
per the forces of readjustment re- 
quired to win a return to economic 
health? 

These questions indicate the gen- 
eral problems that mu.st be faced in 



arriving at a price policy. The earlier 
analysis, in addition to emphasizing 
the complexity and extraordinary 
extent of the price system, would 
suggest three elements in an ap- 
proach : 

1. That industrial commodities and 
individual markets are so different 
that specific answers can probably be 
given only in specific cases. The pre- 
sumption is that these differences 
may be so great as to require quite 
different methods of treatment and 
control, if any. 

2. That a di.stinction must be made 
between direct tampering with prices 
and an effort to eliminate those ele- 
ments in the market which interfere 
improperly with the determination of 
price. For example, while stock prices 
are free to fluctuate, there is a defi- 
nite attempt to eliminate pools and 
rigging of the market. This is not 
price-fixing in any sense, but rather 
an effort to create a fair and orderly 
market, reacting to the economic 
forces present rather than to manipu- 
lation. 

3. That prices are an intimate part 
of the total economic picture so that 
any specific industry program must 
be viewed in the light of its effect not 
only Upon other economic factors in 
the industry, but upon other indus- 
tries as well. Essentially, price be- 
havior is not important in terms of 
prices as such, but rather in terms of 
prices as an instrument for regulat- 
ing and directing our complicated 
economic system. 



These Changing Times 

HERE is a fine tribute to an Amer- 
ican business: 

It H.isemblod an untisually able staff of 
experienced pconomists and specialists 
and has been exceedingly helpful to the 
industry and public by leading the way 
to safe and etTective practices in the 
creation of bond mortBages with terms 
appropriate for the development of the 
enterprises upon which they are based 
and financial plans generally. It has 
been especially helpful through actual 
demonstrn lions of effecltve ways to pro- 
vide the junior or stock money needed 
as margin for the bonds without undue 
cosi and in a popular way. .And it ha."} 
performed the Important service of 
working out economical and ettecUve 
methods of providing electric service to 
the smaller towns and communities 
which were formerly without these mod- 
ern advantages. 

Of what company was this said? 

By whom was it said? 

This was said of one of the out- 
standing holding companies in the 
United States, the Electric Bond & 
Share, by the Federal Trade Commis- 
sion in 1927, not 1935. 
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At-A-Glance 
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WKich customers ar« slow pa; 

Which dealers are not re-ordi 
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How many new accounts Mil 
rn«n are opening 

What stocks are running low 

When competitors are wlnni 
your trade 

How long shipments take 

Which lines give bast trail 
service 

How salesmen's eipense 
accounts compare 

When supplies are being wast 

How to balance work and wag 

When costs are too high 

When to subdivide sales ter 
tories 

How to control spoilage 
How to stop complaints 
Which ads and letters pull be 

By visible signals that instani 
compare any given set of fac 
Acme Records corrstantiy shi 
whatlHanagement want* to kn< 



LOSSES hide away in long reports — in 
^ stacks of papers — in pages of figures. 
When you SEE, you PROFIT. 

That's why Acme — World's Largest 
Exclusive Manufacturer of VISIBLE 
RECORDS — means so much right now 
to every manager. For Acme sifts out all 
the business facts that count and flashes 
them to you at -a- glance. You save 
time and msmagement power. You see 
losses — and how to stop them; profits— 
and how to multiply them. 

Your business is losing possible profits 
now. You know it . . . You know costs 
are higher than they would be if you 



could SEE everything. You know sales 
are less — and cost more — than if you 
could follow every salesman with your 
eyes — know how many calls he made, 
how many lines he pushed, how many 
orders and re-orders, his real working 
hours, his actual expenses. 

Hold your department heads strictly 
responsible — but first make sure they 
can SEE. Give them Acme Visible Rec- 
ords that show up sales, expenses, costs, 
production, spoilage, returns, credits, 
collections, personnel — every factor in 
the complete equation that means less- 
or profits. 



Free -"7 Ways to Pus 
Up Profits in 1935" 

It is amazing what Acme Vis 
ble Records do — what leaV 
and losses, now occurring i 
most businesses, they controi 
To help you check up in you 
business, Acme has prepare 
a folder, " 7 Ways to Push U 
Profitsin 1935". Points out.th 
seven roost important places ( 
look for increased profits th 
year. Free on request — writ 
for it now. Use the coupca 
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CARD SYSTEM COMPANY 
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Clip this coupon to your business letter head and mo 



ACME CARD SYSTEM COMPANY. 2 So. Michigan Ave.. Chicago 
FREE — send me the following: N.B.I 

□ "7 Ways to Push Up Profits in 1935" 

□ 48- page book telling how to make Acme Visible Records 
sift out management facts and increase profits. 
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The Problem of Slum Clearance 

By EDWIN S. PARKER 

Architectural Engineer The Thompson & Lichtner Co.. Inc. 



The problem of slum clearance 
housing probably offers the greatest 
present challenge to the construction 
industry. We are called upon lo build 
housing for families of low income 
to rent for from five tu six dollars a 
month per room. This means an eco- 
nomic cost of from $1,800 lo $2,200 
per living unit including land at the 
lowest yield from the investment 
point of view ordinarily considered 
by private capital. Current costs run 
double this amount. We can pare 
down the construction costs a little 
by various economies in materials 
and methods. But if private capital is 
to enter this fifld. we must cither 
find some drastically cheaper method 
of construction, raise the incomes of 
the lower workers, or accept a rent- 
dole subsidy from the Government. 

There will always be improvements 
in construction technique, but to ex- 
pect a cut of one-half in costs in a 
reasonable lime is lo expect the im- 
possible. Eventually the workers may 
—or may not — be paid a larger rela- 
tive wage, so we cannot count on this 
in our planning now. There remains 
the government subsidy, a form of 
taking from the rich and giving to 
some of the poor what the economic 
system has been unable to give them 
in the form of wages. It is not a logi- 
cal method but it has been widely 
used in Europe and England. But this 
subsidy should somehow be limited 
to these poor people, leaving the 
market still open to private capital 
to build for those who can pay. 

How then are we to build so that 
the natural occupancy will be of one 
class and not another? How are we 
to close the door automatically to 
those who can pay and open it wide 
to those who cannot ? 

The figures recently published by 
Mr. Ickes covering the costs of actual 
housing developments now under con- 
struction give the costs per living 
unit as from $3,500 to $4,200. The 
annual rental of these must be about 
16 per cent, according to Bemis in 
"The Economics of Shelter." Even if 
we reduce the obsolescence and main- 
tenance items by one per cent each 
to 1.5 per cent to allow for more 
permanent construction than he may 
have had in mind and accept a re- 
tum of five per cent instead of the 



usual six, we still have 13 per cent 
for rental. 

On this basis, the rent should be 
from $37 to $45 a month per living 
unit, which, allowing for four rooms 
per unit, is from $5) lo $12 a room 
per month, against the proposed $5 
to $6— just about double. 

Now if PWA loans were made to 
municipalities for housing projects, 
as the law permits, with the usual 
30 per cent direct grant, this would 
change the picture. Let us recalculate 
on this basts and allow 2.5 per cent 
for interest instead of five. This 
brings the rent down lo S5.50 to $6.50 
a room per month. On some such 
basis as this, the Administration 
could provide housing really within 
the means of the working man. 

Workers don*t get the new houses 

BUT what is private capital going 
to do? Without a direct subsidy it 
cannot build for any such rental, 
even by accepting a very low return; 
and by accepting a subsidy of almost 
one-third it is definitely losing its 
character as "private." It can only 
build for the higher income group. 
And this is what has actually hap- 
pened in practice. The model tene- 
ment privately built is occupied by 
the office worker, not by the laborer 
for whom many thouglit it was in- 
tended. Knickerbocker Village drove 
the slum residents to the 25 per cent 
vacant adjacent slums and itself filled 
up with people of incomes up to 
$4,000. Chicago has had the same ex- 
perience — the rent, is always too high 
for the workman. And yet our prob- 
lem is slum clearance, and not the 
removal of one slum and the creation 
or intensification of another. 

Slum clearance by private capital is 
thus not in sight, but slum clearance 
by government spending is more than 
likely to miss its point. In the past, 
new houses have always been occu- 
pied by people of higher incomes, 
leaving the second-hand houses for 
the poor, and there is no assurance 
that this will not still be the ca.se with 
rents even as low as $6 a room, with 
destructive effects on adjacent real 
estate values. What, for instance, is 
there to prevent those of us with 
higher incomes from taking one of 



these charming apartments and 
spending the difference on week-ends 
and summers in the country ? Noth- 
ing whatever, unless the place itself 
does not suit us, and an examination 
of the plans of proposed housing sug- 
gests very strongly that the places 
will suit us excellently. Here is the 
crux of the problem. The living habils 
of the workman are actually different 
from the while-collar class, and if we 
want to clear the slums, we must 
build for the workingman's proper 
living habits, not for our own, be- 
cause he is one of the slum's present 
residents. 

If by forcing upon our people a 
change in living habits we can give 
them more cultural opportunities, the 
change is warranted. But if the 
change only means a more difficult 
way of living, it is futile. Many of us 
spend part of our time as workers 
and part as thinkers. How do we live 
in each instance? Let us assume first 
that we are returning from the office. 
We wash soiled hands and wipe them 
on a white towel. We sit in an up- 
holstered chair in a warm room to 
read. We have been too inactive to 
enjoy a cool room. We eat moderate 
meals of varied dishes off a white 
tablecloth, and we gather socially in 
the living room with the family. 

But suppose we are spending the 
week-end in the country. We come in 
from manual labor and wash dirty, 
not soiled, hands at the kitchen sink 
where there is a gray roller towel — 
a white towel does not stay white. We 
keep off any upholstery because our 
clothes are too dirty, so we prefer to 
sit on a wooden chair in the kitchen 
where we can talk to the family while 
food is being prepared or cleared 
away. We dry our shoes by the stove. 
Our appetites are better and we eat 
more food of less variety, but a white 
tablecloth would become gray where 
our elbows rested. We prefer to sit in 
the kitchen, which is much larger 
than in town, and which is the social 
center. After supper we may change 
our clothes, sit in the parlor, or go 
out, but usually we do neither. 

These two descriptions of typical 
behavior are for the same individual 
under different occupational condi- 
tions. One does not represent luxury 
and the other hardship. It may even 
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Your own eyes will tell you that the Master De Luxe 
Chevrolet for 1935 is outstandingly beautiful. For 
fine body-craftsmanship has tailored every part. And 
a ride will tell you that it is powerful— spirited — 
and surpassingly comfortable. For precision engi- 
neering has made it a thoroughbred in action. And 
yet the new Chevrolet prices are surprisingly low — 
and operating economy is even greater than in previ- 
ous Chevrolet models. That is why we say : Look to 
the Master De Luxe Chevrolet for beauty . . . as well 
as the modern features which mean Bne motoring . . . 
and choose Chevrolet for quality at low cost. 
CHEVROLET MOTOR COMPANY. DETROIT, MICH. 

Compete Chcvrof«t'i iow dttivtred prtc*% *nd »9y CM.A.C. l*r«nB. 
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le reverse, for who dtics nol 
cherish memories of the kitchen stove 
with its radiant warmth, and hot 
food coming out of the oven. It is a 
case of different needs for different 
living conditions. The office worker 
requires a living room and kitchen- 
ette. But the workman needs a large 
kitchen and small parlor if any. So, if 
we arc to have any assurance that 
these model tenements will be occu- 
pied by the class of people that so- 
ciety intends to subsidize, we must 
build to a plan to which this class 
will naturally gravitate, and which 
will not offer so preat an attraction 
to people of the middle Income group. 
Incidentally such housing can be 
built for less. 

Private capital can build for the 
middle class. But if the Government 
is to leave this field to capital and 
not break the market by competition 
in which it has the advantage, it must 
build a plan which will be adapted to 
the working man and to him only, so 
that he may get the benefits that 
society is intending for him. This plan 
must contemplate a targe kitchen- 
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• PERHAPS he is on the ground faith- 

full/mdkins bis rounds, protcctincj your 
property — but it's only PERHAPS — 
unless he is checked by a competent, 
reliable VAdtchman's systern. 

With a Dctex Watchclock System you 
know exactly how your plant is watched. 

NEEDLESS RISK 

A plant employing a watchman, without 
an approved recording system, probably 
pays for the needless risk it runs. While 
the plant is carelessly guarded, insurance 
costs more. Fire insurance companies usu- 
ally grant lower rates on property pa- 
trolled by a watchman equipped with a 
Detex Watchclock Systzm. Low in first 
cost, a Detex System pays for itself by 
the savings in insurance rates. 

All Detex Systems are fully approved 
by Underwriters' Laboratories, Inc., and 
Factor/ Mutual 5 Laboratory. 

Write for any desired informdtiotr 

DETEX WATCHCLOCK CORPORATION 

41S3e4ventwaodAv(.,Chic«qo.lll. S^BcKtvSL.Ssston 
V«rictiSL,N.V. Raom BC», t16M«ri{H< St, AtlmU 

WATCHMEN'S CLOCKS 
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DESriTE a pretty general opinion 
to the contrarj', the staff of a maga- 
zine is human and, therefore, likes 
praise. Hence, when Callisthenes, in 
a recent issue of the London Times 
devoted his column to favorable com- 
ment on an article which had ap- 
peared in Nation's Business, the 
editorial department swelled with a 
pardonable pride. 

Now, however, comes William E. 
McFce, writing in Printer's Ink, and 
reduces the editorial staff to proper 
humility. He, too, comments favor- 
ably but his praise is not for our 
own literary efforts but for the anony- 
mous contributors who write the ad- 
vertisements. Under the title "A 
Study in Headlines." Mr. McFeesays; 

It isn't often thftt one Issue of a maga- 
zine yields what la virtually a complete 
collection of advertiaement headlines — 
all schoola, all approaches, all methods 
and devices. Yet a recent (."ssue of 
Nation's Business did. It was a remark- 
able blbUography in headlines, if I may 
use the word in thai, aenae; and I, for 
one, found in it excellent KrlBt for sev- 
eral evenings' study. I had never seen 
before as many uniformly effecllve head- 
linea in one boi>k. each appropriate to 
:iiui blemlinp wilh its owr story. 

Lpt's rovi(>w a few of these and see 
how they play upon a department of ad- 
viTtistnB whose importance can never 
he overemphasized. 

On the second cover the Bel! System 
headlines: 

"Buiiinoss Ni-cd.s Speeily Written Com- 
munlcatiim. Thia Service Provides II," 
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living room with .several small bed- 
rooms opening as directly from it as 
possible. A kitchen stove could pro- 
vide heat for the whole apartment, 
eliminating the complication and ad- 
ditional expense of central hcAt. 
Oil stoves are now available which 
make this eminently practical. The 
hot water tank could be in the bath 
room ; which it would heat perfectly. 
This kitchen-living room would be 
arranged for both work and play, 
with possibly a set space for eating 
and it would be the focal center of 
the house. 

Several small bedrooms would pre- 
vent the use of a bed wide enough 
for four or five to sleep in. Finish 
should be simple and indestructible. 
And so on through I he gamut of de- 
tails. But the essential point is the 
one big central room for cooking, eat- 
ing and living. It is thus that the 
workingman lives now and if we can 
give him a finely planned apartment 
of the same type, he will be the one 
who will occupy it, not his more 
fortunate brother of the "white col- 
lar." 



There I.'* your whole sales mes.'sago 
compacted into nine simple and pene- 
trating words. A striking (lash impres- 
sion if the reader never scans another 
word. A need, fulfilment of the need 
and an Implicit urge. Grand selling in 
print! 

"Phoenix Mutual" know their Rhcln- 
strom-Caples school of keyed copy and 
trust, justlliohly, In il. Witness this head- 
line, 

"How a Man of 40 Can Retire In IS 

Years." 

Mark the magic sugKi'stlveness nt that 
word "how," to which an IntetllKiblp, 
rational, convincing answer must always 
be given if the text is to linish what Ihe 
headline started. 

Getting on, here's another one of great 
Impact force: 

"A Mouse Can Upset an Elephant." 

It Is Hartford Steam Boiler's way of 
luring the reader into a dramatic story 
of the false economy of not insuring vital 
power equipment. The llcilon-style head- 
line is invariably an effective approach 
because It contains the tested dramatic 
devices that impel people to buy .itnd 
read absorbedly all kinds of best-sellinK 
tales and yarns. Adventure, romance, 
mystery, suspense, and all the rest. 

Now for a different sort of headline, 
this time from Goodyear. 

"Great Times, for the Business That 
Can "Take It'!" 

The best way to describe this eye- 
catcher Is to call it a subtle blend of 
news, editorial, selling and ln.«titutional 
themes. Nevertheless it is a stopper 
and if you arc intere.fled In generalities, 
for a change, and the prnducllon-dis- 
tribution philosophy of "The Greatest 
Name In Rubber." you will read and re- 
flect for a minute. 

Here's a curiosity headline over a 
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comic strip but It's not so funny, after 
all. Onllwon preludes: "It Happens in 
the Beat Regulated Buildings," and then 
goea on to portray by cartoon the wash- 
room Jolt of two men who had to use 
tnllet tissue to dry their hands. There is 
only one way to write cartoon or ad- 
vertisement-strip headlines and that la 
to weave them simply into the homely 
everyday experiences for which this 
kind of advertisement is best suited. 

"When an Eng-ineer Confesses, Here's 
What He'll Tell You About Modern 
Automobiles," is an interrupting thought 
for car owners, millions of them. This 
iNational Carbon headline prefaced a 
one-column, next-to-reading-matter ad- 
vertisement teasing readers into survey- 
ing a fourth-cover message that picks up 
the story and brings it to an impelling 
Close. This headline uses the strong con- 
fessional appeal for all it's worth. Add 
it to your list of headline devices; it's 
a good one and not too overworked. 

Here is a mail-order headline after a 
fashion : 

"Burroughs. It Subtracts as Easily as 
It Adds." 

Six subheads accompanying the main 
head tell persuasively and succinctly the 
advantages of Burroughs Adding Ma- 
chines. You can aptly term this the di- 
rect sales style. It packs much convic- 
tion in a brief and enlightening way. 

Long headlines used to be anathema 
to copy chiefs and clients. 

"Tell it to 'em and tell it fast." 

That was the rule. But rules have been 
chattered and scattered lately, as this 
Metropolitan Life Insurance advertise- 
ment attests: 

"Employpos of the United States and 
Canada Make Protection Possible for 
Approximately 6,000,000 Employees." 

Here is a three-bank news-style head- 
line, pure and simple and as such it be- 
longs in the repertoire of every copy 
writer. Before everything else people 
want to know what is going on in the 
world and the closer these events and 
happenings approach home, the better 
for the copyman's purposes. 

The economy appeal is well exempli- 
fied in this Multigraph headline: 

"Saving Money for Us 14 Different 
Ways." 

We have seen a great many such cap- 
tions during these years of economic j 
travail and I opine we shall see a great i 
many more. They'll wear well until the 
next Great American Boom sets in. Then, 
and only then, comrade, lay your how-to- 
save-money stimulator aside. 

Specific headlines drive deeply into 
listless business cerebrums and brew 
there sometimes for days. One like this, 
for illustration: 

"Put an End to Inventory Write-offs 
with Internationa! Accounting Scales." 

Beat it if you can for crystallization 
of sales appeal. There is a headline that 
really stands on its own feet and for 
this reason it ia entitled to go to the 
head of the class not studying "self-con- 
tained" headlines. 

And now for a headline with real 
honest-to-good ne.-ss lift In it: 

"The Rails May End— but Erie Goes 
on to Your Door." 

It set the pace for what I would call a 
highly intelligent job of selling In print. 
And here's another, from Equitable Life 
Assurance that is sympathetically 
touched with the light of human inter- 
est: 

"I'll Never Let You Down," 

The copy writer takes the words out 
of Dad's mouth, as he smilea at the little 
girl perched proudly on his broad shoul- 
ders. This example is headlining art at 
its finest. 
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You get your oper- 
ating figures on time 
with "COMPTOMETER 
business control 



The "Coniplonictcr" niui Ppg-Rmrd pro- 
duce liiiiely,aceii/-ale/it'urc/actso/ business. 



Timeliness measures the value of business figures. Facts on 
sales trends, fluctuating costs, variations in payroll, inven- 
tories, and production must he collected and interpreted 
immediately to he of help in determining how best to meet the 
changeable nature of today's markets. 

The "Comptometer" Peg-Board niethud provides a simple, 
flexible and exceptionally fast business too! for tlie compila- 
tion and centralized control of figure facts relating to all 
departments of an organization. Its features are many: 

T Make!! use of original figures. Docs away with the time 
and cost of recopying, po-^titif,. Reduces chance of error. 

2 Extremely fast. Produces fi^re facts while moat valnahle. 
Allows for prompt action on rapidly changing conditions. 

3 Flexible. Adaptable to most any kind of figure or cost 
routines. 

4 Economical. Savings of 35% or more arc not unusual. 

5 Simplifies collecting and computing figure facts. Reduces 
number of operations required. 

For information on the various types of "Comptometers" 
available and on the '"Comptometer" Peg-Board method, call 
any "Comptometer" office, or write to Felt & Tarrant Mfg, 
Company, 1712 North Paulina Street, Chicago, 111. 

COMPTOMETER 

BiQ. u. i, TAT. orr. 



New Ideas in Selling 



Here are some timely topics which 
fall within the purview of 
sales and selling 



Busincff gr>f<- 
dranifi iiiay 1 
•nd th<-i»ti ri' ; 

matlcit still h»ld lively appeal i.s evi- 
rnced by buslnpss' use of mask, wljf 
nd nock — if not the buskin— to train 

dealers and salesmpn and to lure cus- 

(omcrii. 

NumcrouB companies have played 
angel to productions devoted to the first 
urpose. Detco Appliance Corporation. 

■ "ti and others 
.» and other 
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; vendors of 
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and what have you have thus been more 
or less palnle.isly Instructed In how — 
and how not to stalk that elusive 
quarry, the prospcrt. 

Dramatic entertainment of one sort 
or another is bI.«o belne offered direct 
to the public by many ' ■ .r.ie» 

through the modiuni of lies 
of players. Stnndnrd Oii .1 :.i>yi 

recently sponsored a vaudeville revue; 
Standard OII (Indiana) is said to be 
lanning to put a three-ring clrcu.s on 
l)« road this sprinp; VVestlnRhousc ban 
i ho w u its electrical circus for several 
Maaona. The list could be multiplied. 

It hn.s already been ampJy demon- 
strated that such displays will pull 
crowds. Older readers will recall also 
that a forerunner, though not a counter- 
part, of the present-day sponsored shows, 
likewise sold a lot of noods. 

It was the travelling medicine show. 

To discouraged salesmen. The energy 
f)f American salesnion In combing and 
recombing markets has become almost 
by-word. Some of u."* periodically so- 
licited and rcsoticlted by sellers of all 
things— may even hai'e the Impression 
that markets have been cultivated to 
the point of exhaustion. Available statis- 
tics disprove any such belief. 

Take insurance. This field has prob- 
ably seen as extensive sales cultiva- 
tion as any other, yet the London Assur- 
ance and associated fire Insurance com- 
panies adduce, from a recent survey by 
the National Association of Credit Men: 
That the market for the 31 major kinds 
of insurance among the 22.fWX) manufac- 
turers and wholesalers which the sur- 
vey covered is only 4.^ per cent saturated. 

i'hat of the 70 per cent of the 22.000 
tlrms which have boilers or machinery, 
only two-thirds arc insured, and of the 
6,600 uninsured, only 700 have been solici- 
ted by insurance salesmen. 

That only 58 per cent of the 22.000 
firms have robbery, burglary or hold- 
up Insurance, which leaves 9,000 of the 
(Irms uninsured, of which number only a 
bare .^00 have been solicited. 

Equally fruitful fields are indicated by 
"Iher sources, notably the recent Real 
ropcrty Inventory, a Department of 
Commerce sur\'cy of 64 cities. 
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for 23..T per cent of city dwrllinKs still 
lack showers or bathtubs, The market 
for an even more essential comfort of 
home ia only a little narrower, for near- 
ly 20 per cent of these same dwellings 
also lack private indoor water closets. 

Automobile salesmen, on the word of 
this Inventory, have equipped only an 
estimated half <<! ■ ?:il number of 

families In these 1 cars. 

Mechanical r':...' • r salesmen, 
though their efforts have kept their 
manufacturing plants bumming, have 
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The clratn.t is being used hy many businesses as a painlesi means of 
training salesmen and aiiracting customers. The gcnttcman at right 
is about to sign on the dotted line tn a Norge Corporation comedy 



thus far placed their wares in only 17 
per cent of these urban homes. 

More statistics could be cited but these 
seem ample to show that the time is 
not yet when salesmen need sigh for new 
worlds to conquer. 

Auto loans. The recent announcement 
of a Detroit hank that it would Itnance 
or refinance loans on new or used cars 
on the ba.sis of bank Interest rates raises 
some interesting questions. 

Will other banks follow suit? If they 
do, what of the effect on automobile fi- 
nance companies? And can banks actual- 
ly make such loans at lower rates than 
the latter companies? 

Under the Detroit bank's plan, accord- 
ing to report, loans are made for one 
year at the rate of six per cent a year 
plua a two per cent service charge. The 



jectlons which will doubtless prevent 
many banks from entering our field. 
Handling of repossessed cars would put 
them squarely in the used-car bu^-iTi' 
III will of their automobtle-dealcr <!■ j - 
tors would be the natural result, to nay 
nothing of the 111 will of borrower-de- 
positors arising from repossessions. Still 
another consideration would be the mat- 
ter of handling collections should the 
borrower move to another city. We are 
equipped to handle this problem but most 
banks are in different case. 

"Aside from all this, banks would be 
entering a field new to them, with no 
background of experience such as we 
have acquired. While I doubt that we 
will see any extensive compotttlon from 
this source, should it acluftlly develop 
I believe that the efficient finance com- 
pany woulil li.ivc little li> fear from it " 
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LT is a Waiitiful cUy, ati ambitious t:ily 
hut it is pathetically d«bt -ridden. Mu- 
nicipal properties are wearing out bct'ause 
it eo!tts so niiicb to keep lliem np. 
Tbe municipal street cars are pounding 
tlie streets to pieces. And tbe cars, built 
twenty years ago, carmot maintain a 
scbedulc that will attract pro6 table 
traffic. 

Tbe Department of Public Service is 
cutting down because garbage, cleaning, 
and maintenance trucks are su expensive 
to operate. 

There is a traffic bottleneck at the 
Main Street bridge, and the debt-service 
on a new bridge would be the proverbial 
straw. 

I 

Most of the citizens have forgotten 
what well-painted, well-protected munici- 
pal structures look like. 

The city we have in mind is looking for 
an answer to these problems — an answer 
an fundamental that it mM ease the tax- 
burden. 



Cut to the heart of each of these prob- 
lems and you find a clear need for light 
weight, combined with strength, and for 
exreplional resistance to corrosion. Those 
are exactly the fundamental character- 
istics of Aluminum. 

Lighter street cars mean lower coats 
and greater speeds; lighter motor trucks 
mean lower costs; lighter bridge floors 
mean added traffic with equal or greater 
safety. Aluminum structures wear longer, 
and surfaces painted with Aluminum 
j>ainl are better protected because this 
metal resists weather and corrosion. 

For almost fifty years, we of Aluminum 
Company of America, with homes in 
many cities, have been working to reduce 
the price of Aluminum, to increase its 
strength and usefulness, and to make it 
available for just swh fnnclamental 
services to all the cities of America. For 
our country can go forward only as our 
cities advance. ALUMIMM COMPAMY 
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THE ISOLATED WATCHMAN IS A PLAYTHING OF 



CHANCE 



Whrn your property is in the care of a watchman, he 
alone assumes responsibilities which at other times are 
delegated to your entire organization. For more th-in 
two-thirds of the time the burden of protecting your 
property and safeguarding the continuity of your busi- 
ness falls on his shoulders. 

Your watchm.in may be faithful and loyal — but — lie is 



1 




/// 



only humiin . , , Without outside support, 
uill he be able — single-h.indfd — to cope with 
.iny emergency? When fire strikes, will he act 
with coolness and judgment? When burglars 
attack . . . when he is ill or injured ... \* ho 
will help him? 

To leave joiir w.itchm.in unsup|>orted, 
isolated in a deserted building — with only his 
sense of duty to keep him alert, only hia un- 
aided strength and judgment to rely on in a 
crisis ... is to gamble with CHANCE. 

A. D. T. Pi-otaction D*f*ats CHANCE 

A. D. T. Watchman Sup«Tv'isory Serv ice remove* 
the watchin.in's greatest h.indi«:ap — iiolalion. His 
patrol stations are elrctrically connrctrd to the 
A. D.T. Central Station. Any delay in liii signals U 
inMantly investigated by an amird and I-Htnded 
A. D.T. Patrol. In case of fire, conveniently located 
alarm boxes enable him to summon the Fire Oc- 
partment direct tt> the scene. In c.isc of robbery or 
other emergency, he can instantly summon anned 
a.isistancr. 

A Fr«* Survvy of Ysur Prtmlfts* 

Therf may hr muny tulnerahtr if*oti in >nMr ptotectt>r tyittm 
of mhtth you art unamurr. .4. if. /. mtit hr glati to make a 
(onfiJrnlittl jur»ry of your firrtrni hjmrjt anj praln liim 
'Ihn fHr><*> Bi/f foit \ou nttihmgi, wttlnot ithltgate you in 
any mjy ~ and may IraJ to tuhitanluit rriim^miri. ll'nte to 
A D T.. m Sitlh Aymuf. ,V<-» York, iS'. Y., anj me 
arrange for a turkey al your (ontrnience. 

Other A. O.T. Pri>l*etl«* Sarvicas 

AIRO" AI TO.MATIC HBi; AT AR.M 
SPRTNKIIR SI PIRVISOWY Sf BVKT' 
BUKGt.AK ALARM IIOLUL I* ALARM 
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A NATION-WIDE PROTCCTION SERVICE AGAINST FIRE, BURCiARV AND HOLDUP 



The Map of the Nation s Business 



By FRANK GREENE 




Business Conditions 
as of March 1 



FEBRUARY trade, manufacture and collections, al- 
though below January, were still ahead of February, 
1934. Activity shifted from heavy to lighter lines. Thus, 
steel ingot production tapered off but consumption was 
active. 

Strong food prices, especially meats, reflected last 
year's drouth. Hog prices were the highest in more than 
four years. 

Dust storms in the Great Plains area cloud the wheat 
crop prospect. Lessened supplies of meat-producing ani- 
mals is one cause for unemployment at some western 
packing house centers, 

Imports of Canadian pork and of Argentine wheat, 
corn and oats show food price advances. Dun's Price In- 
dex is at its highest since May, 1930, and the rise from 
the 17-year low of 1932 is now 41 per cent. Meats on 
March 1 were the highest for five years, 

February failures were the fewest for that month 
since 1920. 



The relatively bright aspect of business at leading 
centers contrasts with the unsatisfactory crop mois- 
ture condition in the western Plains region 
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The map of 
last month 




■ASU> ON INfODMAtlON SUf^LlEO it DUN * iKADilKllT, INC 



The flattening of the Barometer of Business Activity line at the highest point in 
nearly three years holds a question mark for business 
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Congress Hears Business 
Views on Transportation 



Bi 



Because improvement in the 
methods of public regulation of 
transportation has long had its ear- 
nest attention, the U. S. Chamber ot 
Commerce has taken an active inler- 
'■st in three bills presented to the 
\ r. S. Senate and referred to the Com- 
mittee on Interstate Commerce. The 
measures are commonly known as 
the Motor Carrier bill, the Water 
Carrier bill and the bill dealing with 
reorganization of the Interstate Com- 
merce Commission. 

A statement of principles 

ALTHOUGH these bills include many 
details on which it would be imprac- 
ticable to obtain detailed expressions 
by the Chamber's membership, the 
general principles have been covered 
by Chamber declarations on the sub- 
ject, notably by the referendum on 
Competing Forms of Transportation 
submitted to vote of the Chamber 
membership in September, 1933. 

A statement showing how the prin- 
ciples advocated by the Chamber 
compared with those embodied in the 
bills was presented to the Committee 
by President Henry I. Harriman. He 
said : 

With respect to water transporta- 
tion in domestic commerce, the 
Chamber advocates that: 

All cominoii carriers should be re- 
[uired to obtain certlfleates uf public 
•'jnvcnlence and necessity. 

Common carriers should be subject to 
rPKulation as to rates, including port-lo- 
port rates. 

All vessela which are not common car- 
liors and which accept cargo for hire 
Unulil be re<iuirecl to charge the estab- 
lished common-carrier rales. 

Reffulallon should require that the 
rates of both water and rali carriers to 
competitive points be adequately com- 
pensatory to the carriers making the 
rates. 

The Water Carrier bill embodies 
the first and second of these prin- 
ciples. While the provisions of the 
bill differ somewhat from the third 
and fourth of these declarations, the 
purpose of the Chamber to maintain 
a proper relationship between com- 
mon carriers and other vessels ac- 
cepting cargo for hire is met in the 
bill. 

Regarding highway transportation 
in interstate commerce, the Cham- 
ber through its Referendum advo- 
I cated that: 

There should be the same degree of 



reKulalinn by ConRrcfs of Intprstale 
motor carrier.-! ns has been recommend- 
ed (by the Chamberl to the slates for 
intrastate carriers as to permits to oper- 
ate, rates, financial responsibility and 
hours of service. 

The recommendations regarding 
intrastate carriers referred to were: 

Intrastate motor carriers for hire, both 
coinmiin and contract, should be required 
to obtain permils Ui operate. 

Intraatute motor carrler« for hire, both 
common and contract, should be required 
to tile, post and adhere lu rates that are 
just. rcBsunable and nondiscriminatory 
amonK shippers. 

All commercial users of highways 
should be required to establish financial 
responsibility for public liability and 
common carriers also for liability with 
respect to passengers and cargo. 

Safety and fair conditions of competi- 
tion require that hours of service of 
operators of commercial motor vehicles 
on highways should be reasonably llniP- 
ed by public authority. 

The principles, already largely in 
effect in intrastate regulation, would 
be applied to interstate commerce 
through the pending bill. The Motor 
Carrier bill embodies the first three 
of these principles and would also re- 
quire contract carriers as well as 
common carriers to establish financial 
responsibility for liability with re- 
spect to passengers and cargo. The 
purpose of the fourth of these decla- 
rations would, under the bill for re- 
organization of the Interstate Com- 
merce Commission, be carried out 
through the codes of fair competi- 
tion subject to the supervision of the 
regulating authority. 

Chamber gives general approval 

FROM this it is apparent that the 
Chamber's membership is in accord 
with the main principles of the pro- 
posed water and motor carrier bills, 
although it has not attempted to pass 
upon details. 

As to the organization of the 
agency to carry on the regulation of 
transportation the Chamber has 
recommended with respect to motor 
transport that: 

The Interstate res?ulnlor>' authority 
should act as an appellate body, with pro- 
vision for initial delegation of authority 
to boards of state re^lutory bodies from 
states ufTected by each case that arises. 

The Motor Carrier bill makes such 
provision. 

The Chamber membership has not 
considered or expressed its views as 
to whether the regulation of all forms 



Everywhere you drive 
them, the distinctive 
Auburn Models offer 
manifest evidence of 
discriminating taste. 

AUBURN AUTOMOBILE CO. 
AUBURN, INDIANA 
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of transportation should be lodged 
with the Interstate Commerce Com- 
mission in its present form, in a re- 
organized commission or in separate 
commissions. A committee of the 
Chamber lias, however, made a report 
on this subject which I wish to sub- 
mit for the record. Briefly, tli.e com- 
mittee believes that the Interstate 
Commerce Commission, somewhat re- 
organized, should be the regulatory 
authority. Our committee shares the 
Commission's viewpoint that its de- 
tailed organization should not be in- 
flexibly fixed by statute. On the other 
hand, the committee believes that it 
should be made possible to avoid con- 
sideration of cases by the full Com- 
mission, which is too large for effec- 
tive action. It believes separate di- 
visions for the principal branches of 
transportation should be required, 
but the details of the organization be 
left for the Commission to decide. 
There should be provision for cases 
involving more than one branch of 
transportation to be handled by joint 
bodies representing the respective di- 
visions of the Commission concerned. 
Our committee advocates provision 
for temporary continuation of a limit- 
ed code system for some branches of 
transportation, any code require- 
ments to be subject to review by 
the regulatory body. 

Service is up to management 

WITH regard to the office of Federal 
Coordinator of Transportation, our 
committee points out that the Coordi- 
nator has already made compre- 
hensive reports and recommendations 
on economies and improvements in 
transportation operations and future 
legislation, and that additional sub- 
jects will be covered before expiration 
of the period for which the Coordi- 
nator's office was created. The com- 
mittee also believes that to develop 
and put into effect improvements in 
service and economies in operation 
are proper functions of management 
and tliat the authority of the Coordi- 
nator under the emergency legisla- 
t ion to issue orders in regard to such 
managerial matters is unnecessary. 

With reference to the declarations 
contained in previous legislation the 
membership of the Chamber has ad- 
vocated that: 

Section 500 of the Tran-^portation Act 
of 1930 should be construed as a declara- 
tion by Congress of the importance to 
the public of the major forms of trans- 
portation, without preference for rail or 
water transportation over highway 
transportation. 

This principle and corresponding 
principles relating to other forms of 
transportation are embodied in the 
general declarations of policy in the 
bills under consideration. 




As new as 



Thai's how new Ihe reasons cue for discarding the indirecl melhod 
ol getting your Ihoughts iypewrillen. 

Nuphonic Reproduction brings your voice to youi secretary 
with a new clarity, enabling her Ig hear your words just as she 
would have you dictate them, 

Sloitlingly new and attractive design — Ihe work of Slanloid 
Briggs, well-known Industrial Designer — will add to her appre- 
ciation. 

Automatic devices simplily the entire operation, leaving the 
hands entirely free from "tending" Ibe controls. 

Your secretary will be inieiested in seeing the newest dictat- 
ing machine development — you Virill, too. Whether you use the 
Dictaphone or not, you will want to know about it and we 
wont to show it io you. Send us Ihe coupon or come to see us. 
No obligation- — no charge for a demonstration. 



Diclaphone Sales Corpoiotion. 

2Q5 Giavbar Building, New York. N. Y. 
□ I want Io see yout ispiesenlalive. 
[J Pleasa send me Yow Nuphonic Pio^eae Porlf olla. 

Name , „ 

Company 

Addiess 
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Men Are Still on the Firing Line 



(Continued from page IS) 
get out and whip up morale in the 
sales force, get new ideas for new 
goods, keep your head and use it." 

Bob Bowes knew his salesmen 
were going to need some hucking up. 
He went out and rubbed their back- 
bones, 

"Tough times ahead for our com- 
petitors," he told them. "A lot of 
them are going to be belly-aching. 
When a man starts belly-aching, 
that's the time to hil him. We're go- 
ing to town." 

Now that the worst is over, Bob 
Bowes privately admits that some- 
times he doubted. 

"But, hell," he exploded. "There 
was no uae sitting back waiting for 
death. If we were going to die, we'd 
at least die with our boots on." 

They didn't die. They went to town. 
There have been no wage reductions 
in Bob Bowes' factory. There have 
been wage increases instead. 

Hard times hurt competition 

A LETTER from a ealesman in a 
western slate shows how his sales- 
men have carried on: 

"I used to have six competitors in 
this territory. They've all folded their 
tents. I'm the only one left and while 
there's not as much business as there 
was, I'm getting it all instead of its 
being divided seven ways." 

He showed me letters from an- 
other salesman, Louis Fischer. Louis 
is an Indiana farm boy whom Bob 
Bowes trained and who is now on a 
trip around the world in the inter- 
ests of Bob Bowes' products. Louis 
doesn't know much about the world 
but he knows a lot about these prod- 
ucts and how to sell them. 

It's his first trip abroad. His letters 
are something to read. He started 
from New York, bound for England. 
He'd heard the English were pretty 
tough customers, that the American 
sales technique wouldn't work. How 
and where he'd tackle them he didn't 
know. But he was on his way. 

Louis didn't sit back and enjoy the 
boat ride. He talked to his fellow pas- 
sengers, let Ihem know he was a sales- 
man and what he was seUing. It 
turned out that one of them was 
from India. He'd been educated in 
England and knew the ropes there. 
He was interested in the automotive 
supplies busine.ss. Before the ocean 
was half-crossed, Louis had granted 
him a distributorship in India and he 
had given Louis a fat order. 

"I want you to know how to 



handle these goods," Louis told him. 
"Suppose you travel with mc for a 
couple of weeks in England and I'll 
show you something of our merchan- 
dising methods." 

The Indian distributor knew the 
ropes in England. Louis' letters in- 
dicate that he learned as much from 
his new distributor as the latter did 
from him. He is getting along fine 
with the Englishmen now — the first 
order he sold there will pay ex- 
penses for the whole trip — but he 
can't understand English hotel men. 
He stopped at an exclusive London 
hotel. He wanted to put up a front 
when he made his first contacts. He 
promptly converted his room into a 
complete tire repair shop and display 
room and brought prospective dis- 
tributors to see and admire. The 
hotel manager viewed this procedure 
with alarm and dismay. 

"It was a right nice display," Louis 
wrote. "But he wanted me to tear it 
right down and get it out of there. 
I talked to him, though, and he finally 
said it would be all right. Anyway 
I'm going to a cheaper hotel as soon 
as I get these fij'st contacts made." 

Bob Bowes himself still likes to 
do a bit of selling on occasion. He was 
out in the Utah district not long ago. 
One of his men met him at the hotel. 
Things were a little slow. 

"I've got a tough customer right 
across the street," he told the boss. 
"He bought 12 cans of top dressing 
last month and he's sold five. He just 
told me he didn't think he'd reorder 
now; that those seven cans ought to 
last him through next month." 

"Well. Fred." said Bob Bowes, 
"let's go over and talk to him." 

Fred took the boss over and intro- 
duced him to the dealer. 

How was business on that top 
dressing? 

Well, that was like everything else, 
pretty slow. 

"People just don't call for it," the 
dealer confessed. 

Bob Bowes turned on Fred. 

"Fred, did you tell this man that 
people were actually going to call 
for that stuff? Tel! me, mister . . ." 

"Oh, another one of those mer- 
chandising talks, eh," broke in the 
dealer. 

"No, mister." said Bob Bowes, 
gently. "No. I just want to know the 
names of those two boys you've got 
out front there on the pumps." 

The dealer told him. Bob Bowes 
went out front, called the boys by 
name, told them they looked like 
pretty good salesmen and that if they 



watched he'd show them how they 
could sell even more goods than they 
were already selling. 

When the next car drove in, Bob 
Bowes stepped onto the running 
board while the boys were servicing 
it. He began examining the top, run- 
ning his finger along the fabric edge. 
Not saying a word. Just looking. The 
driver got out to see what was going 
on. Still no word. 

"Say," finally blurted the driver. 
"What are you doing?" 

"Why, jusi looking at your top, 
mister. Did you ever look at your 
top? Most people don't, I know. But 
come here and look." 

The driver came and looked. 

"See here," Bob pointed. "See that 
crack. And look there. There's a place 
where the fabric's bare." 

He whisked out a swatch contain- 
ing a square of old, well-worn lop 
material and a square of glistening 
new material. He flipped the square 
of old material down on the car top. 
It matched exactly. He flipped the 
new square down. What a contrast! 

"Mister, it will cost you about §12 
to get that top re-covered if you let it 
go much longer. Or you can take this 
dressing and fix it up for 60 cents," 

Three out of seven 

BOB BOWES tackled seven motor- 
ists successively. He sold three of the 
dealer's seven cans. He walked back 
and tossed the money down. 

"Let's see," he figured aloud. 
"There's three cans sold within an 
hour. At that rate you can sell about 
40 cans a day in this location. You 
can sell 40 cans if you'll only o.<rfc 
them to buy. instead of waiting for 
them to call for it." 

The dealer thought a moment, 

"Fred," he said finally, "maybe 
you'd better send me over about three 
dozen cans of that there dressing." 

Consumer demand is all bunk to 
Bob Bowes' mind. Talking about it 
gives dealers the idea that people are 
going to come in and take something 
away from them. There is such a 
thing as consumer acceptance. Bob 
Bowes has tried to get it through 
quality of product and standard 
prices. 

Price maintenance is a cornerstone 
of his business. Price chiseling and 
price chiselers are his pet peeves. 
He's been inveighing against them 
both for years. Yet press him and he 
admits that he hopes chiselers stay 
in business. 

"They give me some of my best 
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No business need 
look far to find ap- 
plications forVivid! 

The Vivid Duplicator makes 
economically 100 copies of 
anything that can be writ- 
ten with pen, pencil, type- 
writer ribbon, carbon paper. 
Up to eight colors at a time [ 



Consider the Vivid Dupli- 
cator . , . 



For accounting depart- 
ments , , .To keep important 
facts accurate. 



For order and invoice 
systems and production 
order systems . . ,To speed 
up and make fool-proof the 
transmission of orders. 



For card records, ac- 
counting forms, compara- 
tive statements, financial 
statements . . .To reproduce 
them quickly. 



For sales bulletins, sales 
letters, special messages . . . 
To make them colorful and 
truly vivid. 

Why not give Vivid a trial 
in your o(¥ice? Let it se«k 
out those hidden ways of 
saving you time and money 
. . . There's a coupon belowt 

About VIVID ROLLS 

They'reproperly"aged"and 
conditioned and give longer 
service — all thanks to the 
newest, most complete air- 
conditioned factory for mak- 
ing, storing and preserving 
gelatin-surfaced rolls. 



Ask for this FREE demonstration 



L C SMITH & CORONA TYPEWRITERS INC 
VIVID Division, 7o7 E. Washington Street, 
Syracuse, New York. (DepL NB-4) 
Gentleinen: □ Send us the tacis about the Vivid. □ We 
shuulil like to try one un approval, no siiings atuched. 
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selling points," he told me. "Dealers 
who handle my lines know thai the 
prices I hey ask for those products 
are the same that other dealers ask. 
They are sure of fair profit and of 
tlieir customers' good will. Custom- 
ers don't pay them one price, then 
find the product offered at cut prices 
some place else." 

Bob Bowes' ideas have built a 
thriving business. He and brother 
Charlie took us out through the plant. 
Brother Charlie still handles the man- 
ufacturing. He has designed and built 
a good many of the machines— inge- 
nious machines developed to meet par- 
ticular problems. An old balance scale 
and a system of levers syjecd the filling 
of small solvent containers. The tin's 
])laced on one balance, the solvent 
flows in, the one balance Roes down and 
the other rises until it clicks off the 
flow at the instant tlie can's filled. 

Tube repair kits were going 
through the works, their labels print- 
ed in many languages. Export bu.si- 
ness. Foreign trade at its beginning. 

Better patches made cheaper 

WE SAW another machine, devel- 
oped to cut bevelled edges on the 
tire patches. 

"A feather edge leaves nothing for 
the patch to catch on and pull loose," 
Bob Bowes explained. "Incidentally 
that machine is what's letting Fisch- 
er do a tire-patch business in En- 
gland. Our English competitors mold 
their patches individually to get that 
edge. That's expensive. We cut that 
edge at a cost which allows us to pay 
freight and duty and still undersell 
the English in their own market." 

While we were pulling on coats. 
Bob Bowes rummaged in his desk. 

"Here's something I ran across the 
other day that 1 want to show you, 
Felix." 

He pulled out a faded paper. 

"It's the first financial statement 
I brought down to you in 1919. 

" 'Total merchandise sold, total 
merchandise bought, accounts re- 
ceivable,' " Bob Bowes tallied off the 
abbreviated items. "And here are 
your penciled notations showing how 
I should break those items down. I've 
learned something about making out 
financial statements since then. Still 
that one wasn't so bad. It showed a 
net worth of $663.76. What it didn't 
show was that I had had to charge 
off about $400 of the $25 a week 
salary I was paying myself to show 
a profit that first year. . . ." 

OUR cab was rolling out West Tenth 
Street. "I want you to see a couple 
of friends of mine in a different 

line " 

We climbed a twisting concrete 
stairway of what used to be part of 



an automobile factory. A room was 
partitioned off at the front. Two 
shirt-sleeved men jumped up as we 
entered. 

Back in 1921 — note the date again 
— C. B. Shafer had an idea that there 
was a field for paper containers— pa- 
per boxes, paper cans, paper mailing 
tubes -in Indianapolis. He knew the 
paper box business. He set up some 
equipment in a room and started out. 
The business outgrew the room and 
it outgrew Shafer. He added a floor 
to his plant and looked for a partner. 
He found one in Paul C. Denny. 
Denny had come to the superinten- 
dency of an Indianapolis box factory 
from a Chicago plant. In 1923 they 
incorporated as the Indianapolis 
Paper Container Company. Together 
they constituted both the manage- 
ment and Uie working force. 

Shafer's the lean one — he handles 
the books and the figures. He figures 
close, Denny's the chunky one — he 
handles production and purchasing. 
He figures close, too. Either or both 
will close a sale on the slightest 
provocation. 

"They're hard to get away from," 
one of their customers told me. 

The two of them, with a girl in the 
office, run the business, "We three 
are the overhead," Shafer explained 
gravely. 

In 1924 they had to have more 
room again. They found it in a group 
of old frame buildings. Rent, $100 a 
month— a pretty heavy load. A little 
figuring showed that they had more 
space tJian they needed. So they sub- 
let that space to two other concerns. 
Shafer's books showed a monthly en- 
try of $40 for rent thereafter. 

The business kept growing a little 
each year. Nothing phenomenal. 
Competition was keen and they had 
to keep pushing. They kept figuring 
and they kept pushing and the busi- 
ness kept growing. They needed more 
space. They moved into the old auto 
plant. Its three reinforced concrete 
floors and windowed sides were ideal. 
Paper stock and paper box making 
equipment run to weight. 

Pretty soon they needed still more 
space. "Two shacks stood in the rear 
of their building. The owners came 
in one day and said they wanted to 
sell. An estate had to be settled. They 
wanted $3,000, Denny and Shafer 
weren't interested. 

"We're figuring on putting up a 
garage there if you don't buy," the 
owners said. 

A fire hazard next door would do 
things to their insurance rates, but 
Denny and Shafer still weren't in- 
terested. 

"It's your property," they said. 
A year later the owners came back. 
They hadn't built a garage. 

"If you need those lots you can 



have them for $1,200," they said, 
Denny and Shafer weren't interested. 

Recently they came back again. 

"You can have those lots for $400." 

"We'll take them," Denny said. 

They took them and they sold the 
two shacks for $50, Then they built a 
()5 by 43 fo<Jt storeroom out of con- 
crete blocks. 

"We did nearly everything but 
actually lay up those blocks," Shafer 
said. 

Denny led us out to see that store- 
room with proper pride. He pointed 
to two steel I beams in the roof. 

"The city told us we had to put 
18-inch beams up there. So we put 
in 24-inch beams. I picked them up in 
a junk yard. They were five feet too 
long. Another junk dealer trimmed 
off the surplus just for the metal. 
The whole job, land and all, cost us 
less than $2,000." 

He showed us a stack of used cor- 
I'ugated cardboard containers. 

"A company down the street gets 
its supplies in these," he said. "When 
the price of new shipping containers 
went up awhile back we made a deal 
for these. Now we're using them in- 
stead of new ones." 

Costs are cut low 

DENNY and Shafer believe in keep- 
ing down costs and phmt investment. 

Denny took us back through the 
plant. Tier on tier of cardboard 
sheets filled the ground floor. 

On the second floor they make the 
dies which go on the cutting presses 
and cut the flat sheets of cardboard 
into proper form for suit-boxes, cake- 
boxe.s, doughnut-boxes. There's a 
technique to shaping and bending 
the strips of sharp-edged steel and 
assembling them into those cutting 
dies. Denny knows that technique. 
He makes cutting dies for other 
plants as well as for his own. 

He showed us the culling presses. 

"That one used to be a platen 
printing press. I picked it up from a 
blue-printing company that had gone 
into receivership." 

He showed us other machines, "I 
picked that one up — and that one, 
too — from companies that didn't 
need them any more. They look the 
prices out in trade. 

"Here's the machine that makes 
mailing tubes." 

Three strips of cardboard were 
winding themselves on a steel core 
from three reels. A glue box was 
standing to one side, unused. 

"Thai's a commercially made glue 
box," Denny explained, "It's about 
the only thing on the market for 
applying glue to the.se strips as 
they're wound into three-ply mail- 
ing tubes. It applies the glue to a sin- 
gle side of two of the strips and the 



THE TRUCK 




47 Rea^ns 



why it will 

and 
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47 important quality features assure 
better performance and greater earnings 
for oivners of tlw GMC 1V2'2 ton truck 

If you want tliis combination of 47 quality fea- 
tures that not one leading competitive track 
offers, then see, inspect, test and compare the 
many-feature CMC l'/i;-2 ton that out-perforras 
and out-earns on any sound basis of comparison. 

Yes, 47 important quality features, 10 of them 
exclusive to tlie GMC among leading IJa-S ton 
trucks! In fact, this many-feature truck out- 
Bcorea each leading com- 
petitor in many respects. 
Outscores them on such 
important counts as 
jireatcr payload cajiacily, 
latest type Lockheed h_y- 
d ran lie hrnLes iv'uii eco- 
nomical cent ri fust' bmhe 
drutna and larger hrake 
lining a reo, greater horse- 




For sttirlUng performance and 
greater economy 

See the rcvt^ltiliuaary iJual ijcrformtiare axle 
now availalile in the 2-3 ton raii^^c. Il (>ri>> 
vUies a hiji;h>liiKh gear (5.11 In 1) for fast 
iiiuvcmcnt un lh<- Ifv<.-1 al economical enjfine 
H[reed aiiil a luH-hif;h gt>ar {7,13 to 1) «hich 
as!iurf8 ijiijiroved perronuauce with hpuvy 
load 4 on hillE) ur uhcre ihc goiii^ i» hard. 



power, greater sustained torque and full-floating 
axle with straddle-mounted pinion, to cite but 
a few money-saving superiorities. 

Before you buy any size of track, look first to 
the General Motors Truck Company, the world's 
largest manufacturer of commercial vehicles ex- 
clusively. Whatever your haiihng needs may be, 
there's a truck or truck-with-trailer that is cor- 
rectly engineered to fit your needs exactly and 
haul your loads more profitably. Capacities 
range from Ij'^ to 22 tons. 

.t Tffpieat Value Favt 

It CI) St a mtirrtoiHfiiip thr qual- 
ity J ' 2-2 tun GMC u iih Drop- 
Fori;cd Wh«i;ls but they ore 



2 to 3 times stronger ihnn 
other types. fnr(/u'rniore,l/(e 
rims are part of the u heels 
— therefore tires are always 
in perfect alignmenl, tt ilh the 
rexnit that lire life is greatly 
lengthened. 



GENERAL MOTORS TRUCKS & Trailers 

VA-22 TONS 



UeWKItAL IttOTORN TRI I K t o. 



Tlmi- Paymf-nta AvBllablfThrouilli Our Own V.M.A.r. PO>'TIAf '. Mil IIIGAN 
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HI! /« mure 
Amfi*Ic4in Kii>«»r* foiiiKl 

NEW PROFITS 

/4l>i*«»«id 

THE jemi-annual, interna+Ional Spring 
' Fair — held last month in Leipiig. 
Germany — showed amaiing increases. 

28% more exhUtitors 
}}*7f tuarc joTvi^n buyers 
S2*7f moTV .4 nivriciin buyers 

The 700-year-old Leipzig Trade Fairs 
— the world's greaiest merchandise 
markeh — are generally recogniied as 
ihe first barometer of internafional 
trade. Coming on top of two previous 
semi-annual increases, these figures in- 
dicate a decided upward trend. 

In the 'i.'' »icr(i/ Mi'n liarnli^i' Fairs — 
with more than 6,000 exhibitors from 
22 countries — every possible line for 
department and specialized stores was 
shown, American buyers and tech- 
nicians found particular interest in tho 
new "Efiati" materials — especially the 
new synthetic textiles and metals. In 
the Great Ettf^inceriitg and Building 
Fairf — with 2,000 exhibitors — all types 
of machinery, tools, equipment and 
processes were shown, with special 
emphasis on the small-unit machines 
adaptable to present-day fluctuating 
business conditions and the variety of 
small orders. 

The I93S Fall Fairs will open August 
25ih. We invite you to communicate 
with us now; let us help you determine 
the profit possibilities for your ^rm 
of covering the Leipilg Fairs. Write for 
Booklet No, 17, giving a more detailed 
picture of the Fairs. Let us know the 
lines in which you are interested. 

Special courtesies and travel dis- 
counts are available to Fair visitors. Let 
us tell you about them. Leipzig Trade 
Fair, Inc., 10 East 40th Street, New 
York City. 




glued sides stick to the center ply." 
He pointed to another box, in use. 
"There's one we built ourselves. It 
applies the glue to both sides of the 
■ .I'rr ply at once, so that the two 
■;iir plies stick to it instead of it 
sUckinK to the two others. It's 
.simplified this operation consider- 
ably." 

Paul Denny knows his machines 
and he knows their capacities. Back 
ilui inf: the jig-saw puzzle craze some 
of his friends thought he and Shafer 
wi-re mi.saing a bet by not getting 
into the game. 

"But we didn't go into it. We 
made the dies for the other boys 
instead, I knew our presses weren't 
heavy enough to cut that stuff. Some 
of the others found out theirs 
weren't either. I know of plants 
which ruined several thousand dol- 
lars' worth of presses on those jig- 
saw jobs." 

Denny's made or re-jiggered a 
good many of those machines. He 
tan run all of them and he can show 
a new man how to run them. 

Knows his men and machines 

HE'S trained every one save one 
uf the skilled operators among their 
25 employees, made skilled workmen 
out of common labor. He knows them 
and they know him. He and Shafer 
don't pay high wages, but they pay 
steady wage.s. There have been no 
lay-offs during the depression. The 
business has shown steady progress 
in all but one year, 19S1, Sales were 
off 15 per cent that year. They had 
to trim sail. No lay-offs, but they had 
to cut wages ten per cent. Then they 
.started pushing harder than ever. 
They pushed the next year's sales 
back up and restored wage levels. 
They kept pushing and in 1933 
their sales set a new record. In 1934 
they exceeded that record by 20 per 
cent. 

Back in the front office Shafer ex- 
plained how they did it. 

"We Just pushed," he said simply. 

Denny and Shafer aren't worried 
much about the future. They think 
they'll be able to get along. 

Shaft-r laid down a report he was 
toiling over. 

"We'll get along if they'll let us 
alone. Right now I spend about half 
my time making out reports to our 
code authorities, reports to Washing- 
ton, reports to the state house - 
when I ought to be out making busi- 
ness." 

ABBREVIATED space forbids de- 
lail.s concerning several other calls 
my friend arranged. Some of the 
bu.sinesses and business men I visited 
had gotten their start, like two of 
those whose stories have been told, 



during the 1920 depression. Hard 
times were no novelty to them. They 
had carried on then and they were 
carrying on now. They were keeping 
their shops and their shops were 
keeping them and their employees. 
Coni|K-tition held few worries for 
them. They were holding quality 
high, bringing out new products, im- 
proving old ones. A pressing common 
concern was rising costs and the 
slackened volume that would ensue 
if they increiised prices of their own 
products. Those things and some of 
the economic ideas and edicts that 
have come out of the E]ast. 

One manufacturer, an Eusterncr 
born and educated, declared that 
.some of those ideas are alien to the 
folks out in the broad reaches of the 
country. 

"Eastern metropolitan thinking 
doesn't know the county-seal mind," 
he told me. "They don't know how 
jjeople live and think out here and 
this is the real America. Some of the 
ideas which are being saddled on us 
are holding us back instead of help- 
ing us ahead." 

Before leaving town, I stopped in 
at the People's State Bank to say 
goodbye to my friend and guide. A 
low counter immediately inside the 
modest lobby enclosed F'elix Mc- 
Whirter's desk. Mr. McWhirter would 
be in shortly. I wandered about the 
lobby. On the west wall was a bronze 
plaque. IL was inscribed to an earlier 
Felix McWhirter, the bank's founder 
and first president, dead now these 
20 years. 

"A lifetime was devoted by Felix 
T. McWhirter to assisting purposeful 
men and women," the inscrifition read, 
"and such an object is the cornerstone 
of this bank's foundation." 

My friend came in. He told me the 
.Htories of the men I had met in more 
detail. He knew their stories, for he 
liad served as banker, counsellor and 
friend to all of them. He told me the 
stories of other Indianapolis business 
men. 

"I'm sorry you haven't had lime to 
visit more of our folks," he said as 
we bade good-bye. "There are lota 
of other men in this town like those 
you've met. And this is a pretty typi- 
cal American community. Go into any 
other one and you'll probably find 
pretty much the same situation. Men 
still on the firing line, still plugging 
away. They haven't been licked yet. 
I don't think they're going to be 
licked." 

"Change the 'they' to 'we' and the 
statement stands," I reflected as I 
came away. "Virility, resourceful- 
ness, courage. Ancient virtues. h>ut 
still at work in America. Their mani- 
festations are everywhere among us. 
They remain, as in the tjf^'iiining, the 
hope of our future." 
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NCE UPON A TIMt: THERh: WAS A KING. 
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Dow t'oniiiifrfliil I rvclll I'mnttaoy 
N«rv4*a Hu>»r anil M^ll^r 

• Commerciiit Credit Company 
purchases cufrenl open aaiounti 
rereii'alttt'^ nates, artfl instalment 
lien ohtigatians from responsihla 
Manii/ailiirers. Diitribulors and 
Dealers. Finani inf; plans tire pro- 
I'ided tr cover the time poyment sate 
of uulomohiles, refrigerators, oil 
humeri, mavhinery and pipiipment, 
air conditioning iinil.t, heating 
plants, store untl off ice fixttires, 
hotils ami a scare of other sncli I 
broad clasftifications, including 
hundreds oj inflivitluiil prodacts. 
The service is national in scope, 
vet completely local through one 
hundred iiriii forty 'two offices 
located in the priiii-ipal citi&s 
of the United Stalei and Canada, 



KIMC MIUAN lhou{;lit tie Vtiin u 
lucky tnun. Htr was the Grade A, num- 
ber one hoanl^r of hi.4 Aay. Everything 
tit? Uiilrliei] tiintt'il I<i (!<'lil, ll M'<i> iikuy 
vi Uli liini iinlil lie tl Im-iu i-ri-<l lliul tlie 
tuucii wurLt-it oil Ilia fooiJ iinti drink 
too. Then there was grief. He gctt ni> 
nouriMlifiienl from nug^elEi — nri rur^e for 
tiiir^^t from a ilriiiL of 2-1 k^iral nu't^il. 

Nu ruler was ever so happy In pi-( off 
llie golil »ianilaril. 

'R'itli atl his vt-eallh, iVIidiiti couJdri'l 
Imy any of the modern comfortH amJ 
necessities whieh lighten ihe labors 
and add to the joys of our daily lite. 
Without the weaitli of Midas- without 
long hoarding or harsh privations, you 
euii buy iheni and enjoy llieir list- 
while paying fur them. 

Time payment financing has wrought 
a greaifr niiraeU- than the touch of 
Midas — has turnr>c[ the liojies and 
desires of milUons of average Ameri- 
cans into gohlen realization. Within 
the span of twenty-three yeara it ban 
broadened markets for manufacturers, 
inereased jiroil net ion, errut ed jobs 
fur armies of workers. It baa enabled 
Ameriea in the mass lo enjoy hundreils 
of modern devices for the jiromotion 
of health, comfort and ba|>|>infss. 



(Ibaraclrrand credit, the fundamenluk 
of sueeesa in time payment financing, 
niUAt be inherent in the financing 
cumpony us Wfll as in the buyer and 
the selb'r. 

The eviilence t>f (Itmimerrial ("reiiit 
Company 'a cbaracii-r and financial stu* 
bility iiijdain. In twenty-three years of 
service it hati established an enviahli- 
reputation for honesty, fair ilealinp 
and safely. 

Kmpluyinii; iSDO peopleand t ll.WW.UUO 
of cMjdlal and sur|ihis. itr.\'<dume of bus* 
iness was nearly t-100,000,000 last year. 
It has liel[ied to open vasit markets fur 
industry; to ste]jupproiluclioii;to lower 
manufacturing costs and selling prices; 
to provide jobs for niillioii» of wurkera. 

But time payment financing should 
not lie ci»nsidered merely as a factor 
in retail transactions. Thi* year 
industry U invoking its aid for llie 
replacement of old and outmoded 
equipment. In thousands of plants 
the o[ierBting economies cfrccted by 
niudern i^.a 1 141 n ^v'ill. in a relatively 
short time, more than off.et the out- 
lay. Comnierctal Credit Comjiany is 
helping to finance such purchases and 
solicits inquiries from every induiilry 
iiiterebted in lbi> phase of its service. 



0>l>IEItC l AL 

l't»M.MEH« l.tl. H.lXKEItS 

CONSOLIDATED CAPITAL 



H E HIT 




■lt>Dda|iiiirl«>r<<IIAI.TI»l1»lll-: 

AND surplus; hi. 000,000 



Wherever You Are • Whale ver You Make, Sell «r Buy • Vat* C'onimereliil Oedit Service 
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Illinois Puts Hijackers on the Spot 



CONVEYOR BELTING 

ALWAYS CARRIES THE LOAD 



• Republic manufactures Conveyor 
and Elevator Belting in many stand- 
ard grades and is prepared to furnish 
special constructions Cq meet unusual 
needs. Our engineers will be glad to 
make a thorough study of your indi- 
vidual requirements and submit com- 
plete specifications for attaining the 
most eliicient and economical perform- 
ance. 

This service is offered to you in co- 
operation with our many well ^.RA 
known distributors located at jif. 
all important centers. cX"^ 

The Republic Rubber Co. 

Youngstown, Ohio 



IN POLICY, PRODUCT AND PERFORMANCE 



I Continiifii from i>ttije 2S I 
would stick. ThLs was a typically or- 
ganized fcang in which the membera 
functioned as follows; 

Harold Schlensky, a well dressed, 
substantial looking man, drove over 
the gang's selected highways late 
every afttJrnoQn in a fast, small car, 
going hawklike in wider and wider 
circles to spot likely trucks. When a 
truck entered the hijacking zone, he 
telephoned instructions to another 
gang member. After the holdup he 
contacted one of several brokers of 
stolen goods, according to the nature 
of the cargo. He was called contact 
man. His sentence was ten years in 
Leavenworth prison. 

John A. Imfeld ran a tavern on a 
highway running at a tangent from 
the Lincoln Highway. He received 
the contact man's telephone messages 
and passed them on to the actual 
hijackers. His sentence was one year 
and one day. 

Chester Kerner, Ruddy Ralston 
and Ellich Forrest Reed received the 
orders and immediately raced to the 
spot where the truck was to be picked 
up. They followed their victim until 
the road was clear, then ran the truck 
to the side of the road with drawn 
guns. One of the three took charge 
of the truck while the other two blind- 
folded the driver and his assistant 
and drove them around to make them 
lose their sense of direction. Their 
sentences were respectively six years, 
eight years and four years. 

Loot was hidden on farms 

RUSSELL Mentzer and John Berkeci 
operated farms in the district. The 
stolen trucks were run into their 
barns and the loot stored under hay, 
in stalls and in silos until sold. 
Mentzer received a sentence of 18 
months but Berkeci was given only 
a year because in the case presented 
it was shown that the goods were 
merely transferred from one truck 
to another on his premises, the op- 
eration lasting 20 minutes. 

Allen Segal, a vicious gangster 
type, was the gang's principal selling 
agent, having contact with stores 
handling most of the common types 
of merchandise stolen. When caught, 
Segal proved to be the man who had 
kidnapped a Toledo business man and 
treated him inhumanely. Tried on 
that charge, he received a 25-yc'ar 
sentence. Afterward he was tried in 
the hijacking case and sentenced to 
three years in prison. When he was 
taken from the bar into the bullpen, 
ho leaped upon Imfeld, his erstwhile 



pal, and bt-at him; for which he was 
taken before the court and resen- 
tenced. The new sentence was for five 
years but was consecutive instead of 
concurrent. This will prevent him 
from getting usual good-behavior 
time off in the kidnapping case and 
the two years additional sentence in 
the hijacking case becomes 12 years 
additional he will have to serve. 

Hijacking follows a pattern 

ANOTHER gang roundup last No- 
vember throws additional light on 
the operations of hijackers and serves 
to prove the sameness of their pat- 
tern of operation. In this case, the 
load taken was 220 tubs of butter 
having a wholesale value of $1,8C0. 
The load was picked up by a Mason 
City, la., trucker at a targe storage 
warehouse close to downtown Chi- 
cago, At dusk, 20 miles west of Chi- 
cago a small, fast car beari.ig three 
men overhauled the truck and stowed 
up alongside the driver's cab. A man 
with drawn gun stepped to the run- 
ning board and shouted: "Pull over. 
This is a stick up." 

As in all cases of hijacking, the 
hijacker placed himself in such a po- 
sition that the driver's assistant 
could not intervene without bringing 
almost certain death to the driver. 
There was nothing for the pair to do 
hut stop the truck. The men were 
thrown blindfolded into the rear of 
the small car which then drove them 
to a place of captivity on the west 
side in Chicago while the truck was 
driven back to Harlem Avenue, the 
city limits. There an axle broke, 

A half hour later in a nearby alley 
the butter was transferred to a truck 
owned by the hijackers. It was driven 
fi block and a half to the rear of a 
grocery store where it was unloaded 
and placed in a large old butcher 
ice box for the night. The next morn- 
ing it was again removed and was out 
(if sight for two days. 

At 7 o'clock on Thanksgiving morn- 
ing. Lieutenant Kerr and his prin- 
cipal assistants stationed themselves 
in a building opposite the loading 
yard of a dairy company in a Chicago 
residential district. Disguised police 
squads were all over the neighbor- 
hood in their own private cars wait- 
ing for signals and instructions. 

The gang's contact car drove up 
at 10:50 o'clock and the contact man 
surveyed the peaceful dairy yard and 
its environs. He departed and a half 
hour afterward the hijackers' truck 
was spotted approaching the dairy 
company. Signals were flashed while 
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oil lif(ln>«-k fuclii. Ni-ilhfr rliiiiii^* nor f«ii]>t-r- 
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Toduy. tlii> Inlt'rnational Klcclrii- Accuuntiiif; 
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trie Tiini' Synlrmf, Internatittnnl I nduntritil 
^ridc», EifCtntmtitir ( tU-Eli-rlrii- ) 1 1 iti-ii ritrrf, 
and ihf iicir Prttaf Machint-A fhr Itnnkn. 
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iddlc Fluwcry Kiiigdoin. Nowadays, as al- 
ways, Ciiiiia is llir land ul romance and iny»- 
lery. Drajion eycJ junks will gttcl you a* yuur 
President Linrr ^tcBm5 up I lie WliangptHt 
River lowariln Shanghai. Jade Street and Cloi- 
f«m»c Lanp will udcr you llieir treasure*. 
Yuu'll ride in a rii.k->Ua lo seven slut led Lung- 
wha Pagmlo. and lu tlie Willow Pallern Tea- 
lioute in the old walled Native City. You'll do 
at! llif- tiling" V"n\r itrpamed of doing! | 

LOW FARES • FAVORABLE EXCHANGE 

Tiiis sumincr i« the lime to go, for yuu can ^ 
luur the Orient at greatly reduced roundtrip | 
fares Klarling .April Isl on President Liners. 
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Cleveland. Seattle, Portland, San Diego, Van. 
couver and Victoria, B. C. 
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it drove into the yard and the jiolice 
concentration began as sfwn as the 
contact car had foUowpd it in. 

Twelve men wt-rt* in sight and sud- 
i.ii^nly they were looking into 12 
sa wed-oft shotguns, the holders shout- 
ing: 

"Police. Stick "em up." 
The hijackers had no course but 
■ J surrender. Seven of the men proved 
hey were innocent by-standers but 
live others confessed participation in 
the hijacking gang's operatiuns. 

Drivers watch for clues 

IN THAT case one of the factors that 
brought detection was the alertness 
I if the truck drivers in observing 
Ismail clues. While they were con- 
fined for several hours in a dark barn, 
tliey noticed that light camt- through 
a small square opening near the 
caves. When they were taken out to 
be released, although blindfolded, 
they kept close account of the turn- 
ings of the car and the distance cover- 
ed so that they were able to direct Ihi' 
police close to the spot of their de- 
tention. Finally cruising up and down 
the alleys, they spotted the barn with 
the square apt-i t ure under the eaves. 

The police could have made arrests 
immediately but they chose to wait 
fur a larger haul. As a result they 
recovered 200 of the 220 tubs of but- 
ler and caught the whole gang. How 
ihey learned of the projected sale 
they must keep a secret. This is but 
one of the benefits accruing to a sys- 
tem where aggressive operation and 
long experience bear many fruits. 

In the confes-sions, the men said 
they had first offered the butter for 
$1,750, but could not get the pro- 
spective buyer to give more than 
$1,400. The retail value of the 220 
tubs of that grade of butter that 
day was S7,000. The next deal was 
made at $1,900 for the cargo, less 
"20 tubs. The selling agent in that 



case was a former dairy employee. 

The system has proved again and 
again that it has additional r ■ ' 
values. One night before i' 
a lone truck driver was held up. T.iiv- 
ing advantage of his training he 
roiled out of his seat and ran into the 
shadow of a building where he hid. 
When his truck started away he fol- 
lowed in a cab, picking up two police- 
men who finally shot one of the hi- 
jackers and captured another. 

True hijacking is an enormous an- 
nual e.xjM'nse to the public and the 
sy.slem developed in Illinois seems to 
be the means of reducing it to small 
proportions. 

The principal centers of operation 
are in New Jersey, on the routes be- 
twtM?n New York, Philadelphia and 
their nearby cities and in Illinois he- 
I ween Chicago and St. Louis and 
their lesser neighbors. But no larj,'c 
city escapes it. Newspapers pay little 
attention to it because it is not a sen- 
sational crime and the sameness of 
operation soon makes il lose its ap- 
peal to police reporters. 

L!ntil recently it has been almcjst 
impossible to get convictions bf« . : ■ 
the stolen goods could not be j". i 
lively identified and the hijackers, 
operating before dawn or after dusk, 
were protected from identification. 
The marking of goods, secretly or 
otherwise, and the schooling of driv- 
ers in observation have helped to 
remove those obstacles to justice. 

In less than three years, a remark- 
able file of information has been built 
up in Chicago, not only for Illinois 
but affecting cities far and wide, and 
the special cartage theft detail of 
police in Chicago, Cook County and 
Illinois have a smoothly working 
liaison system that is bad luck to 
hijackers. Government agents, pros- 
ecutor and judge have helped bring 
down the law on crime's newest 
predatory system of getting an easy 
living off somebody else's business. 
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t Continued from page S'l) 
way. In that year the province had 
20,316 miles of wire, 14,424 tele- 
phones, and a telephone funded debt 
of $2,388,002. By the end of 1932, 
wire mileage had risen to 293.711, 
the number of telephones to 62,635 
and the debt to $30,887,478. The in- 
terest charges on this liability were 
$1,745,513, and they were not earned 
in that year by $742,992 or in sev- 
eral preceding years. 

In 1933 the shortage increased, 
and, since the province had been com- 
pelled to seek considerable financial 
help from the Federal Government, 



it could no longer bolstor the tele- 
phone system. It therefore made a 
clean breast to the people and pro- 
ceeded to salvage what it could out 
of the wreck. It has now transpired 
that something as unlocked for as an 
annual deficit bad also occurred. As 
I have just pointed out, a sinking 
fund was fundamental in the Alberta 
scheme. All seems to have gone well 
with that fund until revenues began 
to fall off, on one hand, and operating 
expenses mounted on the other. At 
all events, when the crash came, 
scarcely any sinking fund could be 
found. Back of that lies the whole 
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story of mismanagement, neglect of 
the physical structure, political ad- 
ministration rather than soumi busi- 
ness administration, and tlie complete 
failure of primary optimism. 

Students of economic principles 
and methods will find in Alberta's ex- 
perience an opportunity to compare 
public ownership and corporate own- 
ership. It happens that on the east- 
ern boundai*y of Canada there are 
three provinces— Nova Scotia, New 
Brunswick and Prince Edward Island 
— which have coincident ally had their 
telephone interests in the hands of 
corporations. For informative pur- 
poses, I propose to contrast some of 
the salient results in the East with 
those of the western provinces. I will 
do this without comment. 

Public rs. private operation 

THE most suitable and convenient 
gauge for the purposes of such a 
comparison is the telephone unit, 
which corresponds to the per capita 
standard used in measuring national 
trade, national debt and so on. Let 
me, therefore, say that in 1911 each 
telephone in the Alberta system 
stood for a capital liability of $165.56. 
In 1932 that figure had risen to 
$492.13. Other things being equal, 
this advance of 200 per cent would 
not have made for trouble; but other 
things did not keep pace. Revenue 
did not. It mounted; yet not at the 
rate of fixed charges growing out of 
swelling debt. Expenses were not ad- 
justed to meet rising calls upon in- 
come. In the case of Nova Scotia, 
which was fairly typical of the other 
two eastern provinces, capital lia- 
bility per phone actually declined by 
17 per cent between 1911 and 1932. 
It was $212.74 in 1911 and ."5176.13 
in 1932, The company, despite the 
prevailing depression — which, by the 
way, lowered the number of tele- 
phones in the Dominion by 102,955, 
or by 7.6 per cent, as between 1931 
and 1932 — had net earnings equal 
to 3.5 per cent on its common stock 
in the latter year. The other eastern 
companies did about the same. It 
should perhaps be explained that, in 
the case of corporations operating 
in the Dominion, the tolls are regu- 
lated by the Railway Commission. 

I cannot compare the tolls of state 
owned systems in the West with 
those of privately operated systems 
in the East because they are not 
available; but I have been advised 
they are lower in the West. The fact 
I have tried to emphasize, however, 
is that the capital liability per tele- 
phone unit in the West is much high- 
er than in the East. It is $465.55 in 
Manitoba, and, as I have already said, 
$492.13 in Alberta. I do not give the 
figures for Saskatchewan, because 




K c w tMWS LOWEST 
MICeTrUCK HllB WITH 



# Here's live, vital news for thousands 
of truck buyers who have always wanted 
Reo Speed wag on performance, power, 
speed and stamina — but who have here- 
tofore been unable tu pay Reo quality 
prices: 

A brilliant new Reo i > Ton Spflodwa^on 
powered with the new Reo^built Silver 
Crown truck engine and featuring maul- 
mum loading space, streamline appear- 
ance and hydraulic brahes — at the amozi 
iHEly low price of $S3S. 

Reo's great new Silver Crown truck 
engine is especiitliy designed by Reo 
engineers fur fast, economical iranspur- 
tatton of goods. Lo-t'x pistons, valve 
seat inserts and a score of other superb 
features contribute to a wide range 
and regularity of service tKat formerly 
called for a much higher invcsttnenc. 

Built for discriminating buyers who 
insist on quality, but must also consider 
price, the new Reo Speedwagon merits 
your immediate consideration. There is 
a wide range of Reo-built body-styles 
matched to the Reo chassis to provide 
a complete, coordinated Reo-built unit. 
You can depend on this sturdy Reo 
truck to do your job at lowest cost. 
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the situation in that province is not 
quite on a comparable footing. On the 
other hand, the eastern liabilities per 
phone are $176.31 in Xr>va Scotia, 
$196.91 in New Brunswick, and 
$135.38 in Prince Edward Island, 

It should help further to an under- 
standing of this matter to glance at 
the facts as to earnings in their rela- 
I tion to capital liability. Speaking 
' broadly, an increase in funded debt 
in a bu.sinesa enterprise is not a 
menace to soundness if net earnings 
I are proportionate. In the case of 
I Alberta, however, that countervail 
was not present, A gross operating 
revenue of $439,846 in 1911 was suffi- 
cient to carry a liability of S2,338.- 

000 and leave a comfurtable balance 
for the sinking fund. But by the end 
of 1932 a gross of $3,330,330 left a 

I deficit of $742,992 and nothing for 
I the sinking fund. And that was true 
of other years. 

In the Ea.st, Nova Scotia, for ex- 
ample, in 1932, was able to pay 
operating expenses, $162,842 in 
taxes, $192,346 in interest charges, 
and set apart sufficient for a fair 
dividend on common stock. The west- 
ern provinces are not taxed on their 
I investment. From these fact.s it be- 
comes reasonably clear that debt was 
the rock on which the Alberta tele- 
phone system foundered. The east- 
i-t n corporations were limited in their 
ljurrowing to their actual credit, 
whereas the state-owned telephone 
systems of the western provinces en- 
countered no such hindrance. 

I know of no uncontrollable con- 
ditions in the West which would 
make this comparison unfair. The 
causes of the Alberta failure must, 
therefore, be sought in other direc- 
tions. I turn to the Edmonton Jour- 
nal, the leading paper in the prov- 
ince, independent as to politics, and 
quote from a recent issue: 

It la a vfry depressing picture that has 
been presented of the state to which the 

1 ura] part of the Albertn provincial tele- 
phone system has been reduced. The 
(.lovernment is much to blame for hav- 
iwg kept the people so much in the dark 
and having pursued a policy of drift tov 
so long. How could Albertan.i be pie- 
pared for these revelatloriH after pni- 
nouneemenls that they heard or read at 
reeetil date;! wlilrh pictured the system 
in an altogether different lisht? 

There can be no doubt about the over- 
extension of the system durin); the 
I-jbei-al rejfime. For thlH there was no 
excuse In the face of A!r. Wray's warn- 
ing. Political considerations were al- 
lowed to Interfere with sound admlni.s- 
tratlon to a shocking degree. 

The whole cause of public ownerahlp 
has been prejudiced as a consequence. 
In view of this. It is hardly surprising 
that there has been considerable feeling 
for some time past tliat an efTort shoirld 
be made to sell the system. 

These strictures were offered by 
The Jonrnai in sorrow rather than 
anger; for it has been a consistent 



advocate of public ownership. The 
Montreal Ooselfe comments: 

A(i a matter of fact. Alberta's telephone 
.tysleni cume to jjrief because 11 was not 
niannsed on approved business lines. De- 
mands were met that should have been 
rejected and money was spent unwisely. 
Public ownership of telephones has re- 
ceived a long trial In Alberta under more 
than one political party, and has been a 
failure. 

One of these political parties was 
the United Farmers of Alberta. 

It is not difficult to paraphrase 
these comments into the language 
which one candid and unbiased man 
would use in talking to another. They 
mean that business judgment was set 
aside for political considerations. I 
might further observe that some of 
the Albertan municipalities which 
ventured into public ownership on a 
large scale have also come to grief. 
So serious had become their position 
that the province had to come to their 
reiscue with special legislation and 
financial aid. 

Ten millions to write oS 

AS I have said, Mr. Barker, a New 
York specialist, was called in recent- 
ly, and in his report to the Govern- 
ment he recommended that $10,500,- 
000 of the telephone liability be writ- 
ten off as not being represented by 
assets, and that .?4,. '500 ,000 be spent 
in pulling the rural lines into fair 
operating condition. In the financial 
position of the province, however, 
this suggested reconstruction work 
was impracticable; so it was decided 
to sell the rural lines in parcels to 
the highest bidders. Selling is now 
under way. In one in.stance a line 
which had cost $48, .%0 was sold for 
$2,396; and it is said this difference 
represents the measure of deteriora- 
tion that has taken place. 

I have witnessed the rise to poli- 
tical power of the Western Farmers' 
Party which has figured conspicuous- 
ly in this matter. Even in the earlier 
years it was influentiaUy in the back- 
ground. For a time it controlled the 
prairie legislatures, and between 
1920 and 1925 it had a sufficient num- 
ber of representatives in the House 
of Commons to hold the balance ol 
power between the old parties. 

Alberta has always been one of its 
strongholds. Public ownership is the 
main piank of its platform, and, if 
this new federal group should win 
popular approval at the approaching 
general election, vast changes would 
rolli>w. Al! utilities, banking, insur- 
ance and so on would pass under the 
state control. Practically everything 
would be "socialized." What has hap- 
pened in Aiberta must be considered 
in the light of this agrarian political 
influence in the western provinces. 
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THERE are six factors* vital In year-round Air Condi- 
tioning. These factors are ineffective and elusive without 
perfect coordination. Automatic Control Is the guiding 
hand by which they become that great contribution to 
modern living and modern Industry — Air Conditioning. 

Minneapolis-Honeywell, pioneer and leader for fifty 
years in the development of automatic controls, manufac- 
tures the Modutrol System, which will automatically control 
any Air Conditioning installation, large or small. The great 
versatility of this system makes it readily applicable to any 
standard or spectallied Installation. Under Modutrol gui- 
dance, that installation will operate at maximum efficiency. 

Mmneapolls-Honeywell has available a brief, informa- 
tive book on the vital subject of Air Conditioning and its 
automatic control. It is a clear explanation of a subject, 
the uses and terms of which are often misunderstood. 
Your request on your letterhead to Minneapolis-Honey- 
well Regulator Company, 2923 Fourth Avenue South, 
Minneapolis, Minnesota, wilt bring you your copy. 
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^HE National Industrial Recovery 
Act, passed in 1933, stipulated that 
NRA, which it created, should have 
:i life of two years. Under t host- 
terms, NRA would die in June this 
year unless something was done 
about it. A natural question was 
whether it should be allosved to die. 

A referendum vote by the member 
organizations of the U. S. Chamber 
of Commerce showed a great majori- 
ty favoring NRA's demise. This did 
not imply a feeling that all the work 
attempted by NRA should be aban- 
doned. The business men proposed a 
successor for that organization and 
expressed pretty definite opinions as 
to how that succe.s.sor should be built 
and operated- That was in December. 

Two months later, President 
Roosevelt, in a letter to Congress, 
urged that NB.A be continued. At 
first glance, therefore, there appears 
to be a wide divergence between 
what business wants and what the 
President thinks it should have. 

Similarity beneath the surface 

A COMPARISON of the two points of 
view, however, reveals that the diver- 
gence is in method rather than in 
aim. 

The President says: "I, therefore, 
recommend to the Congress that the 
National Industrial Recovery Act be 
extended for a period of two years." 

The business men, as the first 
proposition in the referendum, de- 
clared: "The National Industrial Re- 
covery Act should be allowed to 
terminate in accordance with its 
present provisions." 

But they also voted yea on the sec- 
ond proposition, which was: 

2. Prior to the expiration of the Na- 
tional InUustritt! Kecovi;rj' Act, new 
li'glslation ishiiuld be enacted. 

This is pretty well in line with the 
President's second suggestion: 

I recommenij that the policy and 
standards fur tlie administratiun of the 
Act should be further defined In order 
to clarify the legislative purpose and to 
guide ilie execution of the law, thu-s 
pioflting by what we have already 
learned. 

There are other interesting paral- 
lels. 

In his third paragraph, the Presi- 
dent says: 

Voluntary submission of codes should 
be encouraged but, at the same time, it 
an industry falla voluntarily lo agree 
within Itself, unituestioned power musst 
rest in the Government to establish in 
any event certain minimum standards of 
fair competition In commercial prac- 
tices, and, especially, adequate standards 



in tabor relations. For example, child 
labor must not be allowed to return; the 
nxln({ of minimum WBgeu and maximum 
hours is practical and nece.-i.sary. 

Business views on these questions 
vi'ere expressed in these paragraphs: 

3. Any new legislation should be limit- 
ed lo businesses engaged in, or afTecting 
cumpetilioii in. Inlersitate commerce. 

4 Each InduHtry should be permitted 
to forniulale nnd to (JUt Into effect rules 
of fair competition which receive gov- 
ernment approval. 

5. The governmental agency should 
have only the power of approval or veto 
without power of modldcatlon or Imposi- 
tion but with power lo indicate condi- 
tions of approval. 

6. The governmental ajjency should be 
a board or tribunal apjiolnled by the 
President. 

11. Ilules of fair competition should al- 
ways contain provisions for minlnmm 
wages, for muximum houra of work and 
against child labor. 

The President goes on : 

The rights of employees freely to or- 
ganise for tile purpose of collective bur- 
gaining should be fully protecled. 

The business men devoted three 
paragraphs to this question: 

8. In any new legL-Jlation it should be 
made unmi-stakable that collective bur- 
gaining is bargaining with representa- 
lives of all gniups of employees thai 
desire to act through .spokeamen, with- 
out the right of a minority group to deal 
collectively or Ihe direct right of In- 
illviduai bargaining being precluded. 

9. It should be made explicit that the 
right of employees to choose their own 
representatives Is to be free from co- 
ercion from any souice. 

10. There should be extension of Ihe 
condition against reijuiring membership 
In one type of employees' orgniil/.ation 
lo a condition against requirement of 
membership or non-membership In any 
type of labor organization. 

The President continues: 

We must continue lo recognize that 
Incorrigible minorities within any in- 
dustry, or in the whole field of trade and 
industry, should not be allowed to write 
the rules of unfair jiloy and compel all 
others to compete uyjon their low level 

We must inaiie certain the privilege tif 
cooperating to prevent unfair competi- 
tion will not be ttansformed Into a 
license to strangle fair competition un- 
der the apparent sanction of Ihe law. 
Small enterprises especially should be 
given added protection against discrim- 
ination and oppression. 

On this point, business said: 

7. Rules of fair competition formulated 
by a clearly preponderant part of an In- 
dustry as suitable for Ihe whole Indu.'J- 
try with due consideration for small 
units and approved by the governmenlal 
agency should be enforceable against all 
concerns in the Industry. 

The President went on: 

The fundamental principles of the 
antitrust laws should be more adequate- 
ly applied. Monopolies and private price 
fixing within industries must not be al- 
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lowed nor condoned, "No monopoly 
should be private." But I submit that, 
in the case of certain natural resourcPH. 
such as coal, oil and gas, the people or 
the United States need government su- 
pervisiqn over these resources devised 
for the purpose ot eliminating tlieir 
waste and of controlling their output 
and stabilizing employment in them, to 
the end that the public will be protected 
and that ruinous price cutting and in- 
ordinate prollts will both be denied. 

Although business men did not 
touch on the subject of the latter part 
of the President's paragraph, theii- 
thirteenth proposition paralleled its 
first sentences: 

13- Tliere should be an opportunity 
for members of an industry to enter into 
agreements otht-r lhan rules which, 
when approved by the governmental 
agency, will be enforceable against 
parties to the agreement. 

In addition, the President made one 
other suggestion and business men 
made two. The President said; 

In the development of this legislation 
I call your attention to the obvious fact 
that the way to enforce laws, codes and 
regulations relatin^r to industrial prac- 
tices is not to seek to put people in jail. 
We need other and more effective means 
for the immediate stopping of practices 
by any individual or by any corporation 
which are contrary to these principles. 

The business men concluded : 

12. There should, upon reasonable no- 
tice, be an express right of termination 
corresponding to the right of initiation 
and presentation of rules of fair com- 
petition which have been approved and 
a similar right in the governmental 
agency. 

14. The new legislation should make 
clear that its provisions so far as com- 
pliance with them is concerned, super- 
sede any other statute which might ap- 
pear to conflict. 



American Business 
Policies 

REPRESENTATIVES of every field 
of American business will gather in 
Washington April 29 to discuss com- 
mon problems and to map a course 
for the coming year. The occasion is 
the twenty-third annual meeting of 
the Chamber of Commerce of the 
United States. 

The theme for this year's sessions 
is "American Business Policies." 
Specific policies for the varied lines 
of endeavor which make up the busi- 
ness total will be discussed at group 
and luncheon meetings led by ac- 
knowledged authorities. Several of 
these group meetings will discuss 
situations brought about by the New 
Deal. "Business Under Codes" and 
"Taxation" will be considered April 
29. "The Federal Budget." "National 
Safeguards," "The Labor Relations 
Bill," "The Government's Relation to 
the Power Industry" will be taken up 
at later sessions. 

The meeting will close with a gen- 
eral session Thursday, May 2. 
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meets QnC MoftgagC 

— and Avoids another — 



P A wife often wonders how she and her 

husband can provide financial indepen- 
dence fur their later years . . . and still 
be prepared to meet her own heavy ex- 
penses . . , should her husband die un- 
expectedly. His unpaid dehts — the .sup- 
port of the family — or the education 
of the children — could be staggering 
burdens. 

In California there lives a widowed 
mother who discuvered that North- 
western Mutual Life Insurance not only 
builds a reserve for old-age income, 
hut aUo protects a family in flnanctal 
emergencies, 

"Soon after my marriage," she writes, 
"my hHshuad brought up the subject 
insurance. Sometimes it was not easy tc 
tneel the payments en the policies and 
mnant real selj-denial. But it gave us 



standing in the business world and was an 
untold help after my husband's illness and 
death . . . settling all debts and freeing 
our home of mortgage. 

"Then followed months of illness to 
myself — hospital, nurse and doctor bills, 
that ate up the reserve . , . but I am most 
grateful to have had it, instead of being 
forced to mortgage my home again to 
settle bills. In no other way could we have 
saved as much," 

One may leave bis cbitdren father- 
less, but he need not leave them home- 
less! The safe way to offset any mort- 
gage — and insure a family's financial 
independence — Is to own adequate life 
insurance in a strong company like the 
Northwestern Mutual. Mail coupon be- 
low for booklet. 




the northwestern mutual 
Life insurance Company 

Milwtukef, Wiicontio 

Wliliaui ublifciuon. pitrifc send mc 
your booklet— "AND THIS MAKES 
SURE THE HO,ME WILL BE VOURS." 




.'■\ . > 



O'ly. 



Att. 



The assets of the Northwestern Mutual, as reported to state insurance departments, now total 
a billion dollars— a great estate administered far the mutual we/fare and protection of 
more than 600.000 policyholders with over three and a half billions of insurance in force. 



. and the way 
ifs been moving 

LL NEVER H 

NEED ANY MORE" H 



Time for some high pressure selling? No. 
Time for some high powered thinking. 
What this salesman needs is h/eas. What 
this dealer needs is help. 

Modern salesmanship only begins with 
selling the dealer. The real job is to help 
the dealer sell the consumer. On his 
shelves are hundreds — even thousands — 
of items. To get the breaks, your product 
must make its own breaks — be so shrewdly 
priced, packaged, styled, displayed, mer< 



chandised, that it sells with little or no 
dealer dependence. 

We have noticed that, faced with a mar- 
keting or merchandising problem, manu- 
facturers of packaged goods have thought 
of the American Can Company as a logical 
source of help. They have realized, per- 
haps, that to build successful packages and 
point<of-sales displays we have had to 

AMERICAN 
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know something about markets and con- 
sumers, and the whole broad field of retail 
merchandising. They have assumed that 
with our daily contact with many and 
varied marketing problems, we must have 
quite a bit of information. 

Our experience- background, our studies 
and other data, have been of value. Pos- 
sibly they can be for you. We suggest that 



you drop a line to our Sales Promotion 
Department. We should be glad to talk 
things over with you and contribute what 
we can. 



Why Joes American Can Com patty cnncerti 
itselj with problems of retail merchant nlngi' 

Our reasons are the same as yours. We cannot 
sell more packages than you sell for us — you 
cannot sell more than the consumer buys. The 
consumer is our common guLiI. 



CAN COMPANY 



230 PARK AVENUE 
NEW YORK 
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TffO SIDES OF THE 
IIOIR GLASS 

'^imc applies two tests to an insurance company. 

One test is concerned with the Utif^lh of time 
—the other with its shortness. 

In selecting an insurance company, the ex- 
[xrienced buyer asks, hrst. "How /ong is the 
company's record of distinguished service?" Then 
lie asks: "Will I get service in the shorttil pos- 
sible tinic'" 

For length of service, the Hartford points to 
1 25 years of square deahng 
— payment of legitimate 
claims m cash. As for the 
j^fff/ of service the Hartford 
has some 17,UUU agents; 
Western Lnion offices in the 
United States or Canadian 
National Telegraphs offices in Canada have on 
tilc- the name and address of the nearest repre- 
sentative of the Hartford, for the convenience of 
anycjne asking for this information in time of 
frouble. Thus Hartford protectitrn goes hand in 
hand with you everywhere and 125 years of time 
have built this company which now saves you 
time — when (imc saved means trouble saved. 

If you u-ttnl HnTlfiirJ n.ilimi-u itlr iiitumme irniif, iff iht ntartit 
liurtforJ Aj^cnt or att iiny lurnsrti hruier lu plait your imurumt iti 
the Httrtforti u hith u-riUi firudnally tvtryform af iniuramt except lift. 

HARTFORD 

HARTFORD FIRE INSURANCE CO. 
HARTFORD ACCIDENT and INDEMNITY CO. 

HARTrORO • CONNICTiCUT 




In the Woof! 

/Continued from page 30) 
lina Board to investigate at point of 
production. Two months later a re- 
port waa received at New York that 
the factory production records had 
be^n carefully examined, and the de- 
[ 'if owner, plant manager, 

, , and machine operators 
taken -but all without avail. North 
Carolina had one more clue, however, 
it was slated, and was trying to locate 
a young negreaa who had worked on 
one of the underwear machines a long 
time ago. but whose whereabouts 
were now unknown. 

Another month pa-ssed. Then a 
flash came from North Carolina that 
the machine operator, one Mamie 
Brown, had been found, but that un- 
fortunately she no longer lived in 
Aaheville, having married a Birming- 
ham negro, one Jefferson Black, who 
used to run a pool parlor in Bir- 
mingham, but who, the North Caro- 
lina Board had rffason to believe, was 
now running a numbers racket in New 
Orleans, Wires to the New Orleans 
Board to locate Mrs. Black elicited the 
respon.se in le.HS than a week that Mrs. 
Black had quarreled with her hus- 
band, had departed New Orleans, and 
was now living with a si.ster, one Mrs. 
Joseph Johnson, somewhere in ,N'ew 
York City. 

The investigation comes home 

THIS information electrified the 
, New York standards authorities. The 
case had, so to speak, come home to 
roost. A detail of investigators was 
as.signed forthwith to comb Harlem 
for the missing Mamie. After diligeni 
search the witness was found and 
haled before the Federal Board of 
I Universal Standards for the First 
District of New York. A date waa set 
for hearing, and Klotz, a mere shadow 
o( his former rotund se\f, was sum- 
moned to ajjpear. 
' The morning of the hearing dawned 
bright and clear. Country clubs called 
seductively through open windows to 
the three commissioners seated on 
the bench in Federal Building. Black 
nee Brown was on the stand. The chief 
insiieclor was conducting the exam- 
ination, 

"Were you employed by Cotton 
Mills, Inc., of Asheville, N. C, on or 
I about Januaiy 1. 1936 ?" he asked the 
witness, 
"Yas. suh!" 
I "Did you work on an underwear 
machine?" 
"I sho' did!" 

"I now hand you a pair of gentle- 
man's — er — undergarments, marked 
'E.thibit A', and also labeled 'United 
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States Grade A', and ask whether you 
recognize them," 

The negress took the garment and 
examined it. 

"lae does!" 

"Do you see anything unusual 
about this garment?" 
"No, suh!" 

"Please examine it closely and tell 
the board what, if anything, you find 
— in the woof!" 

The witness looked bewildered. 

"In the woof!" the examiner re- 
peated with some show of irritation. 
"Down there at the lower edge of the 
left leg." 

"01" said Mamie with evident re- 
lief. She reexamined the garment, 
then announced brightly: "Dey's 
some threads pult." 

The commissioners leaned forward. 

"Threads pulled?" one of them 
asked. 

"Yas, suh!" 

"How many threads ?" 

"Fo'!" 

"Please tell the board how four 
threads got pulled." 

"Well, Jedge," explained Mamie, 
"threads gits pult sometimes. Gits 
pult on S[jlinters. Lots ob ways 
tlireads gits pult." Thus enlightened 
the three commissioners went into a 
huddle. After five minutes one of 
them beckoned the chief inspector. 

"Mr. Inspector," one commissioner 
asked. "What tolerance is permitted 
in the government standards with re- 
gard to missing threads in the woof 
or in the warp of fabrics ?" The chief 
inspector colored. He didn't know. 



Variations in the standards 

"ISN'T it the fact," the commission- 
er continued proudly, "that in Volume 
825 of the Books of Government 
Standards, on page 1,006 thereof, it 
is stated that the tolerance as to un- 
derdrawers shall be six threads?" 

The inspector half turned to an as- 
sistant. 

"How about it, Dick?" he whis- 
pered. The assistant stood up. 

"That is correct now, Mr, Com- 
missioner," he declared. "But at the 
time the seizure was made in this 
case, more than a year ago, the toler- 
ance was only three threads. The reg- 
ulations have been amended several 
times since then.'* 

Once more the commissioners went 
into a huddle. When they came out of 
it their spokesman announced the de- 
cision, "This board," he intoned, 
"hereby repiimands the respondent 
Klotz for failure to inspect each and 
every garment offered by him for 
sale. The co-respondent Withered & 
Grey company is likewise reprimand- 
ed, as is also the co-respondent Cotton 
Mills, Inc. Case dismissed. All costs 
to be borne by the Government." 
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Let the Foresight of ERIE 
Find the Om Site for You 

• Let Erie help you find that new plant or new location. 

The last few years disturbed the map of industry. Markets, 
workers, even sources of supply have shifted. Manufactur- 
ing profits depend on access to all of these. 

The shifts have been so rapid it is hard to follow their 
trend. If they perplex you, ask Erie. We can tell you of 
markets and materials, labor supply, taxes, real estate values, 
available factories or sites, and industrial data of many sorts. 

We study, chart and analyze these changes constantly. 
Call on this army of facts to help you win your fight 
for profits. There is no charge for the service. Write 
the Industrial Commissioner, Erie Railroad, Cleveland. 
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ivliidi give lis the most jr*y 
aiul salisfactinii are timsc of 
m-riiiaiu'iii valuf, whirh can 
he tii-asuri-tl lliriJij}:li years 
and perliaps generalions. 

You ran safeguard fi>r 
yourself and \iiur family llii; 
slandard of living, tlic sur- 
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"How do YOU have such 
clean waler?" 

"We use Reading 
Genuine Puddled 
Wrought Iron Pipe 
—it costs us less be- 
cause it lasts so much 
longer." 

For iafoTiBation ngarding 
your pipe problems, write 



HEADING IHON COMPANY 
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The Factor Finds Fresh Fields 



(Continued from page 32} 
September its normal ahiprnents to- 
taled about $115,000. It could readily 
,v«// enough to permit shipments of 
S 150, 000 a month during the reat of 
the year. 

But, with more than SIOO.OOO tied 
up in accounts receivable, this con- 
cern was hampered in financing pro- 
duction to such an extent that its 
shipment,'! were necessarily reduced 
one-third below what they might have 
been. 

Finally factoring waH adopted. As 
rapidly as goods were shipped, the 
accounts receivable were turned into 
cash. The $100,000 received from the 
factors was used in financing produc- 
tion. As a result, about $200,000 more 
product could be, and actually was, 
shipped during the last four months 
of the year than would otherwise 
have been possible and the manufac- 
turer's net profit was increased by a 
little more than $20,000. 

Custom limited factoring 

EVIDENTLY many concerns in many 
industries could always have bene- 
fited by factoring. But for more than 
a hundred years it was taken for 
granted that factoring was applicable 
only to the various branches of the 
textile industry— silk, cotton, wool, 
and later, rayon. That undoubtedly 
was because both the factors and 
their potential customers outside the 
textile field had been more or less 
hound by tradition^ — tradition baaed 
on conditions which existed when all 
American industries were infant in- 
dustries, but which had been quietly 
changing as industry developed, and 
clianging rapidly during the past five 
years. 

The factors subscribed to the "shoe- 
maker-slick-to-your-last" maxim — 
the "last" in this case being the tex- 
tile industry. The industries which 
might have been using factors but 
hati not probably were held back by 
the almost universal "my-business-is- 
different" obsession. 

The depression has effectively 
broken down many traditional busi- 
ness methods and beliefs. For our- 
selves, tJwr traditions began to 
crumble when we found our volume 
falling off because of the slump in 
textile manufacturing. That prompt- 
ed us to study the possibilities of find- 
ing clients in other fields. We found 
that the changed financial conditions 
had in some industries developed a 
need that had never before existed 
for the services that factors render. 
In others which could always have 



used factors advantageously, the 
need for their services had become 
acute. 

In the beginning, it was chiefly the 
highly seasonal nature of the textile 
industry that gave birth to factoring. 
In preparation for a very short sell- 
ing season, a mill ordinarily builds up 
its inventories for two or three 
months^ a period in which much is 
going out for pay rolls, materials and 
the like, and nothing is coming in. 

All this means that, from the time 
a mill .starts laying out cash for its 
season's production, as much as live 
to seven months may elapse before 
any money is received for the goods. 
In the early days few banks were 
able or willing to finance a mill on 
the large scale required. So. to bridge 
the time between the shipment of the 
goods and the maturity of the ac- 
counts receivable, factoring was de- 
veloped. The factor also on occasion 
advances money against the inven- 
tory. Such advances are liquidated by 
the seasonable sales of the inventory. 

Other young American industries 
of a hundred or so years ago, al- 
though many of them were more or 
less seasonal, did not have a financial 
problem so difficult as that of the 
textile milts. Their seasonal financial 
requirements could usually be han- 
dled through the banks. 

But the depression changed that 
for many concerns. Many which had 
formerly had ample working capital 
suffered such losses tliat they finally 
found themselves hampered in their 
operations for lack of sufficient work- 
ing capital. Too large a part of it was 
tied up in accounts receivable. Even 
when, as sometimes happened, they 
could get business enough to fill their 
plants, they had to pass it up because 
their shrunken capital was insuffi- 
cient to finance pay rolls, material 
purchases and accounts receivable. 
The wage and hours provisions of 
NRA accentuated these conditions in 
many cases. A considerable number 
of such concerns could have financed 
the additional production if they 
could have released the capital tem- 
porarily frozen in their accounts re- 
ceivable. These, in several industries, 
constituted new potential markets 
for us. 

Other companies which had form- 
erly helped out their working capi- 
ta! by borrowing from banks found 
that source either dried up through 
bank failures or restricted because of 
the universal desire of banks to re- 
main highly liquid. Factoring their 
accounts receivable was the only 
source of ready money with which to 
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"Antique* 
Accounting 
Methods" 

. . . said the Sales Manager 

Simply can't back up 
Modern Selling!" 
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" A NTIQUE ACCOUNTING IS too big a load 
j£V to carry," continued the Sales Manager. 
"Ii breaks dowa customer good-will with its 
billing errors,.. invites collection difficulties 
beause statements go out late... it can't give 
me the timely figure faas I ncedt" 

<t a a 
Underuood Elliott Fisher Accounting Ma- 
chines take the grief out of accounting and 
pur greater speed, accuracy and flexibility in. 
They get statements into the mail on time... 
maintain books in perpetual balance. . .keep 
figure facts constantly on tap... supply a di- 
versity of information about a business with- 
out duplication of effort. 

Why not allow an Underw ood Elliott Fisher 
Rt presentative to call and without obligation 
give you complete information. ..show you 
how Underwood Elliott Fisher Machines 
can increase organization effu icncy... decrease 
accounting costs. Mail the coupon today 

Auavniiitg Machint Diniion 
V N! D i ; R W O O D 
ELLIOTT FISHER COMPANY 

Aciutniling Matbinti . . Tyfttrritrrt. . AJJiitg MMbimt 

Carbon fj/itr, Rttlfitni aaj tih,r iufpiia 
i42 MADISON AVENL E. NEW YORK, N.Y. 
i»iSrj <taj StTfUt Bitryuhf'i 



i V . , . , . 1 cwli, N. Y. 

rrll fnr mtirr about Vatitrwwui 
[ Fikbcf Machine A^iuuniiof. 



Underwood Elliott Fisher 

ACCouNTiNt; MA(;lll.^^:s 



Under u ood Eiltott Fisher Speedi the World's Business 




AN INVITATION 



To the 
American Business Man: 

The Chamber of Commerce of 
tlie United States invitCwS you to at- 
tend its Tivcnty-third Annual Meeting, 
to be held in Washington, April 29 
to May 2, J 935. 

This assembly will mark a further impor- 
tant step in formulating national business posi' 
tion regarding national economic policy. 

what business has done, what it is now 
doing and what it has yet to do to accomplish 
its larger purposes and fulfill its larger responsi- 
bilities will be reviewed- 

How government and business can best 
proceed to advance the national interest, meet 
current problems and lay the basis for sustained, 
permanent recovery will be considered from a 
practical viewpoint. 

What adjustments must be made to insure 
orderly progress and what effects thev will have 
on all types of industry and trade will be brought 
under broad scrutiny- 

opportunity will be provided for lull and 
free discussion of these far-reaching questions. In 
this you are asked to participate. 

PRESIDENT 

Chamber of Commerce of the Unital States 

WASHINGTON, D. C 
March ;^o, i9;^5 
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finance their production. Another 
good market for us, opened up by 
the depression. 

Even concerns which had no such 
immediate financial {trobk ma, on find- 
ing what factoring was doing for 
others in their industry, decided to 
reap the advantages that come to any 
business from increased working 
capital. All these constitute a good- 
aized market that could probably 
have been developed years ago if 
tradition had not had such a grip on 
them and on us. 

There are two tests which deter- 
mine whether or not a concern can 
avail itself of a factor's service. 

First is the type of customer to 
which a concern sells. Since the fac- 
tor assumes all credit losses, the 
client's sales must be made only to 
customers on which credit informa- 
tion is available. Such, of course, arc 
department stores, wholesalers, chain 
stores, specialty retailers, mail order 
houses and other manufacturers. Ob- 
viously concerns which sell to stores 
so small thai no credit information 
is available on them are not suitable 
for factoring. Also, if a manufac- 
turer sells direct to the consumer 
or through dealer distributors on the 
instalment plan his financing cannot 
properly be handled by factors. In 
this latter class are refrigerators, 
automobiles and oil burners. In such 
cases the manufacturer uses the 
special finance companies organized 
to handle that type of sales. 

Large volume is necessary 

THE total volume of sales is the 
other determining test. While no hard 
and fa.st rules can be laid down on 
this we find that total sales should 
not as a rule be less than $500,000 a 
year if factoring is to be feasible. It 
usually takes about that minimum 
volume to absorb the overhead a fac- 
tor must assume for the office work of 
bookkeeping, credit checking, collec- 
tions and the like. There are, how- 
ever, special cases where a factor \s 
warranted in taking on a company 
whose business falls below a half mil- 
lion a year. Obviously one case would 
be a concern which sells to only a 
few large, rated accounts. 

Several lines of business aside from 
the textile industry pass these tests. 
Among them are the manufacturing 
of china, crockery, glassware, shoes, 
clothing, household electrical appli- 
ances, furniture - in short nearly any 
indu.slry which sells to large retail- 
ers or wholejsalers on open credit. 

Concerns in all of these lines are 
now using factors. Most of Ihem have 
accepted the idea in the past five 
years — which shows that it pays to 
brush aside all traditional ideas as to 
who can buy what you have to sell. 
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A iSuri/ttrd Sttrnm iivilrr impector tfmckina an liimrvd mgine 



YOU GET THEM . . . 

KEEP THEM! 



Business, in Hpilc of clearing Mkie», con- 
tiniiea to be a struggle. Orders muet be 
fouglit for. Prufils ure elill fragile anil 
unr<?rlain. Wbcii you gel ibeni . . . 
keep lliem! Remove ibe chiince ibat a 
boiler explosion, or a breakdown uf 
turbine or engine, sball rob your busi- 
ness of bartl'ivon earnings. 

"Ilartforil Steam Boiler" tttands ready 
to guard your profitf^. Tbe eom[iany bas 
two aims: One, lo reimburse, tbrough 
insuranee, for direet lose from power 
etfulpment accidents — and for the busi- 
ness interruptions wbich they cause. 
Tbe other, lo prevent accidents, as far 
as biiinan skill permits. 

To minimize the occurrence of acci- 
dents, over 3.i0 trained inspeetora check 
regularly all Hartford-protected equip- 
ment. Danger signals caught by the 
field inspectors mean boilers that do 
nut explode, turbines that do not crash, 
engines that do not wreck. Altogether, 
Company men have built a reeord uf 
more than 1!^, 000, 000 inspections. 
From this laboratory of vast experience 
the Company^s engineering staff has de- 
veloped its effective methods for the 
safeguarding of power equipment. 

These are some of tbe reasons why 
executives of many of tbe largest indus- 
tries, as veil as the heads of tbousanda 
uf i<maller plants, insist on Hartford 
Steam Boiler coverage. Agents and 
brokers will !»e glail to arrange it for you. 



Of all the tircmiiiin^ paid lor bull^r nnj niacliincrr Insur, 
aivcr in xhv LIn(i«c] Statr., innrr than h'lf nrf paid ta oblatn 
pF>Ni^ip^'i bmrinf; tfa]^ fjamlliar seal, hall-ntark oS Ihc lorgrst 

uf all puw.rr Jjoil^T., btiih fur A(ni^rira*s jndustrinl planlft 
hiritr LkJa ullicr Iniprlnl^ Ihc Ifartfuril StcAjn BdLler mttmp 
ttf jipprovml. 



THE HARTFORD STEAM BOILER INSPECTION AND INSURANCE COMPANY 

HARTFORD, CONNECTICUT 
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Only One of the Hands 

He hetd only a minor place ai 
the pUnf. Buf df home he was 
the head; by his deafh a house- 
hold hat lott lU only supporter. 

CROUP 
INSURANCE 

enables Hie employer to give due 
recognition fo the importdnce oi 
such a worker to htt family. 

B-V in>iie inquiriet 
from Empiuytrt 




THE PRUDENTIAL 
INSURANCE COMPANY 
OF AMERICA 

EDWARD D. DUFFIELD, Prdldtnt 
Horn* Office: NEWADK. N, J. 




Fences 



Provide Permanent 

PROTECTION 

A Kurdy Stewart Noii'Clifnbabtt 
Chuin Liiik Wirti Fciile standt at a 
sentinel uf protcciiari 24 hiiun a 
day. 

Stcwirt Fences have *\\ the uiuat 
feature* of jjrotcctive Fenco PLUS 
«ther eJicJuiivc fcaiures, such as^ 

tedJy eupen'or to pipe— <^iTii ess its 
U99 in bridic anti ikytcrapei con- 
jftructiofi. 

. . . Integral onc'piecu cxteniicn 

atim. 

Wovtn-in featureB. 

, . . Stiff IcR bracinK. 

(TiTtiiliL^I |)tiAli liTicvtl inil tru^ihril.) 

For proor of our clBims have a 
Stewart represcntalive ihuur you 
actual samples of Slewart Fence 
and atructural detaHft. 

Wrile for hts name and address. 

THE STEWART IRON 
WORKS COMPANY, Inc. 

104 Stewart B!oci( 
CINCINNATI, OHIO 




Labor's Quarrel with the President 



(Continued from page 2i> 
This dLsputc was never decided bo- 
cause the conferees branched off into 
discusiiing the form of baiiot to be 
used and the formulation of rules for 
the election. Many months later, the 
dispute was taken to the Federal Dis- 
trict Court in Wilmington where the 
Department of Ju.sfice asked for an 
injunction which would open the way 
for an independent election of em- 
ployee representatives. 

Not only was this injunction 
denied, but the court held that Sec- 
tion 7a of the Recovery Act ivas void 
and unconstitutional when applied 
to companies not engaged in inter- 
state commerce, A major setback for 
labor. 

The disputes involving the Harri- 
man Hosiery Company and the Budd 
Manufacturing Company, resulting 
in strikes and elections, also were 
slow of adjustment by the NRA and 
the National Labor Board. 

In March, 1934, workers in the 
Carnegie Steel Corporation plant at 
Duqiiesne, Pa., asked the Labor 
Board for elections so they might 
choo.<ie spokesmen for collective bar- 
gaining. The board decided in favor 
of the petition in May, but fixed no 
date for the election. 

The company union elections were 
scheduled for June. Labor board 
officials and officers of the U. S, Steel 
Corporation had discussed the elec- 
tion in the Carnegie plant. The em- 
ploying company was unwiiling to 
allow an independent government - 
supervised election on the terms set 
forth by the labor board officials. In 
the meantime the employee repre- 
sentation plan election was held in 
June without participation by the 
Labor Board which was by then get- 
ting discouraged because it found it- 
self unable to obtain prompt enforce- 
ment of its decisions. 

On June 30, 1934, the National 
Board went out of existence when 
the President created its successor, 
the National Labor Relations Board, 
with Lloyd K. Garrison as chairman, 
as the father of all labor boards. 

Courts review board orders 

AT this time there happened to be 
a strike threat in the steel industry 
and shortly after the creation of the 
National Labor Relations Board the 
President formed the National Steel 
Labor Relations Board to handle 
labor problems in that industry. The 
election petition in the Carnegie 
plant was filed with the Steel Board 
about September, 1934, and in De- 



cember the Board granted the re- 
quest and ordered an election. The 
Executive Order setting up the Na- 
tional Labor Board and the Steel 
Board states that appeals from de- 
cisions may be filed in the form of a 
request for review by the Circuit 
Court of Appeals. 

The Steel Board gave the Carnegie 
Company one week to .submit its pay 
rolls since only through checking of 
the pay rolls can the names i^if those 
entitled to vole in elections be ascer- 
tained. 

Just before the week expired coun- 
sel for the company union asked the 
circuit court to review the Board's 
ruling. This meant further delay. 
Whichever side loses, an appeal will 
be taken to the higher court. Thus 
there will be additional delay. Delay 
frustrates the union desire for 
prompt election of spokesmen for col- 
lective bargaining. 

Within a year after the passage of 
the Recovery Act, the unions which 
had been "on the job" at the begin- 
ning had enrolled their maximum 
membership. Those organizations 
which had expected the Administra- 
tion to do the work of enrolling mem- 
bers for them were disillusioned. But 
so were some of the more militant 
unions which had used their own best 
efforts to organize. 

Enforcement delays irked labor 

THE disillusionment came about 
when the unions failed to obtain 
what they had expected, quick eji- 
forcemenl of Section 7a, Tlie unions 
would appeal to the regional labor 
boards. The side that lost would ap- 
peal to the National Labor Relations 
Board. There were hearings, con- 
ferences, interminable arguments. If 
the National Board sided with the 
employee it would refer the case to 
the Department of Justice. More con- 
ferences on the evidence. Delay in 
presentation of the case to the courts. 
The Department of Justice moved 
cautiously. 

Organized labor felt that only 
through some assistance by the Gov- 
ernment could it cope with the delay 
in obtaining prompt action on Sec- 
tion 7a cases and especially with the 
widespread growth of employee rep- 
re.sentation plans. Last winter Sen- 
ator Wagner fostered a bill to out- 
law the company-supported union. 
Employers attacked the bill as a 
measure to turn the control of Ameri- 
can industry to "a national labor 
monopoly," The light was carried to 
the unions with the demand that the 
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106 years underground 

then Lack in service 




ABOVE §buivu au um'etourlicd photo irrujili 
1. of 106-year-old cast iroa pipe, vvilh ticll-aud- 
spigot joints, heing relaid across the Pont de la 
Concorde in Partu. Installed iu another part of tlit- 
cily about I82o, this section ivas taken up and 
relaid in 1931. Each pipe was hi s^uch good con- 
dition that it could be relaid tuiniediately, and the 
re:?! of ibe original line of which this section was 
a part is still in service underground. Other cities 
in Europe and America can point to ca^t iron 
pij>e, with beH-and-spi^ot joints, still in use after 
serving 1!)0 to 200 years and longer. 

The four nmjor economies resulting from the 
long life of cast Iron pipe are due to its cfTective 
resistance to rnst. Cast iron is the one ferrous 
metal for water and gas mains, and for sewer cou- 
titruction, that w ill not disintegrate from rust. This 
characteristic makes cast iron pi[ie the most prac- 
ticable for underground mains siuce rust u ill not 
destroy it. 



^The 4- Economies 
o/^Cast Iron Pipe 



1. Official recorilii of fu*l irou pipe 
liiiil 101) la 200 yeari^ a^u oud still in 
f-tTvice, prove that it is cheapest in 
the end, 

2. Official reporls na file iu llitr oQicf 
at a pruiniuciil U'cliiiicul pub1i<^iil iun. 
prove that (.'u.Ht iron pipe ta cheapest 
tit mil id tu ill. 

.'{. Lung-liveil pipe obviously cause;) 
\c»6 Mrrvl-openiug for replacenieul.t 
mill repairs. Therefore, caat iron pipe 
j^ftt'fH ntofiey ort xtreet^-ftiienings, 

1. Vt beu replaced hy larger pipe, or a 
main is abaiitlotied or rcruuU'il, cueil 
iron pipe /»« vs « final dividend in 
salvage value. 



l-'ur I'urtlier iiilortiiutioii, uddre-f I lie(ia»( Imii I'ipe 
Itei^eiircli .VH^oeiiilion, Tliuiiiatt 1''. W olii'. Jtesenreli 
£u<jiueer. 1U14 IVopIes Gas Uuildiiij^. (Uiira|;o. III. 



CAST IRON PIPE 
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D ivldends of 
3 atisf action 



PROPERLY COOLED WATER BRINGS CON- 
TENTMENT AND INCREASED EFFICIENCY 
TO YOUR OFFICE STAFF 



Every day, more and more offices 
are being equipped with Frigidaire 
Water Coolers — because Frigidaire 
— wherever installed — brings im- 
mediate satisfaction. Convenient, 
accessible and properly cooled 
drinking water will add immeasur- 
ably to your own comfort as well as 
to that of your employees. 

Many office managers and execu- 
tives believe that a Frigidaire Water 
Cooler is just as essential to the 
smooth-running of the wheels of 
business as are filing cabi- 
nets, typewriters and tele- 
phones. 

Under certain provisions 
of the N.H.A., it is possible 



Fri 




to install a Frigidaire Water Cooler 
with no down payment and with 
three years to pay. Let our repre- 
sentative assist you with the details 
and make all necessary arrange- 
ments of linancing. 

If you wish to moderniae your 
office with Frigidaire Water Cool- 
ers ... if you wish to see the proof 
how Frigidaire can save you money 
. . . write Frigidaire Corporation, 
Subsidiary of General Motors Cor- 
poration, Dayton, Ohio. 

ir 

In Ijubc Of imtU olSctJ— where* er 
there i 9 ■ tieeii far prorerlx cooled 
wmter — there ti FriffjJiire equiiimctii 
of m and type preci»i^t>' »uile^ to | 
the need. And it i% emcinecred lo meet 
the hiKh itiadiids ictiM ill General 
Mutort pciHtufU. 
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WATER COOLING EQUIPMENT 



Government supervise the election of 
labor union ofliciuls and that the 
unions incorporate so that their 
officers would be legally liable for 
Iheir acts. 

The Wagner bill died. Another 
major labor defeat. 

At about the same time, organized 
labor suffered two additional re- 
verses. Out of the convocation of 
code aut horities in March, 1934, labor 
had hoped would come a shortening 
of houra and a proportionate wage 
increase. That was the "ten and ten" 
program. Nothing happened. One 
union, some six months later, suc- 
ceeded in having the President, by 
executive order, reduce hours ten 
per cent and increase wages in pro- 
portion. 

Minorities win their rights 

THE second reverse, another major 
defeat, was the agreement arranged 
by the President with automobile 
manufacturers and the A, F, of L., 
that averted the automobile strike on 
March 25, 1934, and resulted in the 
c.">tablishment of "proportional rep- 
resentation" instead of "majority 
rule." The National Labor Board had 
Itreviously made several decisions 
favoring spokesmen of the majority 
of the workers as agents for all the 
employees in a plant or industrial 
unit. 

For industry, the automobile 
agreement was a major victory. It 
opened the way for employers to deal 
with majorities, minorities or even 
individuals. This was industry's in- 
terpretation of Section 7a and Gen- 
eral Johnson and Mr. Richberg sup- 
ported it. 

The effect of the 1934 automobile 
agreement on organized labor cannot 
be exaggerated. It placed the A. F. of 
L. on the defensive and had a devas- 
tating effect on its status. It shat- 
tered the morale of the National 
Labor Board, reducing its precedents 
to so much paper. After this agree- 
ment, organized labor began holding 
itself aloof from labor boards and a 
rise in strikes was noted. At the same 
time those employers who favored 
the automobile agreement form of 
settlement pushed organization of 
company unions and refused to settle 
strikes and disputes on terms other 
than those provided for in that settle- 
ment. 

To the unions the agreement meant 
a revitalizing of the company-domi- 
nated union which they had hoped 
was on the way out and to the 
employees it meant the beginning of 
the works council plan of collective 
bargaining, in which all groups are 
represented and the negotiations are 
limited to the individual plants. 

In the meantime the Weirlon case, 
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which had almost been literally 
pushed into the courts on the in- 
sistence of the Federation of Labor, 
was on the calendar. Last May, or- 
ganized labor suffered another defeat 
in this case when Federal District 
Court Judge Nields in Wilmington, 
fJel., denied a preliminary injunction 
to restrain the Weirton Steel Com- 
pany from interfering with an inde- 
pendent election supervised by the 
National Labor Board. There was a 
touch of irony in the decision which 
was based on the Norris-LaGuardia 
Anti-injunction Act, adopted by Con- 
gress several years ago on labor's 
insistence. This Act prevents issuance 
of a preliminary injunction in the 
Federal Courts without a formal 
hearing of witnesses in open court. 
The decision in this case, as explain- 
ed above, has gone against organized 
labor. 

Even in the case of the Houde 
Company of Buffalo where labor won 
a victory of first magnitude, the vic- 
tory turned out to be fruitless. In 
this case the National Labor Rela- 
tions Board decided that the employ- 
er is obligated to bargain exclusively 
with the representatives elected by 
the majority of the employees in any 
given collective-bargaining unit and 
to endeavor in good faith to arrive at 
a collective agreement relating to 
that unit. It stated that this did not 
mean that a minority or any em- 
ployee did not have the right to pre- 
sent grievances or to confer with the 
employer "or to associate themselves 
and act for their mutual aid and pro- 
tection," 

This decision was handed down last 
August but employers refused to 
abide by it. The Houde Company de- 
fied the board. After some delay, 
prodded again by organized labor, 
the Department of Justice took the 
case to the courts. But labor gained 
very little. 

In case after case that followed, 
upon a ruling by the National Labor 
Relations Board that an election 
should be held, employers acted al- 
most as a unit. They asked for 
court review of the election order. 
Among the election cases held up in 
this way are those of the Firestone 
and Goodi-ich Rubber companies and 
the Bendix Company. 

Industrial truce dies down 

THESE events gradually caused the 
organized labor forces to conclude 
that the Roosevelt Administration 
had decided not to press for enforce- 
ment of Section 7a. By the beginning 
of November the President's October 
proposal for an industrial truce had 
all but vanished. 

Negotiations for an accord in the 
steel industry broke down almost on 
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SPEEDWAY TO THE ORIENTI 
GO EMPRESS! 



Biii there's also (harm aboard an "Empress." Afternoon teii beside tht 
pool . , . smart, yet iriendly and informal. Service is couritous and effi- 
cient... bu[ pleasinj;. Rooms are luxurious ariJ spacious ... yet coiy 
and comfortable as your own hurae, 

DIBECT TO YOKOHAMA ... 10 days . . . shortest, fastest aossing lo the 
Orient. I:mpreis of Asiii, Empress of RiissM, 

BY WAY OF HAWAII . . , Tike diree days more and see glamotous Hono- 
lulu. 5.nl on the largest, fastest liner on die Pacific, the Empress of 
fiipiin ... or her running mate, the Empress of Canaila, You'll enjoy 
a visit to Haw.iii , . . tlie beauty and qua-i charm of rhcse mid-Pacitic 
islands have an irresistible appe.il to every traveller. 

Frequent saihngs from Vancouver (trains to ship-side) and Vitrtoria to 
Yokohama, Kobe, Naijasaki, Shanghai, Hong Kong, and Manila. If you 
sail from Los Angeles or San Francisco, connect with an "Fmpress" at 
Honolulu. Orient fares include passage to and from Seattle. Reduced 
Summer round-trip fares , , . First Class and Tourist Class. Low-cost Third 
Class ot) all "Emprtssts." Also all-expense personally-conducted tours. 

ROUND-THE-WORLD . . . Wide variety of routes. Stop-overs to suit your 
purse and inclin.iiions. Take 90 days or two full years. First Class and 
Tourist Class . , . ai surprisingly low rates. Ask for programmes of 
inclusive-cost touts. 

MAPS • BOOKLETS • RATES . . , Information from Vour owt^ travel 
AGENT or any Canadian Patific office: New York, Chicago. San Francisco, 
Montreal, and Ji other cities in United Siatis .iml Cnuda. 

SPANS THE WOm.0 V 
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HOW WOULD 

YOU 

LIVE ON 



$22 



A WEEK? 



EVER stop to think what^oM would 
do with a total iuLome of $22 a 
week ? Spend a moment figuring — and 
you'll quitkly conclude that these 
thrifty millions who do it week after 
week are pretty good managers. 

Visit their homes /or a close-up. 
You'll see children somehow well-fed 
— sent to school neatly, warmly 
dressed, 'idit'!! •-' >• | !;iin but comfort- 
able homes. 

But back ol It all — the ctmstant 
fear that one misfortune may sink 
them helplessly into debt. 

Inihistry is striving to reduce the 
hazards of this nijvand-tiick battle 
for existence. Factories are run with 
little profit to keep men working. 

But when a man does find himself 
buried in uncontrollable debt -he 
needs first of all a loan to relieve the 
pressure of financial worry. Then— 
of equal imixjrtance — he needs ex}iert 
help in money management. House- 
hold offers to such families a complete 
plan of home money management— 
and for tlie woman, a constructive 
education in methods of buying to 
stretch dollars as much as 2U%. This 
Service is available to any family 
ivhether customers of ours or not. 

May we send you free copies of our 
Household money management plan 
and a sample from the "Better Buy- 
manship" library? It will interest 
you to know what Household does to 
help families out of financial distress. 



HOUSEHOLD 

FINANCE CORPORATION 

AND SUaSIDIAIIfS 
V1« North Mkhlfan Av«., Chiraflo, 111. 



lloi'HllHOLD FiMaKCE CoilPOIl»T10» J^B i 

''19 North Michiijan Avcnut, Cliicagu, 111. 
(icnllcnicn: Picas* scnil inc free cij("ic* «jf yuur 
Money Miiniigcrntni" plan and a sample 
from the "Better Bufmiiuhip" library. 



the eve of a '.t thai was 

based on propf . .us somewhat 
similar to those in the automobile 
settlement. 

Organized labor resentment 
against the Adn\ m was 

fanned by failure »> ; roirrcpv 

in ii iving a set 
i to the K. 

! ibor's struggle to obtain reprt^senta- 
I ives on code authorities and on NRA 
administrative boards had apparent- 
ly made no headway. 

The controversy between the 
American > ' ind the 

daily new . which 
culminated in lite Hivsident's letter 
to the National Labor Relations 
Board in January curtailing its pow- 
er over labor disputes under the 
newspaper code and other codes, was 
considered a direct blow at organized 
labor. 

The Labor Board has been labor's 
pet and the diminution of its prestige 
in this in.^tanoe was shocking to the 
labor morale. 

Labor attacks Richberg 

LABOR'S smoldering resentment 
finally broke out in direct attacks on 
Mr. Richberg by Messrs. Green and 
John L. Lewis, the mine union lead- 
er who blamed the former railway 
union lawyer for the fact that labor 



J Stml.. 



waa ignored in the recent negotia- 
tions for extension of the automo- 
bile code. 

Turning toward Congress, the Fed- 
eration of Labor is now pressing for 
passage of the .30-hour bill, having 
failed to obtain administrative en- 
• nt for til ;ie. 

bill si. ' iigth. direct 

Admmistration opposition to it is 
expected. 

The Wagner trades dispute bill, 
recently presented again, is being 
held as a pi>s.sibli' trading measure 
that may 1m; substituted for the 
shorter hours bill. 

f ' ! labor, while hoping for 

Adi; iiion favor, may find itself 

compelled to accept the Administra- 
tion's neutrality as its sole ray of 
i-omfort in the months to come. 

If the Wagner bill again fails of 
enactment, lalwir will be thrown back 
on economic action, on il ■ in- 
izitlional work and on its : . ful- 

ness in winning converts to ii.s cau.se. 

The Administration, embarrassed 
by the labor pressure for the 30-hour 
bill, nettled by the union insistence 
on the prevailing rate of wages be- 
ing written into the relief bill and 
believing that il has "played labor's 
game" in writing Section 7a into the 
NIKA, is not di,s{K>sed to move too 
rapidly in the direction of the union 
side fur the present. 



The Holding Company 



(Conlhiiit'd Irani puye 2't) 
light and power holding companies. 

H- Isn't the holding company regu- 
lated? 

To some extent by states and prob- 
ably in some of its activities by the 
Securities Exchange Commission 
but, in general, as a separate institu- 
tion it is not regulated. 

14- Not even by the antitrust laws? 
Or isn't a holding company a trust? 

The utility holding company is not 
a trust in the ordinary meaning of 
the term, although only recently the 
Department of Justice has taken ac- 
tion to require a holding company to 
divest itself of the securities of a 
competitor. The operating side of the 
power industry being regulated 
raises no question of monopoly and, 
therefore, its activities are not chal- 
lenged under antitrust laws. 

15' What is the present complaint 
against holding companies? 

Many charges are made bul the 
most general argument against them 
is that they have outlived their use- 
fulness to industry. 



More specifically il is frequently 
charged that holding companies do 
not share with the consumers the 
benefits which their services medce 
possible. 

16' How do the holding companies 
reply to these charges? 

The principal reply is that the leg- 
islation is an indictment of a whole 
industry whereas the "evils" com- 
plained of are isolated acts of indi- 
vidual concerns and persons rather 
than general practice. 

17' What steps are proposed to rem- 
edy these "evils?" 

The Rayburn bill before Congress 
proposes temjiorary federal regula- 
tion of holding companies, with Ihcir 
elimination entirely from the light 
and power industry after January 1, 
1940. 

18* Has the holding company oui- 
lived its usefulness in the light and 
power industry? 

The answer to this question is 
quoted from Professor Bonbright's 
book. "The Holding Company": 
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TODAY'S BAKELITE MOLDED PROJECTOR 

ANCESTOR 



AND ITS iimmL 



"O USE a '"Magic Lantern" as a 
sales tool would have seemed 
tlie iieiglit of absurdity to tlie Captains 
uf Iiiduslry of an earlier geiieration: 
and it would have been. Imagine a 
salesman carrj'in;^ several jiounds of 
glass slides and a cuinhcrsomc con- 
traption of slicet iron, fitted willi a ker- 
t>setic lamp and a collapsible cliimriey ! 

But today it is different. The 
"Magic Lantern" has developed into 
a '"Projector" with a rugged, compact, 
light weight Bakelite Molded case, 
housing a small high powered elec- 
tric lamp and a roll of feadier wciglu 
fihii. The Bakehie Molded case pro- 
vides the necessary thcrraal as well as 
electrical insulation. Measuring oidy 

BAKELITE CO RPO U .\T ION, 247 
B A K E i, I T E C O R IMJ U Af I O N O l" 



.'>^"x 5yi" X iH" a salesman can can-%- 
It anywhere. 

Tiiis projector is typical of tlie im- 
provements which have been cHccted 
in numerous mechanical and electri- 
cal appliances and devices with the 
aid of Bakelite Molded. Because of 
the strengdi, light weight, and ricli 
appearance of this [elastic materia], 
and tiie ease and speed with wliich 
any quantity of like parts may be 
formed in tlie mold, it is adapted to 
die economical jnoduction of a wide 
variety of articles and parts. 

Bakelite Molded possesses liigli 
electrical insulation value, and is re- 
sistant to heat and cold, moisture, 
t)ils, acids and most chemicals. It is 

Park Avenue, New York, N. V. . . . . 
CA.S'.\nA. 1. IMITEIJ. 103 Dufttri 



available in many attractive colors as 
well as black and brown. Through the 
use of this material many products 
have been simplified and improved 
ill design and appearance, made more 
durable, and more saleable. May we 
suggest that you consider it for your 
own work, and enlist our coopera- 
tion in determining its possibilities. 

We invite you to write for booklet 
iM, "Bakelite Molded", illustrating 
and describing the many types of 
Bakelite Materials and their uses. 



TVif {liiisirativn vf ihc Magic Lantern is h\ 
coiirtay t)f The Museum vf Sdettre unil In- 
duslry, J\'tii' Yvrli. The moilrni jiri'julxr is a 
prod lift (•/ Spencer Lens Co. 

43 Eust Oliii) Sirecl, CJiic;tgti, 111. 
EL StrecU Turtfiilu* Oiir..iriu. Can ad ft 



BAKELITE 




T ■■ o u ii /% iw » m.1 m w. m 
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• POPULAR FALLACIES OF ADVERTISING* 



it 



Cut Out the Advertising and Reduce 



Your Prices!" 



Do the people who make this remark 
. . . and you hear it often . . . actually 
believe what it implies? If so, they be- 
lieve that the volume of any product 
sold, the cost of selling it, and the profit 
return will be just the same without 
advertising as with it. 

Let's see how that assumption works 
out with one of the most useful and pop- 
ular of all products — electric refriger- 
ators. 

Advertising sold the idea of mechani- 
cal refrigeration — its convenience, its 
economy, its food preservation superiori- 
ties. It is doubtful that very many 
electric refrigerators would have been 
sold without this educational influence, 
this trail-blazing. 

In 1922, there were two national ad- 
vertisers in the electric refrigeration 
business. That year, 18,000 refrigerators 
were sold for approximately $8,555,000 — 
an average price of $475 per refrigerator. 

In 1933 . . . eleven years later . . . 
there were nine national advertisers 
in the electric refrigeration business, and 
in that year 1,080,000 refrigerators were 




ADVERTISING men resent un- 
fair attacks upon the integrity of 
their profession. They appreciate 
a defeiiK like this spread before 
260, OQO fellow business men, their 
clients. QEvery business suffers 
likewise from faltaciuus thinking — 



coal, icv, banks, railroads, whole- 
salers. They likewise esteem a 
stout defender. IJFor 20 years 

Nation's Busime^ has fought 
popular fallacies of every busi- 
ness. TTiat is one reason why it 
holds (he loyalty of its readers. 



sold for approximately $183,600,000 — 
an average price of $170 per refrigerator. 

Here you see that the manufacturers 
who believed in the power of national 
advertising to build business have had 
their national advertising — and, at the 
same time, those who contend for lower 
prices have their way, also! 
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I 260,000 CIRCULATION 

PUBLISHfD MONTHLY AT WASHINGTON BY THE UNITED STATES CHAMBER OP COMMERCE 
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"While the holding company has 
often been subjected to attack in the 
legislature and in the public forum, 
it is found too essential a medium of 
large-scale production and large- 
scale distribution to succumb to leg- 
islative interference. The passage of 
enabling laws in state after state has 
given it a definite social sanction. In- 
deed, the great problem of the pres- 
ent day appears to be, not how to de- 
stroy the holding company but how 
to subject it to forms of control that 
are necessary in order to make it a 
useful, social instrument." 

19 ■ Who is Professor Bonbright? 

James C. Bonbright, professor of 
finance, Columbia University, since 
1931 has been a trustee of the Power 
Authority of the State of New York. 
In 1929-30, he was a member of the 
New York State Commission on Re- 
vision of Public Service Commission 
Law for that state. 

20' He calls the holding company an 
"essential medium of large-scale pro- 
duction." Just how essential has it 
been, in the light and power Industry', 
for example? 

In the growth and development of 
the electric light and power industry, 
physical consolidation of contiguous 
properties has proved a great eco- 
nomic advantage. The early physical 
reorganization of the industry was 
made possible solely by the holding 
company. Small, competing, and 
often antagonistic, operating com- 
panies rendering service in neighbor- 
ing communities were forced to com- 
bine their operating systems by the 
influence of holding companies. Thus 
developed the interconnection of 
power plants, the scrapping of iso- 
lated, inefficient units and the build- 
ing of large, efficient, generating sta- 
tions, better load conditions, and 
vastly improved service. 



21 ' Have holding companies bene- 
fited the light and power Industry 
financially? 

In a period of rapid expansion, one 
of the greatest needs of any industry 
is new capital. Few industries have 
experienced such growth in output, 
invested capital, geographical spread 
and general demand for and neces- 
sity of the commodity produced as 
the light and power industry. In se- 
curing new capital for business ex- 
pansion operating companies are en- 
tering perhaps the most competitive 
field of business. The money supplied 
by investment bankers through the 
purchase of bonds seldom exceeds 40 
or 50 per cent of the total required. 
The other 50 to 60 per cent is rep- 
resented by stocks, in marketing 
of which the holding company has 
been able to obtain money at a 
much greater advantage than have 
the small, isolated, operating com- 
panies. 

22 ' If holding companies are so com- 
mon to the fields of industry, why is 
this bill confined to their elimination 
in the light and power industry? 

Partly due to the fact that this in- 
dustry is a public utility; that is, "it 
is vested with a public interest." 
However, Congress may at any time 
declare that any industry is vested 
with a public interest and is, there- 
fore, a public utility. Such legisla- 
tion has been proposed for both the 
coal industry and the petroleum in- 
dustry. Therefore, restriction of 
holding companies in these and other 
industries are a probability. The 
holding company feature of the bill, 
however, is not based any more upon 
that than it is based upon the Inter- 
state Commerce clause of the Con- 
stitution, and the legislation might 
be broadened to cover all holding 
companies. 



Simple Arithmetic 



Arithmetic, when weighed in the 
balance by the Toledo Scale Com- 
pany, is decisive in determining the 
success or failure of business. A 
study of thousands of retail stores, 
the company reports, reveals a sin- 
gularly obvious error in figuring 
selling costs with a consequent de- 
structive loss in income. 

Suppose the cost price of an arti- 
cle is 40 cents, and the merchant in- 
tends to sell it at a profit of 20 per 
cent. What is the proper markup? 
Forty-eight cents, say many mer- 
chants. Wrong, says the company. 
Fifty cents is the right price. If the 



merchant sold at 48 cents, he cannot 
make out a profit of 20 per cent. His 
eight cent profit on the 48 cent sale 
means only a profit of 10- ;t per cent. 

The error lies in using the cost 
price as the base of calculation, rath- 
er than the selling price. The correct 
method, the company argues, is to 
regard the cost price, 40 cents, as 80 
per cent of the selling price which 
should yield a profit of 20 per cent. 
Use of a dollar base is equally in- 
structive. A correct markup of 50 per 
cent on $1 will give a selling price 
of $2. Similarly, a five per cent mar- 
gin on §1 is $1.06, not .$1.05. 



BETTER ENTER 
THAT CHARGE 
SO IT WONT BE 
OVERLOOKED 



that's all 

RIGHT. . , 
I'LL MAKE A 
RECORD OF 
IT LATER 




BUT you 
WON'T! 

"I'll make a record of that later," 
is fatal to business. You won't I 
It's foolhardy to take chances with 
your profits. Make records on the 
spot with the Egry Tru-Pak. Know 
the complete details of every trans- 
action by means of private check- 
ing copies automatically filed under 
lock and key w;tAj'n the Tru-Pak 
itself, accessible only to you. Don't 
let mistakes, carelessness, forget- 
fulness and temptation cut in on 
I your profits, 

I There is an Egry Tru-Pak Sys- 
tem designed specificaliy for your 
business. Simple. Easy to operate. 
Speedy. No red tape. No lost mo- 
tion. Get the facts. Don't let an- 
other day go by without learning 
about Egry protection and control. 
Use the coupon. It will bring the 
story of the Egry Tru-Pak and, if 
you wish, a demonstration in your 
own office. 




Sates AgcncLe^^ in 
ail principal cities 







TRU- 





KB* 



THE EGRY REGISTER CO., Dayton, Ohio 
Please send complete informBtion on tbe Egry 
Register Syfiiem designed for my bu&mes!i. 

Name 1 — 

Address . ** — , , 

City — ^ Si»te 

l,it»ited territory avoitabU for hiffh type sattt 



What Bankers and Investors Discuss 



^A^HILE newspapers hailed the 
Swift & Company bond issue as "A 
Big Bond Issue" that will break the 
log jam of securities issues, a point 
that is likely to be of equal impor- 
tance is that the interest rale is 3^4 
per cent. This was said to be the low- 
est for a comparable commercial 
bond i.<Mme since before the War. The 
Company will save roughly $5UO,(JO0 
yearly in interest. Many other air- 
poration bonds are likely to be called 
in the next year or so, and refunded 
at a lower interest. 

Federal Govern nient long-term 
bonds aj"e selling to yield about 
per cent, a low since the War. Sav- 
ings accounts in the Federal Reserve 
system are limited to 2' ^ pc cent. 

We have been accustomed to a six 
per cent interest on ordinary loans. 
Some states are decrea.sing the legal 
rate of interest. 

What will be the effect on the 
average man of this downward trend 
in money's wages? His savings ac- 
count interest must continue low, or 
go lower. His insurance will cost 
more— some life insurance com- 
panies have already raised their 
rates to a price based on a three per 
cent yield on investments, and the 
dividends on old policies will be cut 
correspondingly. He will receive low- 
er returns on other investments. 
Thrift of the average man may be 
checked by thia lessened incentive 
to save. 

On the other side of the ledger, he 
may be able to borrow at a cheaper 
rate if he wants to build a house or 
make a business venture. In fact he 
may be encouraged to borrow so 
much that collectively he will be in 
the awkward position in which he was 
in 1929. 

Banking bill is studied 

OPPOSITION to the pending bank- 
ing bill wilh its further surrender of 
banking control to the Federal Gov- 
ernment is stiffening. 

The Board of Directors of the 
Chamber of Commerce of the United 
States early this month called the 
attention of the business interests of 
the country to the importance of the 
far-reaching changes in the Federal 
Reserve system. 

"It does not appear too much to 
say," the Board declared, '"that 
these proposals are of such serious 
import as to justify the same delib- 
erate and careful consideration that 
was given by Congress and the coun- 



try lo the plan for the original estab- 
lishment of the Federal Reserve sys- 
tem." 

"The proposed changes," the state- 
ment said, "would affect the general 
public and the customers of banks 
even more than the banks them- 
selves. The commercial and indus- 
trial elements of America, in the pub- 
lic interest aa well as in their own 
protection, must ask that time be 
granted for thorough consideration 
of the proposals. 

"Various banking groups are 
studying the pending proposals. This 
Board urges that the commercial 
and industrial interests of America 
do the same without delay and be 
prepared to register their opinions 
upon the measure and upon the an- 
nounecd purposes underlying it." 

The American Bankers Associa- 
tion has made public a similar resolu- 
tion urging that more time be given 
to consideration of the bill, especial- 
ly of TiUe n. 

Pepper speculation 

WRITING in our February issue 
on commodity markets, Richard J. 
Mayer quoted Justice Holmes of the 
United Stales Supreme Court in Chi- 
cago Board of Trade v. Christie: 

People will endeavor to forecast the 
future and make arrangements accord- 
ing to their prophecy, 

Justice Holmes might have gone 
further and said that people will also 
now and then try to arrange the 
future by acquiring control of a com- 
modity. Corners in wheat, in cotton, 
in other commodities have been at- 
tempted lime without end. For the 
most part they have failed. 

But the strangest corner — at least 
to American nc-vrapaper readers — 
was that attempted in London on 
pepper. It provided periodical para- 
graphers wilh plenty of pungent 
paragraphs pertaining to Peter 
Piper's peck of pickled peppers, but 
it brought distress and failure to 
London business men, involved some 
great names and brought a moment 
of uneasiness lo Americans who re- 
called that the Hairy failure helped 
lo touch off our stock market ex- 
plosion in '29. 

But the tempest in the pepper pot 
had all the accessories of a specula- 
tive mania of the typical sort. There 
was a pepper king, and a pepper pool 
and in the words of a newspaper re- 
port "mad gambling in while pepper." 



And pepper wasn't the only com- 
modity involved. There was specula- 
tion in shellac and in peanut.<;. But 
pepper grips the imagination. The 
pool held 20,000 Ions of white pepper. 
It doesn't seem as if there were in 
the world enough eggs upon which 
lo sprinkle 20,000 tons of white pep- 
per. 

Gold clause is not ended 

THE decisions in the gold clause 
cases made little immediate distur- 
bance on the surface of business. 
Those who expected a mad stock 
market were disappointed. 

But we have not had the last of 
gold clause cases. To quote the Wash- 
ington Rei^iew, published by the 
United States Chamber of Com- 
merce: 

Eight members of the United States 
Supreme Court were in agreement upon 
one important phase of the gold-clause 
cases ileeiilfd on February IS. nniJ the 
ninth member did not litasent upon the 
merits. ThiB striking agreement was in 
the position taken by elsht justices, that 
Congress cannot abrogate the provisions 
In Liberty Bonds promising that the 
Ciovernmont will pay Interest and prin- 
cipal In gold coin of the standard in use 
at the time the bonds were issued. . . . 

Changing circumstances, the four 
justices who insisted upon going beyond 
their aa-socinte strontjly inlininted, might 
permit holdera of Liberty Bonds to have 
recovery of damages. The four Justices 
who dissented throughout the cases, of 
course, would support recovery under 
changed conditions as well as under 
present conditions. There were thus 
eight Justices who were of opinion that 
upon a later occasion there misht be 
collection of damages from the Uovcrn- 
ment for its illegal attempt lo violate 
the gold clause In Its own contract for 
repayment of borrowed money. 

Most dramatic episode of the hand- 
ing down of the decisions was the 
unexpected and unrehearsed speech 
of Justice McReynolds. It was not re- 
ported by Court stenographers. The 
Wall Street Jourval prints a "nearly 
complete version," from which these 
extracts are taken. 

It is impossibie almost to overestimate 
the result of what has been done here 
this day. The Constitution as many of us 
have underslood it. the Constitution that 
has meant so much to u.s ha.H Kone. The 
guarantees which men and women here- 
tofore have supposed protected them 
against arbitrary action, have been swept 
away. The powers of Congress ha«'e been 
enlarged to such an extent no man can 
foresee their limitations, and we stand 
as a people today stripped of the very 
fundamental guarantees which we have 
heretofore supposed stood between uh 
and arbllrary action. . . . 

VVf an- confronted with the vision of 
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Swift & Company has served the natioo fifty years 
since its incorporation. Its record of performance 
and achievement during this period is an impor- 
tant chapter in the history of American industry, 
A concise review of its first fifty years, together 
with the financial statements for 1934, is given in 
Swift & Company's " 50th Anniversary Year Book". 

The ^19 heifer that started the business 

When Gustavus Franklin Swift was sixteen years of 
age, he borrowed twenty dollars from 
his father, bought a heifer for $19, 
dressed it, and sold the meat from the 
back of a wagon to his neighbors 
along sandy Cape Cod roads. The 
history of the Swift business covers 
a period of 80 years, but the cor- 
poration is 50 years old in 1935. 

H^hy would National Self- 
Sufficiency be harmful? 

In the chapter dealing with the American Stand- 
ard of Living, many important questions are dealt 




with concisely. Swift Sc Company believes that na- 
tional self-sufiSciency is antagonistic to the doctrine 
that a high standard of living is desirable. 

Swift <&■ Company's Year Book is FREE 

This forty-page booklet, richly illustrated in col- 
ors, will be sent, free, to anyone w-ho requests it. 
The subjects covered in this book concern every 
man and woman interested in current affairs. 

Swift & Company 



SWIFT & COMPANY 

4104 Packers Avenoc, Chicago, Illinois 

Please send tne, without charge, a copy 
of the "50ch Amuversary Year Book". 



Address^ 



City, 



Jiliite- 
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Earnings on 
$300,000,000 Investment 
Taken from Security Holders 



TNCREASES in taxes, and rcduc- 
Uons in rates which afford relatively 
unimportant saving* for an indivitlual 
customer, ore taking away from in- 
vestors in the Associated System 
enough to pay the annual interest on 
more than J3 00,000.000 worth of 



securities at the rate of S per cent. 

During the recent depression the 
loss of earnings by utilities, and the 
shrinkage in vnluc of utility securities 
have not been due primarily to the f jjI 
ure of earnings to withstand the effects 
of depression, but principally to - 



1. Actual and threatened governmental competition. 

2. Attacks by public officiab and agencies, which have 
uniformly been fulluwed by sharp declines in the 
market price of utility securities. 

i. Reduction in earriings through action of govern- 
mental agencies, such as excessive increases in taxes 
and unreasonable decreases in rates. 



The result of all these poUcics has 
been to threaten the savings of mil- 
lions of thrifty, small investors. Pres- 
ent improvement in the revenues of 
utilities has partially offset these ad- 



verse conditions. But this improve- 
ment should nut lull investors into 
inactivity. They must organize to 
combat in every reasonable way the 
injustice that is being done to them. 



ASSOCIATED GAS & ELECTRIC SYSTEM 




CONTINENTAL 
{%x^ j^fA, FENCE 



KimDak 

CREPE WADDING 
jvuyie^ a^&Ui/X' s/ifpi^ d^ina^^)^ OFFERS ALL THESE ADVAMTACES 

1 . Made only of highest quality cop- 
per-bearing steel— "Hot-Dip" galvan- 
ized after fabrication. 

2. All fittings nf heavy mallcjible iron, 
or heavy pressed steel. 

3. A complete sssortment ofsiylcs fur 
every pri* jtc, municipal or industrial 
need. 

4. Furnished completely erected or 
material only — guaranteed to your en- 
tire sali.^faction. 

5. Accurate cMimate on your require- 
ments without obiigaiion. 

CONTINENTAL STEEL CORP. 
Kokomo, Indiana 

The WilhMm L. Gilbert • ■< ,n, Disiribulors in all pnHcipal cities 

tVir»A/Mf, Conmtticvi, ua- ;?*p* 

9gB to thmir handaamn AfcH/tt/ J7/J Clock. 

• KIMPAK Crepe Waddlnc la soft and rcslltent. 
free from dirl snd ferrlsn snbstunccs. It pro- 
Ircts finlshei against marrinff, gvftrd* agafnst 
ahipplni damage and breakage. KIMPAK. bp- 
cause ll Is easily aptilled, saves lime, Inbar un;! 
money In packlnK:. 

No mailer what your product, KIMFAK wlU 
solve your atilpplrtK pr^btcm. 

Let u* «end vuu FRkK portfolio of KIMPAK 
fllimp]«a. Pleufie make request on yuur IcUer- 
htad, uiid udiArcSS to ncareit allies olfiGe. 

KIMBERLY-CLARK CORPORATION 

NEENAH. WISCONSIN 
Sttfa office! ,* H ^outh MiL'LtKUli A wcriur, Chicaso 
111 ICsst 4Jnd Street StU Wevt Sixth Street 

New York City Lc-^ ATiiccli'ft 






a dolln : may be • i 

ccnla t I cents ti 

cents ; . jay and tn ;ne 
day following. . . . 

We protest. Th i» '••• •■! wi. •>,,, ] .w, 
It never ouKht ' 
shame and huni. 
of ua can foresee. 

Bankers suggest remedies 

BRITAIN S "biR five" banks- Mid- 
land, Barclays, Lloyds, Westminster 
and National Provincial and Iheir 
branches— do the bulk of English 
banking. 

At their annual meetings of the 
banks their chairmen make carefully 
prepared and widily jiublished nd- 
dres.sea which reflect British financial 
sentinu-nt. 

A political monopoly of banking 
would stili be a monopolY 

REGIIVALD McKEXNA. once Chan- 
cellor of the Exchpfiucr, told the 
shareholders of Midland: 

I» the consumer of banking gprvlce, 
whether as the owner of deiiusltcd funds 
or as a IrnJe borrower, likt-Iy tu Ik- bet- 
ter, more economii-Hlly, and more fairly 
served by one vast bunk. Invesli d with 
all the powers of unrralralncil niunupoly. 
or by a few highly compelttlvc Instltu- 
tiuns? . . . 

The bankH are In active competition 
with one another, and can maintain thplr 
[jwn shares of the avnllnbli- hudinoss 
only by efflcient service and Hympathellc 
fon.siderullon of their cu.-itomers' re- 
(juirements, Any bank which failed to 
satisfy Its cu.stomera would los*? them. 
Hut what protection would (he rit!<tomor 
have if all banking \( i- 
tiol? Then indeed th. 

bunk could be niisu...i jc:' r. . Ij m 
a manner we are now hardly able to 
eoncelvc. 

Moreover, a monopoly, which can be 
efficiently operated only • " i ■ i .f 
more or less complete . ■ ,. 
could not be expected ti. 
sponslveneaa to Individual tieed« wUwh 
is essential to good banking. What, then. 
Is to be gained by It? So far as 1 have 
seen nothlnj; adequate or even feasible 
has been suggested. . . . Any monopoly 
of an essential service can be used to 
extort large profits at the expense of the 
public; but a prolil-makin>{ motive Is 
not avowed by those who urge this par- 
ticular project of nationalization. I con- 
clude that there is no m-y-f >' ■ ■ ' v 
compenanling benefit to 
grave evils which must ai . • . 
Ing power were concentrated in un« 
hand. 

Banking competition 
still in the public interest 

RirPERT BECKETT of Westminster 
shared Mr. McKenna'a fears of polit- 
ical control: 

Is this the time, then, nerlously to pro- 
pose that the control of the banks should 
be taken out of the hands of those who 
have proved themselves and placed un 
Uer the direction of a .State depdi ' 
mcnt, and the savings of the millions oi' 
bank depositors made the basis of 
soclullsllc experiment; or lu suggest that 
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the advantages enjoyed by the public 
through the active compelltlon between 
the ttanks should be sacrificed under the 
dead hand of bureaucracy? 

World trade offers a simple 
cure for world ills 

BEAUMONT PEASEof Lloyds plead- 
ed for a wider intei-ntilional ex- 
change of goods; 

My business !s in practical everyday 
affairs, and every day I see In my dally 
work obvious reasons for our poor con- 
dition. Why cannot vee pay our debts to 
America? Because she will not take our 
goods in payment. Why was Austi'aJta 
unable to send her barley to Belgium? 
Because she refused to accept Belgian 
glass. ... I could multiply such in- 
stances indefinitely. If our well-being de- 
pends on trade, and if trade is the ex- 
change of goods between man and man 
and between nation and nation, these 
obvious obstacles must be removed if 
trade Is again to flow freely. Surely It is 
not necessary to look for "some great 
thing" or to babble of the virtues of 
experiments with currency, or the na- 
tionalization of banks, when some cure 
at any rate for the world's economic 
leprosy ia so obviously at our doors. 

Political planning of economy 
cannot jump national lines 

CHAIRMAN Colin F. Campbell of 
the National Provincial cited condi- 
tions in Germany and Italy: 

These measures are interesting as a 
further illustration of the limitations of 
those who try to organiise trade by 
ofilclal authority, Instead of leaving it 
free to follow its own lines of develop- 
ment. Dictated economy flnds that it 
cannot dictate beyond the borders of 
its own country, and for navigating the 
shifting currents of world trade the 
elasticity of private enterprise has so far 
shown itself to be the surest guide. 

Strength of banking does 
not go with laxity 

OUR proposed banking bill would 
add to the power of the national 
banks to make long-term loans on 
real estate. The problem has been con- 
sidered in Great Britain and W. F. 
Tuke, chairman of Barclays, said: 

Great Britain has been free from 
banking failures for such a long period 
that the security afforded by the banks 
in this country is taken for granted by 
all sections of the community. This great 
but unconscious tribute to the strength 
and efOsiency of the British institutions 
is, however, accompanied by insufficient 
knowledge as to how this positinn has 
been attained, and also by a failure to 
appreciate the undoubted fact that it 
would not have been attained had the 
banks sought for proflt outside their 
legitimate business by confusing bank- 
ing or short-term money with invest- 
ment or long-term money. It may be 
that there is a gap in our financial sys- 
tem which needs tilling. No one with a 
real knowledge of his subject would .sug- 
gest that such a gap could be lllled by 
the deposit banks without sacriflctng 
essential strength and solidity. 





THE 



A tough schedule is 
ahead of you, men. 
Snap out of hibernation 
and fill your lungs with 
sparkling ozone — soak 
up the warm spring sun- 
shine and get in form 
for the summer sports 
season. What if you are 
a "Simon-pure" amateur? 
You need a spring train- 
ing trip like a "pro". 
Use of the fairways and 
bridle-paths at The 



Greenbrier will give 
you excellent roadwork. 
Games on fast tennis 
courts will provide stiff 
practice. Shooting on 
the skeet range will 
sharpen your vision. In 
short, keen competition 
in the exhilarating moun- 
tain air will bring out 
the best in your game. 
You'll find yourself back 
in form. How about a 
training trip this year? 



WHITE SULPHUR SPRINGS 

WEST VIRGINIA 
THE GREENBRIEH AND COTTAGES 
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IRON FIREMAN 




—in this 
office 
building 



Two years uf Iron Fireman automjtic coal 
heating at (he K^anawha Valley Building. 
Charlestoi), Wevt Virginia, havcpriKiuecd liighly 
satisfaciory results to the managenieiit. In ihii 
time Iron Fireman has cut furl coms 48% anJ 
one boiler has carried the entire hcaimg load 
that /ormerly required the service o( two 
ga> fired boilers. 

"tt'e regard future heating seasons with eon- 
liderableconlidcDce," sajsl). W. Otih, manager. 
"We know that Iron Fireman will heat our 
building satisfactorily during the vumer months 
at a mmimuni com." 

H vou pay fuel bills let us make a free firiitg 
survey and show you the savings and bctier- 
ments you may expect with Iron Fireman firing, ^ 
Models for commercial boilers up to 300 h p. 
and for homes. Quickly installed. Ea»y payment 
plan. Use the coupon fur literature or fifing 
survey. Iron Fireman Mfg. Company, Portland, 
Oregon , C I c V c I J n J , Toro n H I I >;■ j ! f r •■ f ^ c r > ^^ here . 

IRON FIREMAN 

AUTOMATIC COAL BURMER 




iC.u'. HH MA"; .M.VNLTACn.RI.SG CO. 
Jli; * li»ib S« , Cl*«l»ml, Objo. 

Tfiir of pUm- 
O Scad UurMMt D CoamicKul hoiiiif 

Q Mak< fcinj »uc«r D IHwti D KnUeotial 
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SWEETENS 
STOMACH 

GENTLY KSI 

Delightful Mint 
Relieves Gas . . 
HeartburrY..Sour 
Stomach.. Quick 
Relief forMillions 
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fOR THE TUMMY 



ANTACID 

NOTAmX*T)VC 



Equip VDur uUittivn %i<ih phglofrapht o| 
product, ptoc4»iti cr ui«i. Rvduc* ipv<l(J'i( of 
unpl* c*>t^ — prtitnt rouf Mofv mort coa* 
vincinity ind «llcc1iv«lv. PhclofripKi «• 
tti*MJ*l ifllling «quipin*nt. 

Phololripki itanil h«rd uul* m\mn clgth 
b«ktd with HolliitQii Phola-Clofh — coioit 
to match (h* prinb. Conivll vouJ loe«l com* 
mticiil pKoto4riphtr. WnXts fat story o' tht 

THE HOLLISTON MILLS, INC, 
NORWOOD , MASS. 





1 ViKtllDil WaahlncioiiF 

Sini f tUv l.iUiElt I'lr-iilrnt brlore 
Ljni.<vln, faniuu^ mra\ Irtlcn and 
Uuka have mciitloDrd tbebospitaUty 

XILL4RDII0TELI 

"T1l> Rr-lit'-nrp <|( I'm lilrnU" 

1 ■- ... tl. 1 . 

1 it 1'.?. ' ..;.ir"ij l>srr.Ac, 





Reprints • . . 

of articles appearing in Nation's 
Business will be suppiiecj at cost 
in cjuantities ol tOO or more. For 
prices, write to: 
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90^" ANNUAL STATEMENT 

DECEMBER 31, 1934 

NEW YORK LIFE INSURANCE COMPANY 

A MUTUAL COMPANY FOUNDED IN 1845 INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK 



To the Policy-holders and the Puhlic:— 



On the occasion of the ninetieth annual report of the 
New York Life, it is fitting to review briefly its record of 
accomplishment since it began business on April 12, 1845. 

Founded when this country was young and sparsely 
settled, the New York Life has forged steadily ahead, 
spreading the benefits of its protection over millions of 
people and contributing, through the investment of its 
funds, to the Nation's development. Having always been 
a mutual company, it has declared over one billion dollars 
in dividends payable to policy-holders. Since 184Sithasmet 
every obligation through every panic, war and epidemic. 

During the past year the Company paid or credited 
$157,000,000 to living policy-holders, and $70,000,000 to 
the beneficiaries of those who died. 

The Company's assets were $2,109,505,224 at the close 
of 1934, an increase of 598,562,1 12 over the previous year. 
The gain in assets during the single year 1934 is greater 
than the total amount which the Company accumulated 
in assets during the first forty-four years of its history. 

During the year 1934 our investments in Government, 
State and Municipal Bonds increased $146,918,786. A de- 
crease of $1 7,000,000 in policy loans and an increase of 
over $60,000,000 in new insurance issued during the year 
reflect the general improvement of business in 1934. 

The following table shows the diversificarion of the 
Company's assets at the end of 1934. All bonds eligible 
for amortization are carried at their amortized value de- 
termined in accordance with the law of the State of New 
York. All other bonds, including bonds in default, and all 
guaranteed and preferred stocks, are carried at market 
value as of December 31, 1934. 



TOTAL ASSETS 



i.7J 



Per Cent «f 
Assotfl each irem Ici 
Di-c. M, IM4 Tii«a1 Ahsfls 

Cnsh on Hand or in Bank , $36,44'>,5<i2.46 

United States Government, direct, 

or fully guaranteed Bonds 20fi,72ll,{t56.38 

State, County, Municipal Bonds. , l*M,270,3(i0.25 

Public Utility Bonds. 15'>,151,938.(}l 

Industrial and Other Bonds 21,670,306.29 

Railroad Bonds 341,910,53').57 

Canadian Bonds 44,445,022.61 

Foreign Bonds 2,067,183.26 

Preferred and Guaranteed Stocks. 69,6 10, 789.0(1 
Real Estate(/«c/urfi«£Wofm? Office) 97,212,901.52 
First Mortgages, City Properties. .459,805,821.86 

First Mortgages, Farms 12,527,521.11 

Policy Loans 396,467,101.27 

Interest & Rents Due & Accrued. . 31,877,282.34 
Other Assets 36,312,838.44 



•1.89 
9.07 
7.54 
1.03 
16.21 
2.11 
.10 
3.30 
4.61 
21.80 
.59 
18.79 
1.51 
1.72 

100% 



52,109,505,224.37 

The liabilities of the Company, wliich include reserves 
to meet all contractual obligations, were $1,994,134,579, 

Included in liabilities, the Company has set up a Special 
Investment Reserve of $28,000,000 not required by law, 
and reserves of $45,734,207 for dividends payable to 
policy-holders in 1935, 

Surplus funds reserved for general contingencies on 
December 31, 1934, amounted to $115,370,645. 

Total insurance in force, represented by 2,649,953 poli- 
cies, was $6,651,514,072. The total new paid for insurance 
in 1934 was $440,000,000, In addition, men and women 
paid $45,000,000 to the Company for annuities to provide 
a guaranteed life income. 

April 12, 1935, marks the Ninetieth Anniversary of the 
New York Life. In view of its financial strength and its 
long record of fidelity in the fulfillment of its obligations, 
this mutual company continues to merit the confidence 
and patronage of its policy-holders and the public. 



A more complete report listing the securities owned by the Company, together Mfith an illustrated booklet describing the 
Company's ninety years of service to policy-holders, will gladly be sent upon request. Write to the Company's Home 
Office at 51 Madison Avenue, New York, or to any of its Branch Offices throughout the United States and Canada. 

BOARD OF DIRECTORS 



JAMES ROWLAND ANGELL 

J'^enJrnt. Yale L'yiijfersity 
Nuw 1'[iiven, Conci. 

NATHANIEL F. AVER 

ARTHUR A. BALLANTINE 

Lauyrr, Ktwi, dark. Bjtikner 

CORNELIUS N. BLISS 

CHiiirfniirt of L^}iird. 
aiiss, t'ottyan is* Cu, 

HENRY BRl'^RE 
MORTIMER N. BUCKNER 

t'Jiu,>Fnun r„ ffccj, 
Ntiv ftirh Tru>t Co. 

THOMA.S A. BUCKNER 



NICHOLAS MURRAY BL'TLER 
CHARLES A. CANNON 

i. hiiirman of BfturJ, 
rntJHrtri Mills Co , 
K4JUiiiJl)uliii., N. C, 

GEORGE B, CORTELYOU 

Prfiid-iui, Ciifi^ulitiuJeii doi Co, 

WILLIAM H. DANFORTU 

Chiuftrtttn lif Omir^i, 

KOBERT E, DOWLrNG 
JAMES G. HARBORD 



CHARLES D. KILLES 

Kf<yiiUni Afuwd^rf , Si^w Ycrk State 

BALE HOLD EN 

Chtnrm\iji .Sonf^w Pacifii Co. 

HERBERT HOOVER 

Vi3\o A\io. C.iliFijrni[i 

ALBA JOHNSON 
PERCV H. JOHNSTON 

C'huirnjan aj /itiurj. 
Chtmimt I^^lHk c' Trust Ca^ 

WILLARD V. KING 



GERRISH H. MILLtREN 

Preitileni, De^ins, Miilikrn if Co. 

FRANK PRESBREY 

Chiitrmtln vf J^otinlt 

f rartk Freibrey Co,, AdttrUHnE 

ALFRED E. SMITH 

} iitmft tTiifiTRi'ir, 
ifM^f oj Ntw York 

3. BARSTOW SMULL 

J. II. Wtitihrtlir &• Co, 

PERCY S. STRAU.S 

f rtjiJf nl, S. n. lliity br Co.. Inc. 

RIDLEY WATTS 

lUrriti'r. 

Chrmtii^t liatttt is" Trutt C9. 
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MONEL METAL 
MAKES IT EASY 
FOR US TO KEEP OUR 



Is^itchens 



Shipshape 




Mr. Kermit Roosevelt, Vice-President 
of United States Lines, explains the 
importance of equipment when 
sewing 10, WO meals a day at sea 





Mealtime on ship- 
jL board. It's an event 
''^ ... a function . . . 
a ceremony. Start to finish, cverj' ap- 
pointment must be 'top drawer' . . . 
from the silver on the t.ibic to the 
etiuipment in pantry and galley. 

For efEcicnt equipment means smart 
service in the dining saloon . . . /Ac 
type of sen-ice expected by trareUtn 
tulio ehoose the "H'oshinytuii" lutd the 
"Manhattan." 

Monel Metal food scrviire equip- 
ment helps us to satisfy their expecta- 
tion. Simplifies the difficulties of house- 
keeping on tlip liij^h seas. Makes it easy 
for our trained staffs to keep galleys 



and pantries scrupulously clean, shin- 
ini; and shipshape. 



On both the "Washington" and the 
"Manhattan" you find over 8,000 
square feet devoted to preparing and 
serving foods and beverages. And on 
every hand, you see Monel Metal 
cc)uipmcnt. 

Muiic! Metal is also widely used in 
iiotels, restaurants, hospitals and food- 
packing plants. And in laundries, dye- 



houses, chemical plants and power 
hou.ses. 

In fact, in any industry where 
its unique cuinbinatiun of heauty, 
strength, rust-proof ness and resistance 
to corrosion can be used to cut costs 
speed production or increase the attrat 
tlieness and salability of merchandise 

Inco cngineci's are constantly inves 
tigating; uncovering new, profit-build 
ing uses of Mone! Metal for all lines. 
Write for detailed facts covering your 
business. 



THE INTERNATIONAL NICKEL COMPANY. INC., 67 Wall Si., New York, N.Y. 

kmiSmsi^^ Monel Metal 



Lesson in Palmistry. 



Drip a drop 

Of Old Overholt rye 

On your palm 

Rub your hands together 

And sniff . . . 

A simple test 

Of whiskey quality 

Long known to experts 

The rich bouquet 
Of Old Overholt 
Will make you think 
Of sunny grain fields 
Out Dakota way 
Of fragrant oak 
Charred by coopers 
Zesty yeast 
And sweet hill water 





These are the only ingredients 

In Old Overholt rye 

They explain its wholesome goodness 

They explain also 
Why gentlefolk 
For a century and a quarter 
Have uncorked this regal drink 
Wifh pride 
For guests of quality 

Try a tastcl 
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BOTTLED IN BOND 
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